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there will be. enough in- 


a. 
dustrial gas seems to be every- 
body's guess. | P 


‘For its age—15 years old-—Ameri- 
gan Trucking Assns. certainly is a 

boy now. The birthday will be 
Bhareted at the annual conven- 


tion in Washington. 
: * * 


Wise Guise? 
’ Ten million people have or will 
gt out to enjoy winter sports this 
yeason. This figure does not include 
those whose game is guessing how 
many persons will fall for the 
folderol which is being 
out under the guise of state 


papers. i 
All-Out Output 

Underground plants or removal 
from cities has been discarded as 
adefense measure by Army authori- 
ties, it is said. 

Instead, they favcr preparation 
for quick all-out production so 
that armed services will be able 
to ¢heck enemy action. 

+ + + 


Good Will 

What is good will? A nifty nod 
t this cornerstone of smart pub- 
lie relations is found in the defini- 
tion by the United States Supreme 


* 
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as disposition of a _ pieased 
r to return to the place 
ess where he has been well 


wines 7 * * 
Sales Up a Third 
© Manufacturers’ sales in 1947 are 
Y at $169 billion, exceed- 
‘the previous year by a third, 
report by the Department of 
ree. Year-end inventories 
by manufacturers are esti- 
at $23.7 billion, indicating 
of about $3.4 billion for the 
The corresponding increase 
'1946 amounted to $4 billion. 
s 7 . 


Curbs of 


Restrictions on tourist travel 
the Alaska highway will be 
@featly relaxed this summer and 
disappear entirely. This will 
up to tourists the 1,523 mile 
of wartime highway from 
Creek to Fairbanks, Alas- 
In the past tourist travel has 
possible only by bus. 
Al in all, facilities along the 
t y have been improved to 
me point where it is now consid- 
@féd possible to open the route to 
1 tourist traffic, with a min- 
of restriction. 
tate 


NEW 1948 SERIES 98 FOUR-DOOR FUTURAMIC Oldsmobile. Fender contours flow 
i etved windshield and curved rear window increase front and rear vision more than 30 
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Output Takes Another Dip 
As Gas Shortage Spreads 


Final Standings: 
Top Cars 


New car regtstrations for 12 
months, all makes: 
1946 
Pos. 
329,601— 1 
326,822— 2 
211,800— 3 
126,322— 5 
135,488— 4 
113,108— 6 
93,004— 7 
61,187— 9 
85,169— 8 
58,051—12 
65,5382—11 
72,484—10 
51,420—13 
8,501—17 
23,666—15 
1,873—29 
36,485—14 
10,798—16 


Make 
Chev. 
Ford 
Plym. 
Buick 
Dodge 
Pontiac 
Olds. 
Mercury 
Nash 
Stude. 
Chrysler 
Hudson 
DeSoto 
Kaiser 
Cadillac 
Frazer 
Packard 
Lincoln 


Pos. 


11— 93,871 
12— 83,344 
13— 72,966 
14— 55,571 
15— 53.379 
16— 51,158 
17— 47,875 
18— 24,081 
19— 23,400 Willys 2,329—19 
20— 15,984 Crosley 2,868—18 
Total All Makes 
8,167,231 ’ 1,815,196 


3,167,231 Cars, 
879,132 Trucks 
Registered in *47 


N WHAT never was more than 

a production race all year, Chev- 
rolet again took the top passenger 
car sales spot in 1947, according 
to final returns on the year’s reg- 
istrations reported last week by 
R. L. Polk & Co. 

Total for all makes in 1947 was 
3,167,231, campared with 1,815,196 
in 1946 and 3,731,166 in 1941. 
Total new truck registrations in 
1947 were 879,132, compared with 

625,249 in 1946. 

The five leaders during 1947 
registered new-car sales as fol- 
lows: 

MNOPINIIIIIE,  «<cesancsscososcessecssenses, NCEE 

hp ol aaah . 532,646 

Plymouth 313,118 

Buick sbistdentosossstcciacsenty SD 

OID sivcisscccscecécoccscsessacivincs OE 

Pontiac ended close behind Dodge 
with 206,411, while other makes 
pulled up as follows: 

Oldsmobile, 180,078; Mercury, 


111,198; Nash, 102,808; Studebaker, | 


~ 


(Continued on Page 7, Col. 1) 


Market Plunge Cuts Steam 
Behind Wage Drive 


By Mac Gordon 
Staff Writer 

ALLING FOOD PRICES tended 

last week to take steam out of 
the CIO drive for a big wage in- 
crease. 

The UAW and the United Rubber 
Workers have spearheaded the CIO 
wage campaign by calling for a 30- 
cent raise. The United Electrical 
Workers, which opened negotiations 
with Westinghouse last week, has 
fixed no specific amount on its de- 
mand. 

It was observed, however, that 
all CIO wage programs this year 
have been linked quite closely to 
the rise in living costs since last 
spring, when the second postwar 
round of wage hikes was put into 
effect. 

A sustained plunge in basic food 
prices, such as was started on sev- 
eral items last week, would un- 
doubtedly make CIO leaders more 
readily agreeable to a settlement 

(Continued on Page 44, Col. 3) 


Production 


Automotive News Estimates 
U. 8. Cars, Trucks 


82,098 
75,307 


Last Prev. 1947 
Week Week Week 


For complete production totals 
by makes, see table, page 45. 





Le a prolonged recession 
occurs, the slump in the com- 
modity and stock exchanges will 
produce negligible reaction in the 
markets for new cars and durable 
goods in general. 

This was the consensus of auto- 
motive economists contacted by 
Automotive News last week as 
stocks and wholesale foodstuffs con- 
tinued to plummet. 

If anything, one analyst pre- 
dicted, the drop in retail food 
costs may serve to intensify still 
further the demand for new cars 
in the Chevrolet-Ford-Plymouth 
class. 

Lower prices for such staples as 
meat, cereals and soap, coupled 
with the expected increase in hour- 
ly wage rates, might reawaken the 
desire of many working-class fam- 
ilies for a new car, he said. 

+ + + 
NOTHER OBSERVER warned, 
however, that this picture might 
be completely reversed should a 
full-fledged economic “bust” de- 
velop. 

That would mean, he said, that 
lower-class farmers and workers 
are devoid of resources with which 
to purchase new cars at their pres- 
ent price levels. The pentup demand 
as indicated by current order lists 
might “dry up pretty fast in that 
case,” he said. 

Accentuating this threat is the 
possibility of further new-car 
price increases following the 
UAW-CIO wage settlement this 
spring, it was noted. 

Without exception, economists 
agreed that “it’s still too early to 
tell” whether the selling waves on 
the Chicago and New York markets 
augured a “healthy inflationary re- 

(See MARKET, Page 43, Col. 1) 


Futuramic Model Marks Olds’ 50th Year 


(pLDSxOBILE'S golden anniver- 
sary salute—the 1948 futur- 
amic series 98 line—will go on dis- 
play at dealer showrooms through- 
out the nation this week. 


The Futuramic 98 models were , 
Oldsmobile’s only line to undergo | 
complete restyling for 1948. Minor | 


changes were made in the lower- 


priced Dynamic series 60 and 70 cars. 
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smoothly into sweeping body lines. A 
percent. It is powered by a 115 h.p. 


, der engine, with a new high-compression head. Full automatic shifting in all forward speeds, provided by GM's Hydra- 
Grive, is available also in the full 1948 line. 





Price increases ranging from 
$55 to $159 have already heen an- 
nounced for the new Futuramic 
cars, Standard Dynamic models 
remain at 1947 prices, but new 
appointments in series 70 deluxe 
cars will raise their cost to the 
consumer by $26 to $33. Hvdra- 
Matic drive will again be avail- 
able on all Oldsmobile models at 
$150 extra cost. 

S. E. Skinner, general manager 
ef the Lansing division, said high- 
lights of the Futuramic line include 
streamlined body design, increased 
front and rear vision through 
curved glass, wider seats und a 
new high-compression head on the 
eight-cylinder engine. 

+ + + 


RODUCTION of the full 1948 

line has been under way for 
several weeks, and retail delivery 
will commence immediately, Skin- 
ner said. 

“We at Oldsmobile anticipate 
eager and enthusiastic acceptance 
of the full 1948 line of O!dsmobile 

(Continued on Page 41, Col. 1) 
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'Week’s Total Off 
To 75,307 Units 


50% Dip at Chevrolet; 
Hike at Chrysler 
Seen After Opening 


By Bernie Thomas 
Staff Writer 

C= TINUED industrial gas short- 

ages held U.S. vehicle output 
last week to 52,839 cars and 22,468 
trucks—a total of 75,307 units, ac- 
cording to Au7omozive News esti- 
mates. 

It was a drop of nearly 7,000 
vehicles from th: previous week’s 
accounting when U.S. output 
slumped to 59,365 cars and 22,733 
trucks—a total of 82,098. 

At press time Thursday, it ap- 
peared that scores of Detroit plants 
idled by the industrial gas situation 
might have to stay closed for all of 
February. 

That prediction was made by 
Henry Fink, Michigan Consolidated 
Gas Co. president, who said “only a 
break in the weather could solve 
the crisis which has idled more 
than 200,000 workers. 

+ * = 


ICHIGAN CONSOLIDATED is 

sole distributor of industrial 
gas to plants in the Metropolitan 
Detroit area. 

Fink made his statement after 
the Federal Power Commission 
had rejected “at least temporar- 
ily” a request for emergency gas 
to revive Detroit’s paralyzed auto 
industry. 

Meanwhile, all four Chrysler Corp. 
divisions in Detroit and Packard 
remained shut for the third week 
in a row. 

Elsewhere around the nation, 
Chevrolet assembly plants were 
falling out of the production lineup 
one by one as they ran out of the 
gears and axles furnished by the 
GM division's parts plant in Detroit, 
also closed by the gas situation. 

” * * 


OTH Chevrolet car and truck 

output was 50 percent below 
normal by the end of the week, 
with every indication that the worst 
was still to come. 

In Kenosha, Wis., Nash produc- 
tion was stopped on Wednesday 

(See OUTPUT, Page 45, Col. 3) 


L-M Goal for °48 
Is 250,000 Cars; 
°49s Due in April 


By Pete Wemhoff 
Editor, Automotive News 
INCOLN -MERCURY’s produc- 
tion goal for 1948 is 250,000 cars, 
‘compared with 153,000 in 1947, Ben- 
| son Ford last 
| Pf week told his first 
press conference 
} since becoming 
head of the divi- 
sion. 

The “rafdically- 
different” 1949 
Lincoln will be 
announced ‘m "the 
early p art of 
April, he déclared 
at a Detroit 
Benson Ford luncheon, with the 
equally-changed 1949 Mercury due 

for presentation later that month. 

Addition of three new assembly 

plants, doubling L-M’s present 

(Continued on Page 42, Col. 4) 
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Smaller Than Expected ... 
Steel Diversion Program 


To Nip 2% Off Cars 











WASHINGTON.—The govern- 
ment’s projected steel diversion 
program will affect the automotive 
industry only slightly, it was dis- 
closed here last week by an 
authoritative spokesman for the 
U. S. Department of Commerce. 


to be ‘borne by the automobile 
manufacturers will approximate 


2 percent, 
Concéding the necessity for giv- 
ing more steel to manufacturers 
_of agricultural equipment, freight 
“ ear builders, oil refinery operators 
and builders of low-cost housing, 
the government-industry planners 
have not lost sight of the impor- 
tance of keeping the’ automotive 
industry going, the spokesman said. 
Therefore, they have endeavored 


$1 Billion More 
In Road Grants 
Urged by Truman 


WASHINGTON.—Immediate ac- 
tion by Congress to extend the fed- 
eral aid highway program with a 
grant of one billion dollars to the 
states was urged last week by 
President Truman. 

In his message, the President 
asked that the present authoriza- 
tion for aid to states be extended 
beyond the termination date of 
June 30, 1949. He requested that 
the authority be continued for two 
years at an expenditure rate of 
$500,000,000 per year. 

The President pointed to the des- 
perate need for expansion and cor- 
rection of present state and local 
highway systems to incorporate 
more efficient federal networks and 
to increase the amount of travel 
which can be safely handled on 
present-day systems. 

He pointed out that there are 
one-third more trucks than -before 
the war and that they are carry- 
ing heavier loads greater distances. 
In all, there are nearly 3,000,000 
more vehicles on the road today 
than prewar, he said. 

President Truman :urged that a 
two-year stop-gap program for the 
fiscal years of 1950 and 1951 should 
be limited to (1) roads so badly 
worn that they are safety hazards 
and cost too much to maintain, 
and (2) roads which fall “serious- 
ly” below standards necessary to 
handle volume traffic. 

* any reasonable standard,” 
the President said, ‘our highways 
are inadequate for today’s de- 
mands.” 

The chief executive underscored 
the need for highway improve- 
ments in the face of “heavier 
trucks, greater pleasure and com- 
mercial travel” and “as a means 


































































of lowering the present shocking 
total of highway accidents.” 
“We must continue to rebuild 
and modernize our highways where 
their present obsolescence results 
in excessive safety hazards and 
maintenance costs,” 


wasteful he 


said. 















to take away from the car builders 
as little steel as possible and at 















the same time provide for other 
vital steel needs. 

Secretary of Commerce Averell 
Harriman requested steel diversion 
to the four industries named above 
and cited their needs as vitally 
important. Less than 10 percent of 
the total output of finished steel 
will suffice for the group, it has 
been calculated by the experts. 

According to records of the 
American Iron and Steel Insti- 
tute, the four specified consum- 
ers last year received slightly 
under 8 percent of the steel in- 
dustry’s production. If steel pro- 
duction is kept on the same plane 
in 1948 as during the past year, 
the industry will have to in- 
crease its allotments to the four 
cited essential users by not more 
than 2 percent, it was pointed 
out. 

In that event, consignments to 
other users, such as the automo- 
tive industry, would be cut only 
in the same percentage. 

According to statistics supplied, 
in the first 10 months of 1947—the 
latest period for which figures are 
available—the four most needful 
industries received a total of 4,- 
105,936 net tons of finished steel 
materials out of the total of 52,- 
278,248. 

In the final two months of 
1947, it is estimated that their 
receipts were slightly above the 
10-month average. 

The overall increase in the 
amount of steel necessary to build 
up the four essential programs, 
however, will not be great, it was 
pointed out, particularly because 
new steel productive and finishing 
capacity more than 3,000,000 net 
tons in each case, has been in- 
stalled in the last 12 months. 

Increased output from those new 
facilities will minimize the amount 
of steel that must be taken out 
of regular distribution channels to 


serve the essential programs, it 
was said. 
Smith Motor Sales, San Tex., 










THIS IS AN AIR VIEW OF THE WARTIME AVIATION engine plant in South Bend, into which Studebaker plans to move aij of 


its truck assembly operations as well as export . During the war the company turned out Flying Fortress engines in thi 













executive committee of the Na- 
tional Used Car Dealers Assn. will 
meet here today (Feb. 16) in the 
Vanderbilt hotel. 

The meeting was called as the 
result of an almost unanimous pro- 
test by directors of President Oliver 
W. Wood’s statement to the Sen- 
ate Banking committee that used 
car dealers would go along with 
some form of price controls on 
new and used cars. 

There is a movement among 
some officers to demand Wood’s 
resignation at this meeting. 

General Counsel Milton T. Ray- 

nor, who wrote the statement, has 
explained that the proposal was 
made with the belief that since 
there was practically no chance for 
price control, used-car dealers 
might gain a public relations ad- 
vantage by expressing a willing- 
ness to go along with whatever 
program Congress considered best 
for the people. 

However, many directors have 
taken exception to this stand. 
They assert that what public re- 
lations gain was accomplished 
was of temporary nature, based 
on duplicity, and was more than 
offset by the association’s loss 
of integrity. 

NUCDA, they say, has gained 
what support it has by serving as 





K-F Promises to Fight € 
Cancellation of Stock Issue 


DETROIT.—“We won’t take this 
lying down,” Henry J. Kaiser, chair- 
man, and Joseph W. Frazer, presi- 
dent of Kaiser-Frazer, told dealers, 
stockholders and employes Thurs- 
day after a stock-underwriting syn- 
dicate announced that its contract 
with K-F has been terminated. 
Funds on deposit for purchase of 
the stock by bankers have been re- 
turned, the underwriters stated. 

The contract covered the pur- 
chase and marketing of 900,000 
shares of K-F stock remaining 
after a recent offering of 600,000 
shares which was halted on a day 
featured by a nosedive of stocks 
and commodities. 

In this latest development, which 





by the National Association of Public Relations 


chairman, Goodyear Tire & Rubber, for 

The Greatest Story Ever Told. Left to 
; Litehfield; Earie 
8S. Secretary of 


has made K-F shares the liveliest 
discussion in motor finance for 
nearly two weeks, the two execu- 
tives asserted that “it is our opinion 
that the circumstances under which 
the members for the underwriters 
have acted calls for immediate in- 
vestigation and full public hearings 
by proper authorities.” 

They promised prompt presenta- 
tion of the facts for a complete in- 
vestigation, stating that their coun- 
sel was of the opinion that the 
brokerage firms, headed by Otis & 
Co., of Cleveland, had “acted with- 
out justification.” 


Some authorities interpreted 
the contract termination a result 
of the suit filed in Detroit by 
James Masterson, Philadelphia 
attorney, to restrain K-F from 
further stock sales, g that 
the firm impaired its supply of 
liquid capital and “created wide- 
spread insecurity and uncertainty 
among its own stockholders and 
among prospective purchasers of 
the corporation’s products.” 

The contract between the auto 
firm and the brokers would have 
been nullified if the suit were filed 
previous to the proposed time 
(Monday, Feb. 9, at 10 a.m.) at 
which the underwriters’ option for 
the sale of the remaining 900,000 
shares was to expire. 

This possible explanation—no 
statements were made by the un- 
derwriters—muddled the situation 
still further because of a broken 
time clock in the office of Wayne 
County Clerk Edgar M. Branigin 
in Detroit. 

In Washington it was reported 
that the Securities & Exchange 
Commission was investigating. 


plant, which contains more than 1,000,000 square feet of floor space. 
























Wood’sjOuster Up 


NUCDA Officers Meet Today to Study 


Action on Control Fiasco 


NEW YORK.—Members of the|a bulwark against governmental 
controls. The directors believe that 
their stand against controls serves 
not only the dealers but the public 
as well, since a free market pre- 
vents the public from becoming the 
in the black 
market. They say further that un- 
der a free market prices will level 
off much more quickly than they 


prey of racketeers 


will under control. 


In addition, many directors are 
still angered because they were not 
notified of the stand Wood and 
Raynor intended to take. They are 
unwilling to accept the explana- 
tion that there was not sufficient 
time, pointing out that a lot of key 


dealers can be contacted in the 
week that existed between the no- 
tice that NUCDA would be per- 
mitted to testify and the testimony. 

On the other hand, Ed Addison, 
president of the Chicago Used 
Car Dealers Assn., asserted that 
the move was the greatest “pub- 
lic relations stunt ever pulled in 
an industry.” 

But many dealers, including Lynn 
Wertz, co-founder of NUCDA and 
a Michigan director, questioned the 
integrity of such a stunt. He as- 
serted that such public relations is 
of a questionable nature. 

Further, he urged that NUCDA 
move at once to set up definite 
long-term goals which would bene- 
fit all used car dealers. Then, he 
said, each administration could be 
judged by how much it had done 
for the trade in its year of office. 

For instance, he said that in 
five years NUCDA should be 
able to establish a 6 p.m. clos- 
ing all over the country to allow 
used-car dealers to live the nor- 
mal lives of other people. 





HILTON TUPMAN, LOS ANGELES Lin- 
coln-Mercury dealer, 





°*Studebaker Sets 
Early Move to 
New Truck Plant 


SOUTH BEND.—All Studebaker 
truck assembly and export ship. 
ping will be moved as quickly as 
possible to the wartime aircraft 
engine plant recently acquired from 
the government. 

H. S. Vance, chairman, said the 
$1,500,000 program does not con- 
template any important interrup. 
tion in the current high level of 
production. 

Assembly of the trucks will in- 
clude the fabrication of cabs and 
pickup bodies, while a new depar- 
ture in export packing will be the 
shipment of completely knocked- 
down passenger cars and trucks to 
foreign assembly plants. The truck 
activity will occupy about one-half 
of the 28-acre, one-story plant here 
where Studebaker built Flying For- 
tress engines during the war. 

P. O. Peterson, vice-president in 
charge of manufacturing. an- 
nounced the appointment of new 
superintendents for truck assembly 
and general export shipping. 

Arthur D. Whitmer, who since 
1945 has been assistant to the chief 
inspector, becomes superintendent 
of the new truck assembly division. 
B. B. Harvey, for the past 10 years 
chief storekeeper in the chassis 
division, becomes superintendent of 
export shipping. 

“Although removal of the truck 
assembly plant will not appreciably 
increase our volume,” Vance said, 
“it will greatly improve our eff- 
ciency. For the first time all oper- 
ations—from the painting of wheels 
to the framing of bodies—will be 
eompactly housed on a single floor. 
Except for the engine, which we 
wil! continue to build in our pres- 
ent automotive machine shop, 
trucks will be completely as- 
sembled, tested and shipved from 
the plant.” 


7-Cent Gas Levy 
OK’d in Kentucky 


FRANKFORT, Ky. — Effective 
April 1, this state’s tax on gasoline 
will rise from five to seven cents 
a gallon. The increase, pro 
by Gov. Clements to raise funds 
for rural roads, was speedily en- 
acted by the legislature over pro 
tests of user groups and gas [re 
tailers. 

Filling stations near the Ken- 
tucky state border voiced fear that 
motorists would make their pur- 
chases outside the state. In all ad- 
joining states the cost of gas will 
be lower than in Kentucky when 
the seven-cent tax takes effect. 


No Authorized 
Photographers 


Automotive News continually 
receives reports of photogr 
phers contacting dealers 
others to take pictures for Auto 
motive News. 

As has been stated several 
times previously, no photog 
rapher is authorized to take 
pictures for Automotive News 
We urge readers to notify ™ 
promptly of any deviation from 


Gab Celanehoff 
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Eprror’s Note: Because of the 
great interest in factory-dealer 

8, Automotive News be- 
lieves that the subject should be 
aired in the open, John Munn’s 
column below presents some of 
the dealer arguments, and Avuto- 
yotive News would welcom- the 
views of factory officials. 


GINCE the beginning of the auto- 
/ mobile retailing trade, dealers 
have not been happy about fac- 
tory contracts. Dealers, according 
to their conversation at the recent 
NADA convention, are quite will- 
ing to admit that factory contracts 
have been improved and liberal- 
ized since the early days. But deal- 
ers say that the present cancella- 
tion provisions provide factories 
with economic power that, as often 
administrated, works much to the 
disadvantage of the trade. 

It was quite evident, during 
the behind-the-scenes discussions, 
that dealers were disappointed at 
the outcome of the recent NADA 
and AMA conference on the sub- 
ject. Dealers have attempted for 
many years to more. evenly 
spread the risk of doing business 
by means of contract improve- 
ment. The effort was started with 
Harry Moock as their mouthpiece 
in 1918. It was continued by Chris 
Vain for 15 years. 

During the depression years, au- 
tomobile dealers were the first re- 
‘ail association to embrace the 
NRA code as a means of saving 

for themselves more than a mil- 
lion dollars in used-car losses in 
the first six months of its opera- 
tion. The use of the NRA code 
did not alter or change the con- 
tractual relationship between fac- 
tories and dealers, but while the 
code was in force no manufacturer 
could well insist on dealers obtain- 
ing volume by over-allowance on 
used cars. 


After the death of the NRA, Leon 
Henderson made a report of the 
automobile industry which was not 


Ford Gets Plea 
To Give Dealers 
Permanent Pacts 







CHARLESTON, W. Va.—William 
Randolph, executive secretary of 
the Automobile Dealers Assn. of 


West Virginia, last week urged 
Henry Ford II to set an industry 
pattern by adopting a dealer con- 
_ that is “permanent and bank- 
a Cg 


In a letter, he asked Ford to con- 
fer with a group of dealer associa- 
tion managers to discuss such a 
step. 

(In the absence of Ford, now in 
Europe, Ford Sales Chief Jack 
Davis told Automotive News that 
in effect, Ford dealers now have a 
permanent contract; we cancel only 
for just cause.” He said, however, 
that Ford himself would have to 
decide whether he wishes to confer 
with the association managers. 


(Davis declared that “although 
our contracts permit cancellation 
with or without cause, we do not 
exercise the ‘without cause’ clause. 

€ are constantly seeking to sta- 
bilize our dealer contracts, how- 
ever, and welcome suggestions for 
improvement.”’) 

_ Randolph suggested to Ford that 
since you are not adverse to prece- 
dent-shattering actions, you can be 
4 leader in making available to the 
Motor vehicle retailing body a con- 
tract that is mutual, fair and pos- 
Sessive of advantages fostering the 
Sound growth of the dealer group 
ce. & contract that engendered 

nitiative, a bankable contract.” 


‘ “Of competition you need have no 
far,” Randolph’s letter declared. 
“Competition will follow your lead 
& the day follows the night. Not 


to do so would be to commit indus- 
trial suicide.” 








complimentary. Later on dealers 
urged the Federal Trade Commis- 
sion to investigate the conditions 
under which they worked. The 
commission held hearings in many 
cities, the testimony of which cov- 
ered 1,500 pages. Most of it was 
not to the industry’s credit. Deal- 
ers discouraged the promulgation 
of a set of rules proposed by the 
government bureau. Then dealers 
based their hopes for improvement 
of contractual relationships on the 
Woodrow resolution and the Craw- 
ford amendment. 
* + * 


Collective Action 
Held Solution 


IN MANY other occasions deal- 
ers have attempted to negoti- 
ate contract provisions direct or 
through the association. All of the 
attempts have failed. Donald Rich- 
berg at a fee of $25,000 was em- 
ployed to negotiate with factories. 
He resigned the assignment after 
six months effort, during which 
time no progress was made, with 
the suggestion that it was possible 
to zet a federal law to protect deal- 
ers collectively in negotiating with 
the factories. 


Richberg reminded dealers that 
labor had achieved far more for 
their members by collective action, 
and the protection of collective 
action, than they ever achieved by 
legislation directly affecting condi- 
tions of employment. 

While business has been so 
good this year, it was my im- 
pression before going to the Chi- 
cago convention that dealers 
would have something other than 
factory contracts on their minds. 
But I found that in Chicago most 
of the dealers had read and sup- 
ported the position recently tak- 
en by the West Virginia dealers 
in their official house organ. 


Among other recommendations, 
this association proposed that the 
elected NADA chief be made chair- 
man of the board and that a presi- 
dent should be retained who had 
no factory contract to preserve. 
This man, the West Virginia asso- 
ciation urged, should be an out- 
standing individual of the nation, 
a man with great ability, of high- 
est integrity. Such a man should 
be strengthened with the best 
legal talent and immediately pro- 
ceed to negotiate better contracts 
with the factories. 


+ * * 
Dealer Investments 


In Jeopardy 
(= of the speakers on the con- 
vention program recalled that 
50,000 dealers failed in a genera- 
tion proceeding World War II. 
Dealers also pointed out that, ac- 
cording to records in 1941, fewer 
than 16,000 dealers made enough 
money to pay. income taxes and 
those who did make a _ profit 
showed a gain of less than 2 per- 
cent on their volume of business. 

Dealers point out that they are 
the only merchants in the history 
of commerce that have so much 
money invested, the control of 
which is exercised by the cancel- 
lation clause of an individual man- 
ufacturer’s contract. 

Perhaps it is not reasonable to 
expect factories to voluntarily 
cooperate with dealers for the 
purpose of improving the deal- 
ers’ situation and give him 
greater security of livelihood at 
the expense of the manufactur- 
er’s own security or profits. But 
dealers believe that manufactur- 
ers can be shown that more lib- 
eral contracts are essential to 
the security of his own business 
as well as that of the dealers. 


Many dealers think that the time 
for a change has arrived. As M. O. 
Anderson says, the industry has 
grown up. Most dealers believe the 
future of the manufacturers, as 
(Continued on Page 6, Col. 1) 
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LOOKING OVER A DUAL-CONTROL auto loaned to Eas 


school by Hoselton Chevrolet Co. for the 


school’s driver training program are: 


t Rochester (N. Y¥.) high 
« 


left) Sam Saatill, a student; Albert C. Truman, class instructor; Charies Hoselton, secre- 
tary of Hoselton; Edmund G. Hazard, president of the village school board; G. Walter 


Hoselton, 
schools. 





HARRISBURG, Pa. — (UTPS) — 
Fellowship grants to defray ex- 
penses of college instructors who 
will attend a driver training sem- 
inar to be conducted in Harrisburg 
during the week of March 8 by the 
state public instruction department 
will be furnished by 3,000 new-car 
dealers in the state affiliated with 
the Pennsylvania Automotive Assn., 


it was announced last week follow-| 


ing a recent meeting of PAA’s 
safety committee by Claude S. 
Klugh, manager of PAA. 


“Although the number of fel- 
lowship grants which will be re- 
quired have not been definitely de- 
termined,” Klugh stated, “the com- 
mittee pledged full cooperation with 
the department and invited it to 
call upon the association for such 
assistance as necessary to assure 
the success of the seminar. 


“The committee further as- 
sured the department that four 
new cars, equipped with dual con- 
trols, would be furnished by Har- 
risburg dealers for use in behind- 
the-wheel training of college in- 
structors attending the seminar,” 
Klugh stated. 

Ivan J. Stehman, the depart- 
ment’s chief of highway safety 
education, told the committee that 
the six-day seminar is to be con- 
ducted for college instructors from 
accredited institutions throughout 
the state. The seminar will be 
conducted by nationally known ex- 
perts in the field of driver educa- 
tion. 


Capt. E. H. Westwick, PAA 
safety director, in a report on the 
group’s elementary school program, 
pointed out that 600,000 animal cut- 
outs bearing an appropriate safety 
message have been distributed to 
school children in the first four 
grades by Pennsylvania’s automo- 


Mich. Requires 
Tax on Gross 


Tradein Value 


LANSING. — Michigan dealers 
will be compelled to pay a state 
sales tax on the gross proceeds of 
sales which include tradeins, it was 
ruled last week by State Attorney 
General Eugene F. Black. 


Black formally held that the state 
must collect the sales tax on the 
“blue book” value of all automobiles 
traded in, rather than on the value 
fixed by dealers. 


Black said that the sales tax must 
be computed on the true value of 
the car traded in, no matter what 
the dealer allows for it. According 
to Black, the state has suffered a 
sales tax loss because the amounts 
allowed on used cars turned in on 
new-car deliveries have been gross- 
ly less than their actual value, 


He stated that sales tax audits 
have disclosed some cases where 
dealers allowed nothing for tradein 
cars yet resold them for a substan- 
tial price. This is in contrast to 
past procedure. Dealers have oper- 
ated on the theory that if the 
tradein is retailed, sales tax is on 
the sales price; if wholesaled, no 
tax is paid. 

Dealers throughout Michigan have 
warned that Black’s decision would 
ultimately mean trouble for every 
business house in the state since 
wholesale sales had not been pre- 
viously subject to such a tax. 

It is understood that dealers will 
carry the issue to the state supreme 
court. 


Dealers Back Training 


PAA Safety Committee Agrees on Fellowship Grants 
For State’s Driving Seminar 


vice-president of the dealership, and Lewis ©. Obourn, superintendent of 


bile dealers, who are continuing 
the distribution. 

A report on motor vehicle ‘in- 
spections was given by E. E. 
Brumaugh, United Motor Sales 
Corp., Lansdowne, chairman of the 
inspection committee. 

In addition to Stehman, other 
state officials attending the meet- 
ing were Col. C. M. Wilhelm, com- 
missioner of the Pennsylvania State 
Police, and T. Elmer Transeau, 
highway safety director, depart- 
ment of revenue. Robert Vincent 
(Oldsmobile) of Somerset attended 
as a guest of Luther J. Shaulis, 
Roy H. Shaulis & Son, Somerset. 


S. H. Parker, Parker Chevro- 
let, Pittsburgh, and E. J. Powell, 
Powell & Gardner Inc., Upper 
Darby, co-chairmen of the com- 
mittee, presided at the meeting. 
Other committee members at- 
tending included: 

Toby Winston, Winston Chevro- 
let, and Hugh Walsh, Pittsburgh 
Auto Dealers Assn., both of Pitts- 
burgh; W. M. McCune, Kittanning 
Ford Sales Ine. Kittanning; 
George B. French, Tioga Point Mo- 
tor Co., Athens; Jenks H. Watson, 

W. H. Watson & Son, Doylestown; 


I. Walter Sell, Sell Motor Co., 
Johnstown; J. G. Hayden, Guy 
Hayden Motors, Inc., State Col- 


lege; Lynn W. Gilliland, Gilliland 
Motor Co., Clearfield; Howard A. 
Casselberry, Casselberry Motors, 
Lock Haven; R. B. Shively, Shively 
Motors Inc., Chambersburg. 

Also, James A. Moore, Moore- 
Blatnik Inc., Scranton; James W. 
Ladd, Ladd Motors, Lebanon; Wil- 
liam K. Gottshall, Ruhe Motor 
Corp., Allentown; John A. Krebs, 
Richardson Buick, Williamsport; 
Raymond Hedrick, Hedrick Bros., 
Telford; Joseph A. Ide, Kendall- 
Ewan Motor Co. Inc. Easton; 
Lewis A. Eyster, Triangle Motor 
Co., Sunbury; A. A. Martin, A. A. 
Martin Inc., Richard MacMeekin, 
general manager, Philadelphia 
Auto Trades Assn., and John B. 
White, John B. White Inc., all of 
Philadelphia; Dewey Gelnett, Gel- 
nett Bros., Newport; Lee Fisher, 
Fisher Motors, Selinsgrove; D. E. 
Chamberlain, C & F Motor Sales, 
Montrose; John C. Brecht, R & B 
Motors Inc., Franklin; L. B. Jones, 
Jones Chevrolet, Sheffield; C. B. 
Lyons, C. B. Lyons Car, Derry, 
and Donald Reinhard and Frank 
Fellows, both of PAA. 








needed soon... 


dore hotel, New 


aging director 





Wembhoff 


Seattle as v-p. 
1948 goal is 600 members... . 


new secretary, John Adams, who 


highest in U. S... 
















On the House... 


Packard certainly leads the postwar parade for ills not of its own 
making; first there was the long GM strike which shut off Packard’s 
wiring supplies; then numerous other supplier strikes and, finally, the 
industrial gas crisis in Detroit the past two weeks. 

. . Cadillac’s Don Ahrens declares that dealers 
have only 10 percent of the salesmen that’ll be 
. New York state association will 
hold its 25th anni convention June 1-3 at Commo- 


D. C. Barnhart has been named NADA’s as- 
sistant managing director, 
direct Washington headquarters until a man- 


ceed Lee Moran. . 
public relations chief, 
Moran’s new Lincoln-Mercury dealership in 


South Dakota dealers have new headquarters in Huron, with a 


former secretary of S. D. Implement Dealers Assn... 
reports Montana’s membership in NADA is 99.2 percent of potential, 
. John Raine has registered as a “legislative 
agent” under Virginia’s lobbying law... . 
opposed to discounts on auto parts to insurance companies. 





Finance Analyst 
Urges Rate Hike 
To Car Dealers 


GREENSBORO, N. C.—Increased 
cost of money to automobile deal- 
ers from lending institutions is in 
prospect, according to Jerome W. 
Slater, director of research for the 
American Finance Conference. 

Addressing a convention here of 
the North Carolina Assn. of Fi- 
nance Companies, Slater warned 


from | delegates that the time has come 


for finance companies to hike rates 
and that “another opportunity may 
never come.” 

“The time is not ripe to increase 

rates to the purchasing customer,” 
he said. “But the wholesale rate to 
the dealer and distributor can and 
should be increased from 1 to 2 per- 
cent, and at least 2 percent on used 
cars.” 
E. B. Stone, reelected president 
of the North Carolina group, ad- 
vised finance firms to start tighten- 
ing the supply of money. 

“We must weed out bad credit 
risks and serve the good ones to 
the best of our ability,” he stated. 


La. Dealers Map 


Convention Plans 


NEW ORLEANS.—A meeting of 
the board of directors of the Lou- 
isiana Automobile Dealers Assn. 
has been called for today (Feb. 16) 
by Wiley L. Mossy, president, at 
which time various committees will 
announce the program for the 
group’s annual convention to be 
held here at the Jung hotel March 
8. Mossy is expecting an attendance 
of more than 200 dealers at the 
convention. 

The following directors will at- 
tend today’s meeting: Sidney Gon- 
zales, Roy Beydler and George 
Bohn, all of New Orleans; B. A. 
Fortier, Lafayette; A. Dupre Vaeth, 
Houma; Harry Andress, Minden; 
T. W. Hutchins, Shreveport; Wil- 
mot McCain, Monroe; Lamar T. 
Loe, Tallulah; Lawrence Freder- 
ick, Covington; Lawrence Mann, 
Baton Rouge; . J. Cleveland, 
Crowley; C. J. Ledoux, DeRidder; 
R. S. Abbott, Alexandria; L. P. 
Roy jr., Marksville, and S. J. Rog- 
ers, Monroe. 


Tacoma Dealers Install 


Reading as President 


TACOMA, Wash.—Arnold Read- 
ing of Winthrop Motors (DeSoto- 
Plymouth) recently was installed 
as 1948 president of the Tacoma 
Automobile Dealers Assn. 

Other newly-installed officers in- 
clude Kenneth V. Sanders, Titus 
Motors (Ford), vice-president; An- 
son Hart, City Motors (Oldsmo- 
bile), secretary; James M. H. Gil- 
christ, Allen Motors (Studebaker), 
treasurer; A. L. Lee, attorney; and 
R. <A. Mueller, Mueller-Harkins 
(Buick), Melvin G. Jones, Irwin- 
Jones Motor Co. (Dodge-Plym- 
outh), Leon Titus, Titus Motors 
(Ford), and Everett Steven, Steven 
Motors (Chrysler-Plymouth), trus- 
tees. 


Bob Finlay’s ‘‘Auto Advertising’’ column 
gives the latest developments in dealers’ 


and manufacturers’ plans for winning pros- 
pects and influencing buyers. 






York City. . 






will continue to 
(new title) is appointed to suc- 
. . Walter Kiplinger, NADA 
has resigned to join 


. . +» West Virginia association’s 





succeeds G. W. Chitty; Adims is 
- John Jewell 


Kansas dealers reported 


—Perrs WemHorr. 
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AUTOMOTIVE WE STAND FOR: 
; 11. Fair and equitable contracts between manufac- 
M turers and dealers in motor vehicles, parts and ac- 
A cessories. {2. A fair profit to the dealer on every 
used vehicle accepted in partial payment for a new 
car or truck. 13. Every dollar of gasoline tax col- 
lected by state or federal governments applied to 
the building and maintenance of highways. { 4. The 
elimination of governmental and bureaucratic con- 
NEWS trols over this industry. {5. A return to the pre- 
cepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 









Zarr>mago 





Farmer in Spotlight 


Sera towns and rural areas may now provide the clue 

to future auto sales, as a result of the recent break in 
grain and livestock prices. The big question seems to be: 
“Will the farmer start to trim his purchases?” 

In recent months, auto industry observers have been 
counting on rural America to sustain the new-car buyer’s 
market long after urban areas have been forced out of the 
swim. We should have the answer in the next few months. 


* * * 


Relief by Next Winter? 


VER 150,000 auto workers out of work; 120,000 new 

cars and trucks lost; millions in wages gone—all be- 
cause of a wrangle between two utilities who want to corner 
the lush natural gas market in Detroit! 

Auto makers, union leaders and civic officials issue vio- 
lent protests, and Congress starts a probe. But little can 
be done to divide a shortage in the present emergency. 

The main question is will something be done about it 
before another winter rolls around? 


* * * 


Co-Ops Spreading 
PREAD of the co-op movement goes merrily along; where 
it will stop nobody knows. But it should be the concern 
of everyone in the auto industry, for its tentacles are al- 
ready reaching well into our field. 

Latest co-operative movement is a small one, to be sure, 
but nevertheless is indicative of the times. A Tulsa (Okla.) 
service station operator has formed a co-op among motorists 
“to battle rising prices on gasoline, oil and other motorists 
needs,” 

Co-operative business in the U. S. is estimated at more 
than $13,000,000,000 (billion) last year—most of it tax- 
exempt. Not hay! 
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IT IS PROBABLY not too early 
to tell you that “God willing and 
the elements with us,” we propose 
this year to publish the 12th an- 


nual edition of the Automotive 
News Almanac. 

THE 1948 This review and 
ALMANAC reference book 
EDITION which has become 


a very important 
source of information to everyone 
directly or indirectly connected 
with this industry, has not been 
published since 1944. The lapse wa: 
not of cur own choosing becaus- 
we who edit and publish the week- 
iy Automotive News have becomc 
inordinately proud of our yearly 
effcrt. It is of course obvious that 
the figures for comparative pur- 
poses have not been available since 
the war or until a full years pro- 
duction of new cars and trucks, 
including state-by-state registra- 
tions, could be included. All of us 
here believe that it is a very defi- 
1ite responsibility of the accepted 
trade newspaper in any industry 
to record the statistical informa- 
tion which accumulates in each 
tweive month’s period that can be 
in comparative form, not orly for 
the benefit of our contemporaries, 
put for the future historians of 
America’s No. 1 industry. 

+ * ok 


THOSE OF OUR readers who 
were subscribers in 1944 are fa- 
miliar with the figures which made 
the Almanac famous but they rep- 
resent only a third of those who 
will receive this year’s edition. In 
1944, we printed and distributed 
some fifteen thousand of these 
books, but this year it will require 
not less than thirty-five thousand 
copies to fulfill our desire that 
every subscriber to AUTOMOTIVE 
News receive a copy. We must pro- 
vide also for those who desire ex- 
tra copies, including libraries, 
schools, universities and the hun- 
dred and one others who.purchase 
additional copies for future ref- 
erence. 

* * * 
THE 1948 EDITION, which will 
mark the 12th anniversary of the 
Almanac, will contain all of the 
features found in previous issues 
and many others which our editors 
have found will prove of great 
value to our readers. Among the 
features to be brought up to date 
for comparative purposes will be: 
1. Production of Passenger Cars 
and Trucks (1936 to 1947). 

2. Comparative Registration Data 
(1933 to 1947). 

3. Car and Truck Service Specifi- 


cations. 

4. Review of Year’s§ Achieve- 
ments, 

5. Family Album of the Industry 
Personnel. 

6. Directory of Manufacturers 


and Suppliers. 

7. Complete statistical figures on 
Highway, Gasoline, Advertis- 
ing, Export, Tax, and all other 
factors directly or indirectly 
connected with the manufac- 
ture and sale of motor vehicles. 

* + * 


OBVIOUSLY it is a Herculean 
undertaking to prepare such a com- 
pilation of facts and figures. Our 
editors have been burning the mid- 


|night oil to produce a book of 
| which we can all be proud. Right 
|now, we are correcting the listings 
|of corporations, their products and 
| personnel. Next comes the revision 


of the album of thumbnail photo- 
graphs and biographies which has 
become such a popular feature of 
the Almanac. During this period, 


|our advertising representatives are 


not idle but are pounding the 


|pavements and wearing out shoe 


leather to contact manufacturers 
and their agencies who would na- 


|turally feel slighted if they were 
| not 


invited to be represented in 
such a worthwhile undertaking. 
of * * 


WE ARE ALREADY accepting | 
advance orders for extra copies of | 


the 1948 Almanac. The regular edi- 
tion will be mailed postpaid at 
$2.50 per copy and a deluxe edition 
with spiral binding and plastic 
covers, at $5 postpaid. It is well 
ta order extra copies in advance 
of publication as experience has 
proven in each previous edition 
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Radio Program 
Could you please let me know 
what network, what locai station 
and at what time the AMA pro- 
gram (Report from the Auto In- 
dustry) comes on?—CuHariss H. 
RusseE.tt Jr., Jackson, Miss. 
Eprror’s Norte: Here is list: 
WGAR, Cleveland, 10:45 p.m. 
Saturday; KMPC, Los Angeles, 
9:45 p.m. Monday; WSAI, Cin- 
cinnati, 7:15 p.m. Saturday; 
KFSO, San Francisco, 12:45 p.m. 
Sunday; WFAA, Dallas, 10:15 
p.m. Monday; KOMO, Seattle, 
10:15 p.m. Saturday; WSB. At- 
lanta, 12:15 p.m. Sunday; WAGE, 
Syracuse, 10:45 p.m, Thursday; 
KGW, Portland, Ore., 9:15 a.m. 
Sunday; WIP, Philadelphia, 7:45 
p.m. Saturday; WTAR, Norfolk, 
Va., noon Sunday; KGA, Spo- 
kane, Wash., 9:30 p.m. Sunday; 
KVOO, Tulsa, 6:15 p.m. Satur- 
day; KSL, Salt Lake City, 11:45 
am. Sunday; KSTP, St. Paul, 
Minn., 3:30 p.m. Sunday; WBAL, 
Baltimore, 1:45 p.m. Monday; 
WSM, Nashville, Tenn. 10:45 
p.m. Sunday; WDAF, Kansas 
Ciiy, noon Sunday; KARM, Fres- 
no, Calif.; KPOA, Honolulu, 6:45 
p.m. Monday; KPRC, Howston, 
10:45 p.m. Monday; KOIL, Oma- 
ha; KFOR, Lincoln, Neb.; KARK, 
Little Rock, Ark., 4 p.m. Satur- 
day; WRNL, Richmond, Va. 9;30 
p.m. Monday; KTBS, Shreveport, 
La., 9:45 p.m. Friday; WMAS, 


that our supply, ample as we had 
hoped, was soon exhausted after 
the regular mailing had been made. 
So to all of you who are called on 
to contribute to the success of the 
new edition, our thanks in advance 
for your prompt cooperation. At 
this writing we can make no 
promises on actual mailing dates 
but the first forms will be going 
to press (we hope) about March 1. 
—G.M.S. 


tooKOGGIE LOOKS at 


. . and Station’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


_| March 15 (opening), 











Springfield, Mass., 5 p.m. Sun- 
day; KFH, Wichita, 9 p.m. Wed- 
nesday; WJR, Detroit, 2:45 p.m. 
Sunday, and 24 stations o* the 
Yankee Network, 1:15 p.m. Sat- 
urday. 


* * * 


Nothing New? 


For all the talk about radical 
new cars proposed by newcomers 
or would-be newcomers to the auto 
industry, there is really nothing 
new. 

The idea for the Tucker hydrau- 
lic drive was described back be- 
fore the turn of the century. Rear 
engines are old stuff. As for the 
new Playboy convertible made in 
Buffalo, do you remember that 
classic advertisement Ned Jordan 
wrcte: “Somewhere West of Lara- 
mie .. .” to launch his Playboy 
sport model many years ago?— 
Otp Timer. 





Coming Events 


FEBRUARY 
Feb. 17—Baltimore. Annual meeting. Mary 
land Automobile Trade Assn. 
Feb. 20-21 — Wenatchee, Wash. Annual 
convention, Washington State Automobile 
Dealers Assn. 
MARCH 
March 3-5—Detrolt (Book-Cadillac). SAE 
Paasenger Car and Production meetiné 
March 8—New Orleans. (Jung hotel). A® 
nual convention of Louisiana Auto P 


ers Assn. 
Cleveland, 1948 ¢ 
hibit, American Society of Tool 
neers. 
Mareh 23-24—Des Moines. Iowa Auto Desl- 
ers Assn. parley. 
March 30-April 1—Philadelphia ( Bellevue 
Stratford). SAE Transportation meeting 
. APRIL 
April 8-11—Dallas, Sixth annual South 
west Automotive Show. 
JUNE ind. 
June 6-11 — French Lick Springs, 
Annual SAE summer session 
AUGUST 
Aug. 18-20—San Francisco (St. 
SAE West Coast meeting. 
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Here are a few typical telegrams 
of the many hundreds of telgraphed 
intropucTion oF A AEW 7 need by a , reports that poured into the Rouge following the recent 
one Sa tee coerce FIELD OF TRUC! 7 nation-wide introduction of the new 1948 Ford Bonus 
estes © Built Trucks. Without exception, Dealers report tremen- 


i age dous public acceptance. with such comments as “. . . 
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ig. Mary: 


a ' ie greatest reception ever given a truck showing... 
... the answer to the problems of all commercial users.” 

co). SAE cs eo: \ewwe & ee ° ° ° e 

meetin ee , ... public enthusiasm without precedent in my 26 years 

tel). F ‘3 a ; . o> ee 

te Det . a oN with Ford.” “. . . they came, they saw, they ordered!” 


948 eX : : ee ° 
ot Bag : 2 Once again Ford Dealers are “Out Front with Ford!” 


uto Deal: 


Bellevue- Listen to the Ford Theater, Sunday afternoons, =) NBC network. See your newspaper for time and station 
meeting : : 
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Francis): 
BUILDERS OF FORD, LINCOLN AND MERCURY CARS ¢ FORD Bonus Built TRUCKS, FARM TRACTORS AND MOTOR COACHES 











Dealers tell me 





(Continued 


well as the dealers, depends upon 
the development of a bankable 
franchise. 


* * * 


Increased Stability 
A Major Factor 


QOME factory executives also 
‘’ think it is time for a change. 
Perhaps they are not in the ma- 
jority yet, but some have said so. 
Such factory executives are usu- 
ally the oldtimers who have lived 
close to dealers. They have wit- 
nessed dealers in their attempts to 
meet factory quotas, dissipate capi- 
tal, destroy their livelihood, devas- 
tate homes and ruin lives. 

They realize that any improve- 
ment in internal industry relations 
cannot help but to put more sta- 
bility into the business, both from 
the manufacturers’ and dealers’ 
standpoints. Such a_ betterment 
cannot help but rebound to the 
benefit of buyers and owners of 
automohiles. 

The fact is many dealers told 





Circulation 
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me, in Chicago, that the reason 
a small number of dealers are 
violating business ethics by in- 
sisting on long trades, or taking 
money under the counter, is be- 
cause of the insecurity of their 
contract. 

The dealers I talked to said that 
contract improvements can only be 
made by putting a man at the 
head of NADA with the position, 
influence and power of John L. 
Lewis. I don’t think that is the 
answer. Perhaps, as some dealers 
suggest, a perpetual contract is the 
way out. A contract between auto- 
mobile manufacturers and his deal- 
ers that may not be cancelled in 
a month, 90 days or for life, but 
one that is good forever. This per- 
haps seems at first blush to be 
unfair to the manufacturer. That 
is not so. 


* + * 
Perpetual Contract 


May Be Answer 


ov a manufacturer ap- 
points a dealer, it is his inten- 


372 


Surrell, A. G. McCalden 
P. D. Pahl, F. ©. Silvey, 


Ikins, P. A. 


ry for a meeting called by I. W. 
men above met in Detroit recently for a three-day 
regional warehou: 


McKay, P. W. Kemp, C. 
. Back row, left to right: 
. Webb, H. M. Van Alstine, R. A. 
E. Voree, L. C. y 





Dickinson, F. W. Castrey 





tion and to his interest that the 
arrangement be permanent. Why 
not reduce such an intention to 
writing? Then every dealer would 
have a bankable franchise. One 
on which he could borrow money. 
On2 on which he could justify most 
any type of expansion program. 
One that would assure the dealer 
the opportunity to look after the 
manufacturer’s interests locally 
from the long-range standpoint. The 


idea is not revolutionary, but I 
predict that sooner or later some 
manufacturer will offer such a con- 
tract and will attract to him such 
a strong set of dealers as to force 
the other manufacturers to give 
the idea consideration. 

Such a contract would not 
need to stifle the ambitions of 
any factory. The contract would 
set a performance required by 
the dealer each year in order to 


One PUCK ... in the net . . . can win a championship. 
In Seattle, ONE advertising medium, can win, and is winning, 
top sales for successful retailers and manufacturers. Here is why: 
The SEATTLE TIMES reaches 3 out of 4 homes in Seattle’s 
Retail Trading Zone. Nearly 750,000 prosperous people live in 
this compact area. Only The TIMES has the power and the drive 


to cover this vital area thoroughly and completely. That is why 


it has become an axiom: “You can’t sell Seattle without The 


now exceeds 
200,000 Daily 
230,000 Sunday 


TIMES . . . you will sell Seattle with The TIMES alone. 


EATTLE TIMES 


Represented by O'MARA & ORMSBEE, INC., New York « Detroit « Chicage « Les Angeles « San Francisce 


make it perpetual. If a dealer 
falls down on that quota, and he 
knows the quota in advance, it 
siinply means the dealer’s elim- 
ination for non-performance. 


A quota for any manufacturer 
can be established on the basis of 
his present percentage of sales in 
any given territory. So the indus- 
try doesn’t stagnate and compe- 
tition die, manufacturers would 
offer an extra discount to dealers 
who increase the percentage of 
registrations in any given terri- 
tory. 

* * + 


Government Control 


Not Necessary 


T= automobile manufacturers 
are in a position to administer 
such a contract fairly because it 
is the one industry where state and 
county registrations can automatic- 
ally be used to determine the year- 
ly quotas for each dealer in Amer- 
ica. This means there would need 
be no artificial or arbitrary quotas 
set by the manufacturers. State 
and county registrations, which are 
fair to all, would be the deciding 
factor. 


We need no government in our 
business. We are all good enough 
businessmen, both dealers and 
manufacturers, to find the solu- 
tion of this problem. The per- 
petual contract, many dealers 
believe, would be an enlightened 
policy to assure continued self 
regulation of our industry. 

It seems to me that we have the 
opportunity, now so essential, to 
strengthen our national economy 
and to defend and preserve our 
free enterprise system. I am sure 
it is important, in fact, imperative, 
that dealers and manufacturers de- 
velop an agreement upon such 4 
fundamental policy as_ contracts. 
And I think it can be. done volun- 
tarily without the exertion of pres- 
sure from either party. Certainly 
governmental action is not needed 
in this grand industry of ours. 


Hurley Named 
To Ford Staff 


DETROIT.—Roy T. Hurley, who 
recently resigned as vice-president 
in charge of manufacturing at Ben- 
dix Aviation Corp., has been ap- 
pointed to the manufacturing staff 
of Ford Motor Co., Del S. Harder, 
vice-president and director of man- 
ufacturing, said last week. 

Hurley had been vice-president at 
Bendix since 1935. During the war 
years he set up the industrial inte 
grating committees which played 4 
large part in the production show- 
ing made by the Ordnance depart- 
ment of the Army. Prior to joining 
Bendix, Hurley was vice-president 
and general manager of Hurley- 
Townsend Corp., spark plug manu- 
facturers, later acquired by Bendix. 


Car Sales Hit : 
690 in N. Orleans 


NEW ORLEANS.—A total of 6 
new passenger cars were sold in 
Orleans parish during December, 
according to registration figures 
compiled by the New Orleans At 
tomobile Dealers Assn. 

Chevrolet registered 161; Ford, 
127; Buick, 56; Plymouth, 5; 
Dodge, 55; Oldsmobile, 40; Pontiac, 
39; Studebaker, 35; Mercury, 21; 
Packard, 17; Cadillac, 17; Hudsom, 
12; Chrysler, 12; Nash, 11; Frazer, 
11; Lincoln, 6; DeSoto, 5, 
Kaiser, 4. 
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102,123; Chrysler, 93,871; Hudson, 

; DeSoto, 72,966; Kaiser, 55,- 
671; Cadillac, 53,379; Frazer, 51,- 
158; Packard, 47,875; Lincoln, 24,- 
ogi; Willys, 23,400, and Crosley, 


15,934. * * * 
ITIONWISE, as_ expected, 
1947 final registration results 


Final Standings: 
Top Trucks 


New truck registrations for 
12 months, all states: 


1947 
Pos. 


1—235,803 
2—186,414 
3—126,736 
4—113,151 
5— 49,319 
6— 49,187 
j— 41,861 


1946 

Pos. 
171,618— 1 
131,469— 2 
96,490— 3 
78,392— 4 
42,185— 5 


Make 
Chev. 
Ford 
Dodge 
Intern’! 
Willys 
GMC 
Stude. 
White 
Reo 


8— 13,086 
9— 12,911 
10— 10,917 
1l— 10,475 
12— 
13— 
iM— 


Mack 4,687—12 
Diamond T 5,093—10 
Federal 4,557—13 
Diveo 3,734—14 
Autocar 4,755—11 
Brockway 3,683—15 
FWD 585—16 
Sterling 510—17 
Ward LaFrance 
Kenworth 

Oshkosh 


Total All Makes 
879,132 625,249 


Christopher Sees 
Improved Output; 


2 Regions Merge 


DETROIT. — Approximately 75 
regional and zone managers of 
Packard, meeting last week with 
factory executives, prior to the an- 
nual recontracting of dealers, heard 
George T. Christopher, president 
and general manager, outline pro- 
duction aspects of the year’s plan- 
ning. 

“Speaking in a realistic vein,” 
the Packard executive said, “we 
most certainly have every reason 
to be more encouraged at this time 
than we had at the beginning of 
1947.” 

He added that “Packard produc- 
tion in the forthcoming months 
wil) speak for itself.” 

Merging of the Southwestern 
sales region with the Midwestern 
region was announced by Karl M. 
Greiner, general sales manager. 

Wayne R. Bellows and M. C. 
Berner, Midwestern region man- 
ager and assistant manager, re- 
spectively, located in Chicago, will 
continue to head activities in the 
enlarged territory. David S. Mc- 
Nally, Cincinnati zone parts and 
service manager, has been promot- 
ed to parts and service manager 
ef the Midwestern region which 
how includes the Dallas, Kansas 
City, St. Louis, Chicago, Milwaukee 
and Minneapolis sales zones. 

E, P. J. Rigdon, formerly South- 
western regional manager, has be- 
come special representative for the 
Pacific Coast with headquarters at 
Portland, Ore. 

Aided by C. E. Briggs, assistant 
general sales manager, Greiner 
chairmanned the meeting which 
touched on integrated plans of 
Packard output, sales and sales 
Promotion, and advertising for the 
months ahead. 


McCrary Made President 


Of Knoxville Assn. 


KNOXVILLE, Tenn.—The Knox- 

ville Automotive Trade Assn. has 
elected the following officers for 
the ensuing year: H. C. McCrary, 
President; Charles W. Kerr, first 
vice-president; Max Houston, sec- 
ond vice-president; H. T. Poore, 
Secretary-treasurer; L. S. Galyon, 
assistant secretary-treasurer. 

New directors include those pre- 
viously named, plus Cowan Rodg- 
ers, E. B. Bickers and James M. 
Treadway jr. 








were a reasonable facsimile of 
those for 1946. Only Buick and 
Dodge changed position among the 
first five, Buick being fifth and the 
latter fourth in 1946 instead of 
vice-versa in 1947. 

The “Big Three” accounted for 
84.75 percent of all the passenger 
cars registered in 1947 as follows: 
Total Cars Pct. of 

Reg. 


. Total 
General Motors .. 1,326,692 41.89 
Chrysler Corp. ,.. 689,507 21.77 
Ford Motor Co. .. 667,925 21.09 
Independents .... 483,107 15.25 


Accounting for nearly 49 percent 
of General Motors’ new-car regis- 
trations, Chevrolet’s 1947 sales vic- 
tory gave it a record of leadership 
for 12 out of the last 13 years of 
production. 

Chevrolet took the top spot in 
1946, recovering from a production- 
less first quarter. 





Want ads in AUTOMOTIVE NEWS cost 
little—get results. 


AUTOMOTIVE NEWS, FEBRUARY 16, 1948 


"47 Sales: 3,167,231 Cars 


Final Figures Also Show 879,132 New 
Trucks Registered in Year 


(Continued from Page 1) 





WALKER MOTORS INC. 
with a display of new Hudsons, a new rthday 
cake. Shown at the celebration are (left to right), Gil ——- president; Tom Walker, 
————_ Hudson. 


The new Hudson was reproduced in 


(Hudson), Detroit, recently celebrated its 20th anniversary 


room for the display and a big bi 





N.Y. Antique Auto Show 


Set for March 8-14 


NEW YORK.—More than 100 
early model automobiles and 
“horseless carriages” will be ex- 
hibited here March 8-14 at an an- 
tique automobile exposition to be 
staged in the 7ist Regiment Ar- 
mory under the auspices of the 
Veteran Motor Car Club of Amer- 


ica, M. J. Duryea, show manager, 
has announced. 

Among those cars to be exhibited 
will be an 1899 Locomobile Steam- 
er, complete with boiler; a 1902 
curved-dash Oldsmobile; a 1902 
Pope-Hartford; a 1905 engine-un- 
der-the-seat Buick; a 1910 Max- 


Rolph Heads Up 
Monroe Sales 


MONROE, Mich.—C. S. McIntyre, 
vice-president in charge of sales for 
Monroe Auto Equipment Co., an- 
nounced the ap- - 
pointment of R. 
R. Rolph as sales 
manager of the 
automotive divi- 
sion, 

In this capacity, 
Rolph has charge 
of sales of Mon- 
roe shock absorb- 
ers and other ride 
control products ; 
used as standard : 
equipment on B. 8. Beye 
cars, trucks, buses and motorcycles. 

Before joining Monroe, Rolph was 
vice-president and a member of the 
advisory board of the Mechanics 
Universal Joint division of Borg- 
Warner with headquarters in De- 
troit, having entered the division in 
1929 as sales manager. 


Prairie County Motors 
Formal opening of the Prairie 


drive; a 1907 Stanley Steamer, and} County Motors Inc. (Ford), Hazen, 


well, complete with bevel gear 
a 1915 Ford “coupelet” complete 
with starter. 


Ark., is announced by C. L. Lilly 
of Carlisle, Ark, 





Did you ever meet a car owner 
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“oo for” 


I' there is such a person, he’s the 
exception that proves the rule, for 
people nowadays are sold on Stainless 
Steel as never before. 

Maybe it’s because they’ve seen 
what happened to plated trim, grilles, 
windshield wipers, and hub caps dur- 
ing the long years when no new cars 
were available. As they watched the 
rusting, pitting and discoloration ‘of 
such showy parts grow worse day by 
day, how could they help but wonder 
why somebody (meaning you, 
haps) hadn’t thought to use Stainless? 
And can you blame them now if they 
those cars that assure them 
— good looks and easy clean- 

y a generous use of Stainless? 

"Why not cash in on this universal 


to costs. 


per- 


economically, 
engineers. 


who didn’t like Stainless Steel? 


demand? Especially when Stainless 
Steel that can add so much to sales 
appeal actually adds so relatively little 


For remember this—the exceptional 
ductility of U-S-S Stainless makes 
forming easy, speeds up fabrication. 
That saves money. So does the fact 
that a little Stainless goes a long way 
because it can be used effectively in 
very thin sections. In addition, it re- 
quires no plating. All these savings in 
production costs substantially reduce 
any price differential between U-S-S 
Stainless Steel and ordinary materials. 
If you want experienced, practical help 
in applying U-S‘S Stainless Steel most 


get in touch with our 
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UNITED STATES STEEL AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago & New York 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh & Chicago ‘ 
NATIONAL TUBE COMPANY, Pittsburgh ' 


TENNESSEE COAL, 


COLUMBIA STEEL COMPANY, San Francisco 
IRON & RAILROAD COMPANY, 


Birmingham 


UNITED STATES STEEL SUPPLY COMPANY, Warehouse Distributors — Coast to coast: UNITED STATES STEEL EXPORT COMPANY. New York 
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OTTAWA, Kans.—Hewitt Chev- 
rolet Co. of Ottawa has won what 
is believed to be a test court ruling, 
upholding its refusal to sell a cus- 
tomer a now car without a tradein. 

District Judge Hugh Means of 
Franklin county ruled, however, 
that the plaintiff, B. F. Heidner, 
was entitled to the return of a $100 
deposit he made when ordering the 
car. 

The Kansas Motor Car Dealers 
Assn., in a report of the case sent 
to members, urged them to keep 
the history of the Hewitt-Heidner 
transaction for future reference 
in case similar suits should arise. 
Heidner’s attorneys have served 
notice of an appeal to the Kansas 
supreme court. 

The conclusions of fact and of 
law in tho case are as follows: 


Facts 


1. On or about Jan. 8, 1946, the 
plaintiff, B. F. Heidner, went to the 
office of the defendant, a Kansas 
corporation, and talked to one Alex 
M. Telfer.. Telfer on that date was 
a bookkeeper and office assistant 
and, so far as the transaction of 
the business in this lawsuit, the 
agent of the defendant corporation. 

2. The plaintiff turned over $100 
to Telfer who gave him a receipt 
therefor which is in evidence as 
Exhibit No. 1. The said receipt is 
as follows: “Hewitt Chevrolet Co., 
412-419 S. Main St., Phone 1780- 
1781, No. 3115, Ottawa, Kans., Jan. 
8, 1946, received of B. F. Heidner— 
One Hundred and no/100 Dollars 
($100.00). Deposit on. New Car— 
Non-transferable. Hewitt Chevrolet 
Co., by Alex M. Telfer. Thank you.” 

3. There were many prospective 
buyers of automobiles dealt in by 
the defendant, but the supply of 
cars from the manufacturer did not 
keep up with the demand therefor. 
Most of the prospective purchasers 
were required to make a deposit of 
$100 in order that they might re- 
ceive preference in the purchase of 
the automobiles when available. 
The plaintiff's name on the list 
was at No. 66. 

4. No specific automobile model 


Resolute Offers 
$4 Million Credit 
To U. S. Dealers 


HARTFORD, Conn. — Resolute 
Fire Insurance Co. is offering $4,- 
000,000 in credit to U.S. automobile 
dealers, Harry H. 
Erdmann, execu- 
tive vice - presi- 
dent, * announced 
last week. 

He said the 
credit is being of- 
fered through a 
now plan based 
on the bank prac- 
tice of requiring 
a dealer, who 
wants to finance 

S. B. Brémane his own credit 
sales, to’ maintain on deposit about 
20 percent of his line of credit as 
a compensating balance. 

According to the Resolute plan, 
Erdmann explained, a dealer wish- 
ing to borrow money may go to a 
bank where he has established a 
line of credit and inform the bank 
that Resolute, rather than he, is 
prepared to maintain the compen- 
sating balance. 





Tradein Stand Upheld 


Kansas Court Backs Refusal of Hewitt Chevrolet 
To Sell New Car Without Swap 





was mentioned at the time the 
plaintiff made the deposit. The 
plaintiff, however, said he did not 
want a coupe, “but wanted an 
Aerosedan like some I had seen.” 
A tradein car was not mentioned. 


5. On Jan. 8, 1946, no agreement 
or contract was entered into be- 
tween the plaintiff and the defend- 
ant, specifying either the type of 
automobile or the price to be paid 
therefor. No date was fixed when 
delivery of an automobile would be 
made except that when his number 
came up the plaintiff could buy an 
automobile from the defendant. The 
date of delivery presumably would 
be when a car was in stock. 


6. Considerably over a year after 
the receipt mentioned in Conclusion 
No. 1 was given, the plaintiff was 
notified by the defendant that his 
number, 66, was up and that the 
defendant had in stock an automo- 
bile which the plaintiff might have. 
The plaintiff went to the defend- 
ant’s place of business and talked 
to Mr. Hewitt and was shown a car 
which he could have. Some discus- 
sion was had regarding the color of 
the car and other features. The 
plaintiff said the car shown him 
was satisfactory, and the defendant 
said the plaintiff could have the car 
upon the payment of the purchase 
price and the delivery to the de- 
fendant of a used car. Plaintiff de- 
murred to producing a used car and 
insisted he was entitled to purchase 
a new car without bringing in an 
ald one. The defendant advised the 
plaintiff that he would not deliver 
a new car to him unless he pro- 
duced a tradein, or a used car, 
which the plaintiff refused to do. 


7. About July 21, 1947, the de- 
fendant returned to the plaintiff 
the $100 which he had deposited 
with the defendant, but the plain- 
tiff refused to accept it and soon 
thereafter brought this action for 
specific performance of an alleged 
contract to sell to him an auto- 
mobile based upon exhibit No. 1 
and alleged oral agreements. 

8. If the defendant on July 21, 
1947, had delivered to the plaintiff 
a new car at the retail price which 
the plaintiff was ready, willing, and 


|}able to pay, the defendant would 


have made a fair profit on the tran- 
saction. 

9. The model of automobile for 
which the plaintiff prays be deliv- 
ered to him was not being manu- 
factured on Jan. 8, 1946. 

10. It is possible but highly im- 
probable that the plaintiff could 
have bought in the open market for 
cash alone the type of an automo- 
bile for which he seeks a judgment 
for delivery. 

Findings 

1. Exhibit No. 1 is not specific or 
definite enough to create a contract 
between the parties. 

2. The minds of the parties did 
not meet an any contract on Jan. 8, 
1946, and no specific contract may 
be implied from what occurred on 
that date. 

3. Under the conclusions of fact 
in this case, the defendant could 
not have compelled the plaintiff 
to accept and pay for an auto- 
mobile. 

4. Under the conclusions of fact 
in this case, the plaintiff was and 
is entitled to the return of $100 de- 
posited, on demand. 

—(Signed) Hugh Means, 
District Judge. 





ST. MATTHEWS MOTOR CO., INC. (Ford), St. Matthews, Ky., had a birthday cake 
baked, on the top of which was a paper drawing of a Ford truck, and with the lettering 
“Ford Bonus Built Trucks, St. Matthews Motor Co.,’’ which it presented to Phil Boykin, 
Louisville branch manager for Ford. John Chenault, Central region truck and fleet sales 
department manager, saw the cake, and suggested to Boykin that he take it to Detroit 
with him, where he presented it to J. D. Ball, director of truck and fleet sales managers, 


at Dearborn, in the presence of J. C. Doyle, Central regional manager. 
d-:seribed as a birthday cake—token of the birth of the new line of trucks. 


. 


The cake was 














ENTHUSIASTIC APPROVAL of Packard's production, sales and advertising plans for 
the months ahead was accorded by the Packard dealer advisory council during its first 
1948 session in Detroit last week, according to Karl M. Greiner, general sales manager. 
Left to right, seated: Ben Franklin, Tulsa; John Babcock, Babcock Motors, Spokane; 


Cc. E. 
ard 


necker, Packard parts 


Cleveland, and George M. Couch, Atlanta Packard Motors, 
attended in place of E. Gray Smith, Nashville. Standing (left to right): 
and service manager; 


Briggs, Packard assistant general sales manager; Greiner; H. E. Foulkrod, Pack- 


Atlanta, Ga., who 
E. D. Longe- 
Edward Macauley, director of styling; 


Graham Loving, Loving Motors, Washington; Leo Schactmayer, Simonson-Schactmayer, 
Inc., Santa Monica, Calif.; R. S. Thrall, Park Motor Car Co., Williamsport, Pa.; P. E. 
Amey, Packard Toronto Motors Ltd., Toronto.; Tom Reed, Reed Auto Sales, Denver, 
and William H. Graves, Packard executive engineer. 





HE UAW-CIO entered the new- 

car giveaway business last week 
in an effort to sign up more Gener- 
al Motors employes as members. 

But, ironically, not one of the 
26 new autos being offered high- 
scoring GM rank-and-file organ- 
izers is a GM product. They are 
all competitive makes. 

John W. Livingston, UAW-CIO 
vice-president and director of the 


Nash Parts Sales 
Zoom 800 Pet.; 
3 Zones Cited 


DETROIT. — The three winning 
zones in the 1947 Nash $25,000,000 
~arts and accessories “handicap” 
were Boston, Minneapolis and Se- 





j 
H. A. Lotz 


attle, according to H. A. Lotz, Nash 
parts and service manager. 

The Nash parts and accessories 
competition, which closed Dec. 31, 
resulted in an all-time high retail 
sales volume of $43,959,323, which is 
almost eight times 1941 sales vol- 
ume of $5,400,000, Lotz said. 

Personnel of the three winning 
zones, 38 strong, spent last week on 
a trip, with all expenses paid, to 
Chicago, Kenosha and Milwaukee. 

Handicap winners also were 
guests at a testimonial dinner in 
Milwaukee at which H. C. Doss, 
vice-president in charge of Nash 
sales, presented trophies. The win- 
ners got gold statuettes of race 
horses. Doss presented gold Ham- 
ilton watches to: Fred Sibley, Bos- 
ton zone manager, who won first 
place in the million-dollar class; to 
R. M. Hendrixson, Minneapolis zone 
manager and first place winner in 
the $750,000 class; and to M. S. An- 
derson, Seattle zone manager, who 
won first place in the $500,000 class. 
Doss also presented watches to all 
other members of each zone who 
participated in the contest. 


Boston zone personnel who were 
honored are Sibley, F. H. Marr, J.C. 
Kennedy, W. I. Tate, E. E. Aikens, 
W. H. Bolster, D. G. Cassidy, J. J. 
Pustorino, E. C. Thomasy, F.. C. Da- 
vis, R. B. Stevens, A. E. Tracy, R. E. 





H. C. Doss 


Williams, E. H. Morgan and G. R.} 


Reynolds. 


Minneapolis zone winners are 
Hendrixson, R. C. Weltle, H. H. 
Bourgerie, R. O. Hansen, J. G. 
Slater, E. C. Feurst, R. B. Adams, 
W. B. Cook, C. H. Mellin, D. H. 
Wheaton, F. L. Will and R. A. 
Young. 


Seattle zone winners are M. S. 
Anderson, A. H. Clark, F. Bosone, 
George Minerich, W. F. Dunlop, 
M. H. Anderson, E. S. de Rosier, 
J. J. Hammer, D. V. Sherk, M. J. 
Shields and E. M. Martin. 


UAW; Baits Its Hook’ 


26 Competitive Makes of Cars Offered as Prizes 
To Best Organizers at CM 





organizing drive, said it was de- 
signed to implement union de- 
mands for a union shop and con- 
tinued dues checkoff at General 
Motors. 

The Taft-Hartley law requires that 
approval of 30 percent of eligible 
employes in a bargaining unit must 
be obtained for a union-shop elec- 
tion to be held. Then, a majority 
of all eligible workers must vote in 
favor of a union shop. 

* * + 


A™ this will mean nothing, how- 
ever, if General Motors rejects 
the union-shop demand. The poll 
on the issue is expected to be used 
as a means of applying pressure on 
the corporation when negotiations 
open. 

Livingston said the union had 
planned to give GM-made cars 
and other products as prizes “but 
had been unable to get coopera- 
tion from the corporation.” 

A Packard two-door sedan will 
be awarded the best national GM 
organizer, he stated. Other prizes 
listed by the union: 

Ten Fords, five Studebakers, five 
Kaisers, two Hudsons, three Willys 
Jeep station wagons, three Kelvin- 
ator refrigerators, three deep-freeze 
units, radios, washing machines, 
etc. 

The international union has ap- 
propriated $25,000 for the prizes, 
Livingston said, while GM local un- 
ions have pledged $50,000 towards 
their purchase. 

It was understood the cars 
would be made available at regu- 
lar retail delivered prices. 

Automatic union dues checkoff 

has been in effect at GM plants 
since the strike settlement two 
years ago. To continue the arrange- 
ment, each worker must sign a per- 
sonal authorization for the monthly 
deduction from his paycheck. 

Negotiations between General 
Motors and the UAW are expected 
to get underway early in March. 
The present GM contract expires 
Apr. 28, 1948. 

The only major automotive com- 
pany, at which a 100 percent union- 
shop agreement is in effect, is Ford. 
The Ford union shop will lapse next 
July 15 unless a majority of the 
workers approves its continuance. 


eect 


Packard Gounciis 


Hails 48 Plans 
At Ist Meeting 


DETROIT.—Packard’s dealer aq. 
visory council, holding its first 
quarterly session of 1948 here last 
week, reviewed the company’s pro- 
duction, sales and advertising plans 
for the months ahead and voiced 
“enthusiastic and optimistic ap. 
proval” of the program, according 
to Karl M. Greiner, general sales 
manager. 

Members of the nine-man coun- 
cil, representing all Packard deal. 
ers in the U. S. and Canada, in- 
clude: 

Leo Schactmayer, Santa Monica, 
Calif.; Ben Franklin, Tulsa, Okla: 
R. S. Thrall, Williamsport, Pa: 
Graham Loving, Washington; Tom 
Reed, Denver; H. E. Foulkrod, 
Cleveland; John Babcock, Spokane, 
Wash., and P. E. Amey, Toronto, 
Ont. 

George M. Couch, Atlanta, Ga. 
attended the meeting in place of 
E. Gray Smith, Nashville, Tenn, 
who was unable to be present. 

“This dealer-factory relationship, 
typified at Packard through shoul- 
der-to-shoulder work at regular in- 
tervals, assures mutual action and 
mutual benefit to all concerned,” 
Greiner said. 


U.S. Auto Taxes 
Top a Billion 
For Peak Year 


WASHINGTON. Emergency 
federal taxes paid by highway users 
reached an alltime high of $1,056,- 
469,193 in 1947, according to statis- 
tics released last week by the Na- 
tional Highway Users Conference. 

The tax on new cars and motor- 
cycles alone, which is levied at 7 
percent of the factory value of 
both, yielded $244,340,335 last year, 
an increase of 118 percent over 
1946 when automobile production 
was much lower. An_ individual 
purchasing a $1,500 car would pay 
$105 in this tax, NHUC said. 

In its tabulation of receipts from 
the federal automotive excise taxes, 
the NHUC gave totals for only the 
highway users’ portion of the tax 
total. Actually, receipts from these 
taxes reached $1,159,153,603, count- 
ing in payments for non-highway 
use. 

The 1%-cent federal gas tax, 
which is levied on top of state and 
some local gasoline taxes, yielded 
$403,920,000 from highway users in 
1947, an increase of 10 percent over 
the previous year. 

The highway users’ share of the 
tax on oil was $36,410,000, a 7 per- 
cent increase. Their payments on 
trucks totaled $75,150,695, a 76 per- 
cent increase. Their tax cost on 
tires and tubes was $170,720,729, 4 
7 percent increase. 

On parts and accessories, the 
percentage of increase was 44.13 
percent, for a total dollar payment 
of $116,909,583. In addition, a tax 
on transportation of oil by pipeline 
yielded more than $9,000,000. 

More: than 600 highway user Or 
ganizations have petitioned Con- 
gress to repeal all these taxes as an 
“unjust burden” on a special class 
of taxpayer. The federal taxes, un- 
like most state taxes, are not 


linked to federal highway aid to 
the states. 





Left to right, EDGAR KAISER CONGRATULATES Robert Nelson, head of Nelson 
Motors (Kaiser-Frazer), Monrovia, Calif., for being winner of the first prize of 
among Southern California dealers in the recent ‘‘Take A Ride’’ campaign conducted 
K-F. Nelson was given his award in the form of 400 silver dollars. 













































The long-range point of view... 
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Yes .. . twenty-six years of fine protection for authorized 
automobile dealers—Fire, Windstorm, and allied insurance 
created especially for you! 
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Universal Underwriters has returned nearly $7,000,000 to 
dealers! Twenty-six consecutive cash dividends! 
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Since 1922 .. . every dealer has collected at least 30 cents 
of every fire insurance dollar every year! 









Any way you look at it . . . Universal Underwriters is 
stronger, more economical protection. 
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Join the thousands of authorized dealers who enjoy the 
extra services ... broader coverage . . . the many benefits 
made possible by twenty-six years of experience. Write 
us today—there’s no obligation! 
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Fire, Windstorm, and Allied Insurance 









UNIVERSAL 
UNDERWRITERS 


1000 R. A. Long Bidg., Kansas City 6, Mo. 
509 Terminal Sales Bidg., Portland 5, Ore. 
204 South Beverly Drive, Beverly Hills, Calif. 
1205 Natl. Bank of Commerce Bldg., Norfolk, Va. 
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Highways & Safety ... 





Attack at Local Level 
Called Traffic Solution 


yume is no magic formula or 
sure-fire cure for traffic conges- 
tion, although proposed panaceas 
are as numerous as ballpoint pens, 
Leslie Williams,- nationally-known 
planner and traffic engineer, told 
bus operators and municipal law 
enforcement representatives at a 
conference in Newark, N. J., by the 
New Jersey Motor Bus Assn. to dis- 
cuss means of providing safer and 
better service. 

The approach to the solution of 
the traffic congestion problem must 
be local, he said, but added each 
program should meet these three 
essential requirements: 

Formation of a traffic commit- 
tee to coordingte the views of 
public officials and business lead- 
ers on measures to be adopted; 
application of those measures in 
the right places, at the right time 
and in the right amounts by per- 
sons trained and experienced in 
traffic, and establishment of yard- 








sticks for checking what has been 
done in congested areas. 


Stressing the relation of economic 
conditions to traffic congestion, 
Williams said: “As long as there is 
a high level of business activity and 
employment there will always be a 
high volume of daily travel and per- 
sonal mobility. This, coupled with 
reasonable living costs and con- 
stantly rising standards of living, 
encourages greater use of individ- 
ual means of travel—the private 


automobile.” 
+ * * 


— noted that traffic de- 
lays and conflicts are spreading 
out from the congested centers 
along main routes “like a conflagra- 
tion searing properties and busi- 
nesses” with an annual economic 
loss now mounting into the billion- 
dollar brackets. 

He said he felt the ultimate so- 
lution to traffic problems lies in 
the “evolution of the Fluid City 


MT 
UHHH 


| 


i 


of the Future,” composed of 
neighborhood units designed for 
and devoted to living, working, 
learning and playing. These 
would be linked together by 
means of a balanced system of 
transportation. 

Pointing out that the goal of the 
congestion-free community is a long 
way off, he said the best hope today 
is to alleviate present traffic prob- 
lems by getting the maximum use 
out of existing streets, transit fa- 
cilities and available and suitable 
off-street space for automobile 
parking, bus and truck loading and 
unloading terminals. 

* = 


Conn. Duabirs Back 
State-Wide Plan 


For Training 


A meeting was held recently in 
Hartford, Conn., to discuss the 
possibility of establishing the pro- 
posed driver-training program on 
a statewide basis, and to consider 
the availability of any automobiles 
for the purpose. Representatives of 
the State Board of Education, 
State Highway Safety Commission, 
Connecticut Automotive Trades 


KEEPING COOL on THE HEAVY HAULS... 
FEDERAL TRUCKS USE LONG RADIATORS 


over 31 years. 


Long radiators provide the efficient heat 
exchange required by heavy-duty truck 
engines. The Federal Motor Truck Com- 
pany, manufacturers of trucks rated up 
to 55,000 pounds Gross Vehicle Weight, 
has been a valued customer of ours for 


Long-designed fin-and-tube radiators 
provide for smooth water courses and 
minimum resistance to air flow. Since 
1903, they have been in use throughout 
the automotive industry for the high- 
efficiency engine cooling requirements of 
passenger cars, trucks, buses and tractors. 


LONG MANUFACTURING DIVISION 
BORG-WARNER CORPORATION 
Detroit 12, and Windsor, Ontario 


Safety Honor Roll 

The following members of Tennessee Automotive Assn. have been 
named to the State Traffic Safety committee: 

James A. Ayers, Ayers Motor Co., Chattanooga, chairman; David 
P. Whelchel, Tennessee Automotive Assn., Nashville, vice-chairman; 
Sidney Feldman, Feldman Motor Co., Nashville; Eugene Callaway, 
Callaway Motors, Cleveland; Chuck Hutton, Chuck Hutton Co., Mem. 
phis; Oscar Godwin, Harpeth Motors, Inc., Franklin; OC. E. Fre 
Freeman Pontiac Co., Chattanooga, and L. F. Buschbaum, Busch. 
baum Motor Co., Knoxville. 





Assn. and the Hartford Automo- 
bile Dealers Assn. were present. 


It was pointed out that six Con- 
necticut towns already have or- 
ganized class room instruction in 
driver-training, and could start the 
outdoor driving classes as soon as 
cars are made available 


James R. Johnson, chairman of 
the State Safety Committee of the 
Connecticut Automotive Trades 
Assn. and president of the Hart- 
ford Automobile Dealers Assn., said 
that the latter organization had 
already voted to cooperate with the 
program and that it should not be 
difficult to get dealers throughout 
the state to participate. 

He said that local county chair- 
men would discuss the local pro- 
gram and would report to him. A 
committee was appointed to make 
up a contract between dealers and 


state and local boards of education 
for use in making new cars avail. 
able. 









































* * 


Matter of Taste 


New York Bureau Sanctions 
Both Braking Styles 


ALBANY, N. Y.—The state mo- 
tor vehicle bureau entered, but did 
not settle, the annual motorists’ 
controversy over the proper way 
to apply auto brakes on icy roads, 


Both a “gentle” and a “rapid and 
hard” pumping action had been 
recommended in recent safe driy- 
ing tips. The bureau decided that 
there was merit in both methods, 

“Each has its proper use,” said 
Commissioner Clifford J. Fletcher. 
“The hard pumping is for emer. 
gency stops; the gentler and slower 
pumping for ordinary stops.” 

+ * : 


Connecticut Clinic Checks 


Violations Constructively 


The Conn. Motor Vehicle depart- 
ment’s operator control clinic, in- 
augurated in July as a means of 
checking drivers with poor records, 
has been described as “working 
out very well.” Deputy Commis- 
sioner of Motor Vehicles Charles 
Kelly said the clinic operates on 
a point system in which drivers 
violating motor vehicle laws have 
marks placed against their records. 


When a driver acquires three 
points, he said, he is sent a letter 
by the department warning him of 
possible suspension of his opera- 
tor’s license. Drivers who have had 
five points marked against them 
are asked to visit the department's 
office for a conference. In such 
cases. Kelly pointed out, violations 
are discussed with the driver and 
an effort is made to determine why 
he is not driving properly. Thus 
far, he added, about 95 percent of 
those summoned in for a confer- 
ence are cooperative. 

. * 7 


Survey Shows Better Lighting 


Boon to Accident Drop 


Improved street lighting appar- 
ently has saved many lives here 
in the last 10 years, according to 
the Connecticut Highway Safety 
Commission. A survey conducted 
in cooperation with the Hartford 
Electric Light Co., shows that 
“dark-hour auto fatalities” de- 
creased 76 percent since the city’s 
street lighting improvement pro- 
gram went into effect in 1937. 

The survey also showed substan- 
tial decreases in night pedestrian 
accidents, occupant injuries and in 
all types of accidents, the com- 
mission reported. 

* * * 




























Excess of Policy Limit 


Collected by Driver 

In what was regarded as a 
unprecedented move, New 
Hampshire Supreme Court up 
held a Superior Court 









was covered by an_ insurance 
policy, in an automobile accident 
damage suit. The higa 

ruled that Hartford Accident & 
Indemnity Co. was negligent in 
that it allegedly failed to settle 
damages within limits of the 
policy when it was offered 9” 















Nashua accident in which * 
Nashua doctor’s car struck and 
injured an elderly woman wh? 
it was would have se 
tled for less than $5,000. Bring- 








CLUTCHES + RADIATORS + OIL COOLERS 





NOV 


NOV 


NOV 


NOW 





t 


SEEESREE.S CEES AS ESERES Ze 


| S58 














_AUTOMOTIVE NEWS, FEBRUARY 16, 1948 





a oo ae: 


ae _ SVL ALTN Eney 





y) x “ 
ey oa AuTOMoOBILES are registered — 45% ° 


rf 


NOWHERE ELSE 
can you pick your markets — from 
1 to 10 — exactly as you like. 
NOWHERE ELSE 
can you sponsor such a star-studded 
cast of writers and artists. 
NOWHERE ELSE 
such limitation of advertising to 
assure spotlight visibility. 
NOWHERE ELSE 


does such magnetism of local en- 
tertainment news draw people to 
your advertising. 
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COVERING 10 MAJOR MARKBGE 1 


New York Journa l-American Chicago Herald-American 

Baltimore American “Milwaukee Sentinel 4 Se attle, ost-In 
Pittsburgh Sun-Telegraph Boston Advertiser a 
Detroit Times 
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ARE “LEAK PROOF’ BATTERIES | 
REALLY LEAK PROOF? 


DO ANY ACTIVE FLASHLIGHT 
BATTERIES STAY FRESH FOR YEARS? 


f yen ARE flat statements. They’re just about as plain as we can make 
fy We know theyre both hard fact. We’re businessmen. We know 
because we’ve read a set of figures. These figures talk pretty loud. You’re 
a businessman too, so you can add up the score. We’re giving you a look 
at the same figures that told us the story! 


Leak proof? Seedy meybe-but tody theres no such thing! 
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Mees the story! 


N OCTOBER, 1947, National Family Opinion, of Toledo, Ohio, an independent research 
organization, made a nationwide survey. Thousands of people, representing a true cross 
section of the United States, took the batteries out of their flashlights and sent them in to 
National Family Opinion. Every one of these batteries was examined to see if it was leaking. 





Here’s what they found: 


“LEAK PROOF” 9 3 % 
10 /O 


FLASHLIGHT BATTERIES 
FOUND LEAKING 

This figure is considerably higher than the average figure shown, 

in the report, for all other batteries. 





And thats just halt the story! 


Can any active flashlight battery stay fresh for years—in or out of a flashlight? Of course 
not! All active flashlight cells, of all makes, will continue to dry out and lose freshness from 
the very second the ingredients are brought together to form a “cell.” We won’t bore you 
with details that you probably already know. ..it’s just a matter of chemistry. Here are the 
figures, though, on the shelf-life of flashlight cells. They’re based on the 4-Ohm Light 
Industrial Standard Test of the American Standards Association. 


ALL Flashlight Batteries — Loss of “freshness” 
regardless of claims or useful life 

2 years after date of manufacture ............ 10% to 40% 

3 years after date of manufacture ............ 26% to 49% 

4 years after date of manufacture ............ 37% to 57% 


If you want the complete technical story on 
“freshness” claims, write to the address below. 


NATIONAL CARBON COMPANY, INC. 
30 East 42nd Street, New York 17, N.Y. 
Unit of Union Carbide and Carbon Corporation 


tag 
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time. 

It is William C. Richard’s “The 
Last Billionaire—Henry Ford,” 
(Scribners, $3.75) which has just 
hit the book stalls. 

Writers have painted Ford in all 
colors—from darkest black t> pur- 
est white. Richards, who was as- 
signed by the Detroit Free Press 
to the Dearborn beat during World 
War I, the ’20s and early '30s, knew 





Ford intimately, and his colors are | adjusted to the new guarantee with | Touch’.” O’Neil is president-treasurer of the 
much more mixed. identical costs per thousand. Old network. Mark E. Senigo, for the past DETR( 
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ceived from new advertisers before | O’Neil, son of W. O’Neil, president| Thomas Chirurg Co., Boston and/ joined the promotion department tile t 

Feb. 28 will also enjoy protection of General Tire & Rubber Co., as' New York, has been appointed to'of the New York Times. - vE 


YOU’LL SELL MORE LAMps| TH. 


G-E'S BIG, NEW SPRING| A 


Richards 
He is just doing a reporting job 
on a man he considered a genius 
some times and a ninny at other 
times. - 

Richards indicates that even the 
men closest to him couldn’t put 

their finger on him and say he 
would react this way or thai—un- 
less, perhaps, that he would react 
the way they didn’t expect him to. 

The book won't give the reader 
much knowledge about the art of 
building cars, but it does provide 
a thousand and one tales about 
the least regimented mind of our 
times. 

One of the many impressions 
given is that one might well para- 
phrase Eddie Guest’s poem for 
Ford this way: 

“They said it couldn’t be done 
—and Ford proved it couldn’t.” 

-This is not meant in disparage- 
ment, for Ford proved it could be 
done often enough to build a bil- 
lion-dollar empire, and the world 
is better off for his experiments. 

As Richards says, Ford execu- 
tives hesitated to go against him 
beczuse while seven of his ideas 
might prove as crazy as they 
seemed, the eighth crazy idea 
+ open up doors to a better 











Want extra profits during spring changeover? Then 
tie in with the greatest auto lamp promotion in 
General Electric history—it’s all set to go! 


What a payoff! One car out of six needs some essen- 
tial lamp—headlight, stop-tail, parking or license 
plate light. And General Electric auto lamps are easy 
¥ to sell, easy to install—and give you an excellent 
J" profit. So be sure to check the lights of every car left 

for service! 





Ford ideas that intrigued the world 
and the hundreds of ideas that in- 
trigued Ford: Food fads, peace ef- 
forts, profit-sharing with the cus- 
tomers as well as the workers, 
Americana collecting, sitting by a 
river with his stocking feet prop- 
ped against a tree trunk, square 
dancing and Ford having fun do- 
ing a multitude of things. 

His capacity for fun was one of 
the things that struck us most, 
especially that reply when he was 
— to sell out for a billion dol- 

“Sure, Pd have the billion, but 

I wouldn’t have anything to have 
fun with.” 

Did you ever wonder what hap- 
pened to that five-cylinder engine 
which stirred so many whispers in 
the industry? Richards says that 
when it was put on the test block 
and revved up to 4500 rpm it 
gave off so much vibration onlook- 
ers thought someone was tickling 
their funny bones. 

Deadpan, Ford said: 

“Smoothest thing you ever heard, 
isn’t it?” 

Richards says the Ford dream 
a put that nightmare to 















And heres the ce n 
to help you sell ém/ 















Watch for G-E Auto General Electric’s big, new spring 

Lamp Ads in: advertising campaign on auto lamps 
Saturday Evening is timed just right to help you sell 
Post—March 20, more and make more. It’s nationwide, 
April 10, April 24. hard-hitting, and it reaches your cus- 
Collier’s — March tomers with an urgent reminder to 
27, April 24, May 15. get their lights checked now! 



















Big G-E Lamp ads will appear in both 
The Saturday Evening Post and Col- 
lier’s during March, April and May. 
And at the same time, the “have your 
lights checked” idea will be ham- 
mered home to car owners by com- 
mercials on G-E’s popular ‘Tales of 
Willie Piper” radio program, broad- 
cast weekly over 166 ABC stations. 
Cash in on this mass advertising by 
checking the lights of every car you 
service! 





Door Open 

Wolk Brothers (DeSoto -Plym- 
outh), Rochester, N. Y., has an- 
nounced in advertisements that it 
is continuing for 1948 its policy of 
accepting applications—not orders 
—for new cars, and making deliv- 
erles to those “most deserving.” 
The basis for selection of the “most 
deserving” is the information con- 
tained on the application forms. 


Look Alike 

New Electric Auto-Lite “Look 
Alike” advertisements, breaking 
this month in automotive trade 
magazines and in general circula- 
tion outlets, represent a major 
share of the 1948 budget. 
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store are served by these modern 
portable salesrooms. 

“Household appliances, farm 
equipment, office machinery, 
furniture and a wide variety of 
other lines of merchandise are 
now being successfully shown 
and sold in this manner,” he de- 


Fruehauf listed some of the 
present-day uses of trailers as 
being: 

Pre-fabricated housing delivered 


AUTO LAMP PROMOTION 





G-E LAMPS 





FOR EVERY SOCKET..FOR EVERY 





Here's the lineup of new sales makers in 
G-E’s spring auto lamp promotion package: 

. Big, colorful display streamers. 

. New lampholder display. 

. Snap-on memo cards for cars. 

. “G-E Dealer News”—tells how these 

selling helps can boost your profits. 

Also your distributor can supply you with 
the new G-E lamp guide and price card, 
aiming service kit with aiming screen, 
lighting service display banner and safety 
lighting service manual. 


All items FREE except aiming 
screen— price $2.50. 





SURE-FIRE SELLING HELPS FOR YOU 


General Electric makes lamps for every socket. . 
every car. And most drivers prefer G-E Sealed Beam 
lamps because they give more light when new, more light 
for life. Call your G-E Lamp distributor today and stock 
up on the lamps your customers know and want! 
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GENERAL ¢ ELECTRIC 


CAR 


by truck-trailer transport. Whole 
sections of houses are delivered 
direct to jobsites, often 200 or 300 
miles away from the plants, on 
daily schedules. 


One of the world’s most valuable 
objects—the 200-inch telescopic mir- 
ror for Mt. Palomar observatory— 
which was transported 160 miles 
from Los Angeles to the observa- 
tory atop a mountain. 


By far the biggest percentage of 
livestock today goes to market by 
trailer. The vehicles are also used 
to transport horses between race 
tracks and shows. And carnivals 
and circuses employ whole fleets 
to move their entire equipment 
between towns. 


In the oil fields, complete dril- 
ling rigs, including 150-foot col- 
lapsible masts, are moved from 
spot to spot by trailer outfits. 
Self-loading trailers transport 
various types of self-propelled 
machinery. 

Tank-Trailers with various types 
of lining—rubber, lead - coating, 
stainless steel—are used with effi- 
ciency wherever liquids are moved. 


Petroleum products, milk, print- 
ing ink, liquid asphalt, acids, brine 
solutions and penicillin broth are 
also carried in trailer combina- 
tions, Fruehauf said. 


dustry figures thus far available 
for 1947, it is estimated that 
about 8% percent of the aggre- 
gate output of van-type trailers 
consisted of insulated and refrig- 


“Many of these units are equip- 
ped with mechanical refrigerating 
systems capable of holding temper- 
atures anywhere from zero down 
to minus 10 or 14 degrees Fahren- 
heit from beginning to end of haul, 
whether the haul be 100 miles or 
1000. 

“The point of all this,” says Frue- 
hauf, “is that trailer manufacturers 
have a rich background of experi- 
ence in meeting a tremendously 
wide variety of demands, both 
military and civilian, and the in- 
dustry is working in close coopera- 
tion with many business fields to 
bring even further developments in 
truck-trailer versatility and econ- 
omy.” 


Reo Sales in Year 


Show Increase 
Of 35 Percent 


LANSING.—A 35 percent increase 
in sales for 1947 over the preceding 
year was reported for Reo Motors, 
Inc., last week by D. C. Streeter, 
general sales manager. 


Reo’s sales for the year were val- 
ued at approximately [58,000,000, 
as compared with about $43,000,000 
in 1946. 

The production increase, Street- 
er said, was accomplished in spite 
of a two-month lapse during the 
summer while the company retooled 
for 1948 models. 

Production was seriously handi- 
capped throughout the year by the 
shortage of materials, particularly 
engines, with no relief in sight for 
the first half of 1948, at least, he 
said. 

John T. Clark, Reo export sales 
manager, disclosed that Reo export 
business in 1947 exceeded in dollar 
volume all previous years in the 
history of the company. Reo, he 
said, shipped to 90 different world 
points in commercial business, in 
addition to government trade. 
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Continuing Trend . . 


States Plan to Increase 
‘Unemployed’ Benefits 


NEW YORK.—Continuance of 
the trend of recent years toward 
increased benefits and broader cov- 
erage in workmen’s compensation 
laws, together with efforts to im- 
prove their administration, is fore- 
east by current developments in 
state capitals, a survey reveals. 


Describing recipients of work- 
men’s compensation benefits as 
“particularly victimized by the 
spiral of inflation,” Gov. Thomas 
E. Dewey has recommended to 
the 1948 New York state legisla- 
ture that benefit rates be in- 
creased, particularly in cases of 
total disability. 

Since New York’s present maxi- 
mum weekly benefit rate of $28 was 
set in 1944, Dewey pointed out, 
“the purchasing power it repre- 
sents has sharply declined while 
the wage levels upon which the 


present limits were based have 
risen markedly.” 

In his message to the New Jer- 
sey legislature, Gov. Alfred E. 
Driscoll listed workmen’s compen- 
sation courts as one of the state’s 
functions that are in need of new 
and improved procedures. 

A complete revamping of the sys- 
tem of handling claims under the 
workmen’s compensation law is be- 
ing studied in New Jersey in a 
move to eliminate delays and re- 
curring complaints of “ambulance 
chasing,” excessive fees and un- 
necessary procedures. 

New Jersey State Labor Com- 
missioner Harry C. Harper, chief 
of the state workmen’s compen- 
sation bureau, has submitted a 
plan for speeding the handling 
of compensation cases to an ad- 
visory committee composed of 


City 








A MULTIPLE POINT program dinner was given for dealers in the Ford Louisville 
district recently. The 1948 four-letter program was presented. 





representatives of labor, the bar, 
industry, the state chamber of 
commerce and the New Jersey 
medical society. 

Bills to speed the handling of 
compensation ‘claims for disease 
attributed to silica dust, and ex- 
pedite appeals to the courts from 
board rulings, were introduced in 
the Kentucky legislature. 

Also before the Kentucky legis- 
lature was a bill which would 
broaden the state’s workmen’s com- 
pensation law in several other re- 
spects. Providing compensation for 
deaths or personal injuries of 
workers occurring in the course 
of their duties, it would strike out 
a present clause requiring proof 


of Cleveland now has 


a tleet of 84 FEDERALS 





that the deaths or injuries resulted 
from accidents. 


It also would specify that “per- 
sonal injuries” shall include dis- 
eases, where the disease is the na- 
tural and direct result of such in- 
juries, and shall also include any 
and all diseases peculiar to a par- 
ticular industrial process, trade or 
occupation and to which an em- 
ploye ordinarily is not subjected 
or exposed outside or away from 
his employment. 


The Kentucky measure would 
further stipulate that in case of 
industrial disease, a worker’s no- 
tice may be filed within two 
years, instead of the present one- 
year limit. In any cases where 
workers and employers are ex- 


FEDERALS HAVE WON 4y Costing Le55 to Run! 


@ For 38 years Federal has been building trucks 


that have enjoyed 


an outstanding reputation for 


ruggedness, dependability, low up keep cost, long 
life and bed-rock operating economy. 


Men in a position 


to’ judge—fleet owners, main- 


tenance superintendents, service mechanics, dispatch- 
ers and drivers—have learned by keeping comparative 


FEDERAL MOTOR TRUCK CO. 








cost records, checking lay-up time, servicing and run- 


ning costs that Federal Trucks have those qualities of 


endurance, economy and rugged all-truck perform- 


ance that insure owner satisfaction. 


That's why so many truck users now say: “Toss the 


Tough Jobs to Federal.” 


e DETROIT 9, 


MICHIGAN 












FEDERAL FRUEKS 


Since 1910...Known in Every Country — Sold on Every Continent 
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empt from the act at present, the 
bill would make it possible for 
them by joint application to be 
included. 

Proposals for the enactment of 
a workmen’s compensatior statute 
for Mississippi—the only state jn 
the nation now without such a4 
law--are under consideration by 
the Mississippi legislature. 

One measure would estabiish a 
Mississippi workmen’s compensa- 
tion commission of three mem- 
bers, to be set up as an arbitra. 
tion board to hear claims of in- 
jured workers as well as the em- 
ployer’s side. 

Applying to all empleyers of 
eight or more persons, the bill 
would set minimum weekly com- 
pensation at $7, with a $25 min- 
imum for occupational injuries. In 
the case of death from occupa- 
tional injuries, the widow or heirs 
would receive payment of $400 for 
funeral expenses and a lump bene- 
fit amounting to 344 times the 
worker’s weekly compensation. 


Pending in the South Caroling 
legislature was a bill to liberalize 
that state’s workmen’s compensa- 
tion laws which industry spokes- 
men for years have been assailing 
as already too liberal. The pro- 
posed new legislation wouid in- 
crease maximum benefits under the 
law from $6,000 to $7,500 for any 
one injury. 

It also would: give a worker two 
years, instead of one as at present, 
within which to file a claim; in- 
crease minimum weekly compen- 
sation from $5 to $10 a week; in- 
crease maximum weekly disability 
payment for partial disability from 
$25 to $35 a week, and increase the 
maximum number of weeks during 
which partial disability payments 
may be ordered from 300 to 350. 


Also before the South Carolina 
legislature was a bill to make pub- 
lic the state industrial commis- 
sion records of workmen’s compen- 
sation case preceedings which are 
now secret by statute. Opponents 
of this measure argued that pub- 
licity might result in reduced fees 
for claimants’ attorneys with the 
result that lawyers might be reluc- 
tant to accept compensation cases. 


The Massachusetts legislature 
was urged by a special interim 
commission to provide for a com- 
prehensive study of the state 
workmen’s compensation law, in 
comparison with similar laws in 
other states. It was noted that 
the Massachusetts law has been 
amended 397 times since its orig- 
inal enactment in 1911. 


One of the members of the Mas- 
sachusetts study group separately 
recommended legislative action this 
year to increase specific injuries 
now compensable, and the amount 
and duration of such payments. 

Rhode Island’s legislature this 
year also was scheduled to receive 
a report from an interim group 
named to study workmen’s com- 
pensation. 

Such studies, with reports due 
next year, have been called for in 
several other states, including Cali- 
fornia, Indiana and Maryland. 


Current interest in workmen’s 
compensation laws is a continua- 
tion of a trend which has made 
steady progress. Last year the 
legislatures of 22 states increased 
amounts which must be paid 
workers in compensation for 0c- 
cupational injuries. Sixteen states 
now pay up to.$25 a week in 
compensation, while five states 
pay a maximum of $30 a week 
fox temporary disability. 

Six states last year passed laws 
providing improved medical care. 
Death benefits for dependents of 
those killed in occupational acci- 
dents were increased in 20 states. 

Laws providing protection against 
loss of health from occupational 
diseases were enacted last year by 
six states, bringing to 29 the total 
number of states which now have 
such laws. Measures creating funds 
to compensate for second injuries 
were passed last year in six states, 
bringing the total to 38. 

Meanwhile, the Assn. of Casualty 
and Surety Companies has dis- 
closed that average rates for 
workmen’s compensation insurance 
have steadily declined in the past 
10 years while benefits nave i 
creased. The association said am 
average of compensation insurance 
rates in all states where private 
insurance is permitted shows pres- 
ent rates to be 23.4 percent below 
those of 1937, while benefits have 
increased 12.6 in the same perio¢. 
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What Pancho wants most 
is sleep... 


wants most is 
a rabbit... 






You get more of what you want in the rich Chicago market for 
automotive products and home appliances when you build your 
promotion around the Chicago Tribune. 

Every day of the week, the full-family attractions of the Chicago 
Tribune get the attention of the people who account for the bulk 
of the sales made thru auto showrooms and home appliances 
outlets in Chicago and suburbs. 

In addition, the Tribune’s following of readers in the territory 
adjacent to Chicago gives your promotion regional effectiveness 
which builds sales and dealer support in hundreds of cities and 
towns thruout the heart of the central states. 

Any day of the week you advertise in the Tribune, you give 
your messages hundreds of thousands more circulation than other 
Chicago newspapers can give them. 

To get more of what you want from the rich Chicago market, 
build your advertising program around the Tribune. Rates per line 
per hundred thousand circulation are among America’s lowest. 


What Hilda wants most 
is excitement... 





- 


What Armand wants most 
is a customer... 












Better dealer organization? 
ge of your industry? 


or WHAT? 


Bigger percenta 
mor e sales? 










What do you 
want most, 
Mr. Advertiser? -} 






a 
You get more of what you want in Chicago 
when you build your promotion around the 


Chicago Tribune 





General advertisers of automotive products, housing 
equipment and supplies, and radios placed in the Trib- 
une more of their 1947 promotion budgets than they 
placed in all other Chicago newspapers combined. 


Chicago Tribunerepresentatives: A.W. Dreier,810 Tribune Tower, Chicago 11—E. P. Struhsacker,220 E.42nd St.,NewYork City 17—Fitzpatrick and Chamberlin,155 Montgomery St.,San Francisco 4—W.E. Bates, Penobscot Bidg., Detroit 26 


MEMBER: AMERICAN NEWSPAPER ADVERTISING NETWORK, INC., FIRST THREE MARKETS GROUP, AND METROPOLITAN SUNDAY NEWSPAPERS, INC, 














FOB FACTORY 
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Gas Politicking Irks 


Production Managers 


By A. H. Allen 


YOU CANNOT MAKE most automobile production man- 
agers believe the current shortage of industrial gas in the 
Detroit area is anything more than a cruel political jockey- 
ing between Panhandle Eastern and Michigan Consolidated, 


over which one is going to get the cream of the industrial 
Oo —— OO 


business and for how 





gas 
much. After all, they reason, | Federal Power Commission would 


during the war years when 
demands on oil and gas must have 
been well beyond the present rate, 
there were no serious shutdowns 
like the one of the past two weeks. 
And now all of a sudden there isn’t 
enough gas. Reports are heard from 
the Pittsburgh area‘to the effect 
that the same kind of magic drouth 
in gas has appeared there this 
winter. - 

If emergency allocations by the 











A Super-Improved Stake Body 
For Immediate Delivery NOW! 
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Six sizes— 
wood slat or 
steel slat 
construction 


Unusual opporturity 
for Distributors 


Gerstenslager Stake Bodies are a 
profitable, fast turnover, steady de- 
mand line for dealers and distribu- 
tors. Write, wire, or phone for details 


of our attractive resale arrangement. 











solve the problem, 
why were they 
not made weeks 
ago when certain- 
ly the gas distrib- 
uting companies 
could have fore- 
seen what was 
coming? No one 
has yet explained 
why a drop in 
temperature from 
a@ normal of, say, 
20, down to zero 


For industry, farm, or commercial hauling Gerstenslager 
Stake Bodies with all-steel slat construction provide the 
most advanced developments to be found anywhere in 


makes it necessary to shut off all 
industrial gas. 

In other words, let’s see some 
actual spelling out of the situa- 
tion in terms of cubic feet of con- 
sumption as affected by tempera- 
ture. Certainly temperature has 
little effect on the volume of nat- 
ural gas being pumped into this 
area from the Southwest. 

It is a sad commentary that 150,- 
000 should lose a couple weeks’ 
wages while two utility giants scrap 
over a lush market; especialy the 
days when the inflated costs of 
food, clothing and shelter just 
about exhaust the average man’s 
weekly budget. 


* * * 


Fast Action at K-F 


KAISER-FRAZER expediters 
moved fast to avoid a shutdown at 
Willow Run when it looked like a 
gas shortage in Buffalo would cut 
off their shipments of radiators. A 
car of propane gas was routed to 
Buffalo and adjustments made to 
cut in the emergency fuel to regu- 
lar gas lines to keep soldering oper- 
ations moving. 

There was a little delay involved, 


stake body design. 


Both wood and steel slat bodies have the same rigid, 
double-braced understructure of high grade pressed steel. 
Main sills are of heavy steel channel adjustable for stand- 


pearance. 


tional cost. 


ard frame widths. 


Steel slats are of corrugated sections clinched inside smooth 
steel casings, light, rigid, durable, and attractive in ap- 


Bodies are built with removable hinged sections to meet 
wide variations in loading and hauling requirements. Stand- 
ard rear-end rack consists of two lift-out sections. Hinged 
chain-adjustable tail-gate can be provided at slight addi- 


Standard lengths—7, 8, 9, 10, 12, and 14 feet. 


Write for detailed descriptive literature. 





A MOBILE INFRA-RED paint-drying oven for dealers and body repair shops, de 
signed to ‘‘bring the mountain to Mahomet,’’ was exhibited at the NADA equipment 
show in Chicago. Product of Swenson Engineering & Mfg., Inc., of Detroit, designers ang 
manufacturers of infra-red baking systems and conveyers, the oven is known as ‘‘Auto. 
Bake’’ and is built to enable automobile dealers to turn out two complete body paint jobs 
per hour with a minimum of floor space, according to J. W. Swenson, president. 





Run, and the plant was spared a 
day’s shutdown or more. 
+ + * 


Inconsistency 

AS AN EXAMPLE of some of the 
inconsistencies of automotive pro- 
duction, consider the case of one 
popular make of passenger car, the 
deluxe model of which has a rear 
window glass neatly framed in a 
chromium plated molding. 


Now, it is something of a task to 
position these curved glass win- 
dows. First they have to be edged 
with a rubber mounting strip 
daubed with sealing compound, 
over which is fitted the chromium 
exterior molding and the conven- 
tional interior garnish molding. 

Next, an elaborate fixture is posi- 
tioned over the garnish molding to 
compress it sufficiently to permit 
the assembly to be fitted into the 
window opening. The assembled 
window, with the fixture locked, is 
dropped into the opening and ham- 
mered home with rubber mallets, 
after which the fixture is unlocked 
and the garnish molding springs 
outward into place. Now comes the 
inconsistency. 

gular models must not carry 
the exterior chrome molding strip, 
so an operator takes a screw 
driver, pries the joint apart and 
rips the thin strip off the rubber 
backing, which takes a consider- 
able amount of pulling. 

Maybe the chrome strip can be 
used over again, but it certainly 
couldn’t if it were bent in the de- 
nuding process. At any rate it costs 
more to fit the rear window in the 
regular model than it does in the 
deluxe model, and the latter has the 
added touch of a chrome molding. 

The factory people explain the 
matter by saying that many buyers 
actually prefer a dull, black rubber 
molding strip around the window 
instead of the bright plated metal. 

Come, come now, boys! 

+ + a 


2 Birds With... 

HUDSON MOTOR uses a novel 
stunt in its press shop in the body 
division, making a set of two rear 
fender stampings on a single press 
with a single die. It is done this 
way: 

When the two fenders are placed 
bottom - to - bottom, they form 4 
shape which is almost exactly that 
of « hood top. So a die of the proper 
shape is formed and positioned in 
the press. In a single stroke the 
double stamping is produced and 
then cut apart down the center, 
forming right and left rear fenders 
in one operation. 

As a matter of fact, hood tops 
are stamped on the same press, 4” 
you have to look closely to se 
whether the die is for the double 
fender job or the hood top, they are 
that similar in contour. 


Willys of Canada 
In New Offices 

TORONTO. — Willys-Overland of 
Canada Ltd. last week moved 
new permanent offices here at 108 
Peter St. G. M. Davies, gene 
manager, advised all distributors 
and dealers to change their te 
ords. 


but this was overcome by routing 
the radiators air express to Willow 








AUTOMOTIVE NEWS production snd 
registration figures tell the story of output 
and sales every week. 
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Court Decisions 


By Leo T. Parker 
Attorney at Law 
A PEW days age 6 render wrote, 
in part, as follows: 
“We are in the automobile busi- 





of a chattel mortgage in the town 


or county where it is required by 
law to be filed, constitutes con- 
structive notice to all the world, 
and the mortgage is valid even 
though not refiled in the town or 
county to which the automobile 
is subsequently removed. 

For example, in Mossler Accept- 
ance Corp. y. Naquin, 30 So. (2d) 
766, a loan and financing business 
is the holder of a promissory note 
in the sum of $1,350, executed and 
signed by one Frank and secured 
by a chattel mortgage on a Dodge 
automobile. 


At the time the mortgage was 
executed and the note signed Frank 
resided in New Orleans and the 
automobile was located at his resi- 
dence in that city. The mortgage 
was recorded in the mortgage rec- 
ords of the county of Orleans. 

Three months later Frank sold 
the automobile to William A. Rich- 
ardson, who shortly afterward sold 
it to the West Bank Motors, which 
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THE FORMAL OPENING of Minto Motor Co. (Ford), Burlingame, Calif., was held 
recently and drew large crowds for three days. 7 new quarters cover @ floor space 
of 30,000 square feet. The cost was $150,000. Dan Minto (sight), head ef the frm, and 
Frank Sherman, longtime Ford executive, who is Minto’s general manager, are shown. 





later sold the car to Peter Naquin;cause the mortgage was not re- 
of Terrebonne county, who took it| corded in Terrebonne county. 
and kept it at his residence. The two parties that 
The finance company sued Peter they had no knowledge of the 
mortgage in Orleans county. 
Naquin to recover possession of Nevertheless the higher court 
the car. Both Naquin and the West! awarded the finance company 
Bank Motors contended that the/ custody of the automobile and 
finance company could not recover 


said: 
possession of the automobile be-| ‘“Naquin avers that at the time 


AKE EXTRA MONEY 


..- PREVENTING WRECKS LIKE THIS 








MIRACLE RIM ROLLIN 


Here’s your chance to sell your customers ... and thousands of new 
customers...something they have never been able to buy... SAFETY] 


Yes, sell SAFETY from blowout hazards, with the new improved Miracle 
Rim Rolling Machine... and at the same time open up additional profits 
to yourself in changeovers, premium tire sales, wheel balancing, new tube 


sales and recapping]! 


it’s NEWI It's Improved! It’s APPROVED by leading Tire and Rim Authorities! 


The new improved Miracle Rim Rolling Machine makes ANY wheel a safety 
wheel similar to those now standard equipment on many new cars... takes 
the hazard out of blowouts... can be operated by anyone... takes only a 
small space ... fully covered by patents. Complete set of selling aids comes 
with machine, including film of remarkable motion picture showing tires 


blown out SAFELY at 60 miles an hour! 





ee Your BACON 
St Once! 











=BACON-VUECANEZERCMANUFACFURENG-CO— 
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Mire 
“4 : 
i) 


67th 


Street * 





Oaktiand 


8, California, U.S.A. 


iors information, 


—tiee, 


he bought the car he had po 
knowledge of any ou 
mortgage bearing on it and, on 
alleges that none e. 
. . Filing and recordation 
ge chattel mortgage in a county 
of chattel’s location and that o 
mortgagor’s domicile gives mort. 
gage effect in all other counties 
of the state.” 
* 








* * 





Must Minimize Damages 


MODERN HIGHER courts con. 
sistently hold that an automobile 
buyer who claims to have been 
damaged by the seller of an auto. 
mobile must minimize the damages 
as much as possible. 

For instance, in Mossler 
ance Corp. v. ‘Naquin, 31 So. (24) 
247, one Naquin purchased a used 
automobile from West Motors Co, 
for $1,530.40 which included insyr- 
ance, interest and carrying 
and with a warranty that the car 
was free from defects. 


It was admitted later that the 
car was not free from defects, 
Thus the seller breached his war- 
ranty. Naquin sued the seller to 
recover equal to the 
amount he expended for repairs; 
plus attorney’s fees; plus loss of 
the use of the automobile. 

The higher court allowed Naguin 
to recover $1,530.40, with interest, 
but refused to hold the dealer li- 
able for cost of repairs, attorney 
fees and the financial loss sus- 
tained by Naquin through being 
deprived of the car. This court said: 


“The demand of $250 for attor- 
ney’s fees cannot be allowed. The 
demand for loss suffered by hay- 
ing been deprived of the use of the 
car likewise will have to be de- 

nied. It is a well-settled principle 
of law that it is the duty of one 
claiming to have been injured by 
the action of another to minimize 
the damages as much as possible,” 


* * * 
May Refuse to Proceed 


ACCORDING TO a recent high- 
er court, the instant the seller of 
an automobile fails to comply with 
any promise made to a purchaser, 
the latter may refuse to proceed 
with further negotiations and pay- 
ments and recover from the seller 
all money previously paid. 


For example, in Jensen v. Coz- 
zolino Sales Co., 53 Atl, (2d) 6%, 
the testimony showed facts as fol- 
lows: 

A prospective purchaser of a used 
automobile drove it on a trial trip 
and returned it to the Cozzolino 
Sales Co. and told the manager that 
if certain repairs and corrections 
were made he would purchase the 
automobile for the price asked, 
$1,350. 

A few days later the dealer told 
the purchaser that the repairs had 
been made. Relying on this repre- 
sentation, the purchaser took the 
automobile and made a down pay- 
ment of $500. He registered the car 
in his name. 


The purchaser found that the re- 
pairs had not been made, drove the 
car back to the dealer’s garage 
and requested that he make the 
agreed repairs. 


The dealer refused to make 
them and the purchaser turned 
the automobile over to the dealer, 
advised him that he did not want 
it under any circumstances 
sued for the return of his $500. 


The higher court ordered the 
dealer to return $500 paid by the 
purchaser and stated law as fol 
lows: 


“Breach of a condition by one 
party gives the other party 
option of refusing to proceed 
the sale or of waiving the perform- 
ance of the condition.” 

















Texas Officials Report 
Highway Costs Dropping 


AUSTIN, Tex.—A ray of hope 
penetrated the higher-cost-of° 
living gloom when officials of 
the Texas state highway depart- 
ment reported a continue 
downward tendency in average 
road construction costs. 

Average unit prices bid i# 
January were 40 percent below 
the postwar peak of July, 196 
the department reported. The 
bids, however, remained 30 per 
cent above the prewar average 
of 1940. 
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Fewer unnecessary operations 
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».- because women acted! 


= & 


tt 


when leading newspapers throughout the 
country publicized the article im their news 
columns! 


The COMPANION gets this kind of action- 
packed response month after month—thanks 
to its vital editorial content. In the women’s 
field it pays to keep your eye on the COM- 
PANION ....*here’s dramatic proof of that! 


SURGICAL ETHICS MUST BE RAISED — That 
was the overwhelming verdict of thousands 
of aroused women readers of recent COM- 
PANION article “Unnecessary Operations.” 
Requests for more than 76,000 reprints 
poured in from individuals and civic orgar.i- 
zations who were determined to act. The 
drive for correction got still further impetus 


g 


+E 


ghey 8 


Photograph by Beattie-Watts 
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GOES WHERE MOST MONEY IS SPENT—to the choicest 


COMPANION HAS GREATER PENETRATION — It takes 
More than showmanship to produce a sure, steady increase 
Mreaders who finish reading what théy begin. In 1944, 73% 
of COMPANION readers who “read some,” read all. This rose 
to 75% in 1945— 79% in 1946! Dynamic editorial direction 
Mcreases through-traffic in the COMPANION. 


WOMAN’S HOME 


THE MAGAZINE OF PERSONAL SERVICE, 


MORE YOUNG READERS —Competitor’s study shows 41% 
of COMPANION readers 34 years and under — the highest 
percentage of any women’s book. Study by a second compet- 
itor deals with reader gain, ages 15-29. COMPANION increase 
600,000 (1946 over 1944)—nearest book 400,000! Women at 
the height of their buying years read the COMPANION! 


Average Monthly Circulation More Than 3 700,000 
HOME SERVICE, 


cut of America’s women magazine readers, living in the 
country’s wealthiest market areas. In the 24 states that lead 
the country in income (89.45% of total), and in retail sales 
(83.19%) ... the COMPANION has a greater eirculation 
percentage than any service magazine. 


COMPANION 


PUBLIC SERVICE 
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AUTOMOTIVE WASHINGTON 


What Is Dealers’ Stake 


In European Recovery? 


By William Ullman 
Washington Cerrespondent 


PERHAPS THE AVERAGE automobile dealer, as an 
average John Q. Citizen, has formed some opinion in favor 
of or against the proposed Marshall plan for rehabilitating 


western Europe. Probably many have given the matter little 
serious thought, considering it far removed from their busi- 
ness or other immediate in- 
terests. To those who regard 
the ERP, as it is now known, 
as something to be understood only 
by students of international rela- 
tions, or top people in world af- 
fairs, an apathetic acceptance of 
it as a necessary evil is quite un- 
derstandable.: 


tify the invest- 
ment or expense 
he is apt to drop 
the idea. 

Like any other 
businessman he 
will oppose any 
proposed tax bur- 
den on his busi- 
ness which does 
not appear to be 
justified, but he 
usually supports 
proposal 


In operating his business a deal- 
er usually dees a little quick 
acratch-pad figuring when first 
considering some new outlay for 





facilities. or sales promotion. If Ullman any 


such figuring doesn’t seem to jus-| which will benefit his business or 





the community whose prosperity 
he shares. 

Because it seems far removed 
from their businesses or their com- 
munities, few dealers are likely to 
have appraised the ERP in a like 
manner. However, if the experts 
are right, they are much more 
closely concerned with the prob- 
lem than they think. Perhaps a 
little scratch-pad figuring might 
indicate that more real thought, 
and even some positive action. is 
warranted. 

The most tangible and under- 
standable item is taxes. The cost 
of the project must come out of 
Uncle Sam’s tax revenues. Ex- 
perts say it will cost 17 billion 
dollars for the entire four-year 
program. The first year will be 
the most expensive. The first 12- 
month period involves the expen- 
diture of about $5 billion, $63 


gress 
vide for the first 15 months. 
Without allowing for what may 
be recovered from collectible loans, 
$5 billion represents one-eighth of 
President Truman’s budget for 
1949. Prorating budget expenditures 
against taxes collected would mean 
that ERP would take 12% cents 
of each taxpayer’s tax dollar, or 





ARTIST’S SKETCH OF NEW HEADQUARTERS of Osborn-Combs, Inc., (Chrysler. 


Plymouth), 10959 


Santa Monica Bivd., Westwood, 


Calif. The building is 
Sales 


Cost of building, $100,000; property, $40,000; equipment, $28,000. Floyd 
Chrysler Corp f 


pletion. 
for 11 years regional manager of 
Ernest F. Combs 


.-Southern California area, ang 


» Long Beach automobile executive, are partners. 





$125 of each $1,000 paid in federal | 


taxes. 

This applies to the first year, 
when outlay will be heaviest; in 
later years the burden on American 
taxpayers will be lower and lower. 

+ * = 


Cost Affecting Dealers 


IF 40 PERCENT of the cost of 
ERP is recovered, estimated as 
possible by State department 
spokesmen, only 7% cents of each 
dollar of taxes collected will go 
to defray its net cost. Whether it 
will be 7% or 12% cents, the tax 
represents the only cost affecting 


the automobile dealer. 

He does not need to be con- 
cerned about any curtailment in 
his allotment. of cars for the ex- 
perts say automobiles are not 
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TOWPAC FEATURES. . 


33'"4%.. 


about 30 cubic feet. 


further details. 









McCUMOCH / 


sensational 
fowaway trai 


yick extra 


owpasc on i 
* put f floor 


All motorists — 25 million of them— 
are prospects for this modern prac- 
tical trailer. Hunters, campers, skiers, 
vacationists, salesmen, and a hundred 

other groups of car owners want theirs 


showroom... hang one of our attractive 
displays on it. 
come in. New, different, attractive — written 
up in LIFE magazine recently - TOWPAC is 
a great traffic builder and a real money maker. 
. Rigid rustproof tubular-aluminum 
construction. Reinforced canvas bed. Standard 4.00 x 8 pneumatic tire 
and tube. Timken bearing in axle and Oilite bearing in swivel. Carries 
400 pounds easily. Runs smoothly at top speed on any road, and backs 
like part of the car. Packs away in rear deck of car or in broom closet 
at home. Assembles and disassembles in five minutes. Weighs only 
50 pounds. Attaches to any car by two simple safety hitches easily installed. 
Quality buile in one of California's outstanding plants. 
Order Now For Fast Turn Over At Exceptional Profits 
Dealer discounts on 1-12 are 25%, on 12 or more are 
. Here’s an important point; TOWPACs are 
shipped knocked-down in compact cartons; they do not 
clutter your stock room. You can pack four of them in 


All orders shipped f. 0. b. Los Angeles, direct from manu- 


facturer to dealer, sight draft or c. 0. d. as desired. Litetature 
and display material available on request. Write or wire for 


~~ COBPORATION <> » 


6101 W. Century Blvd. e Los Angeles 45, California e Dept. A 
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profi ! 


Put a TOWPAC in your 


..and watch the orders 
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considered essential to rehabilj- 
tation. 

Some trucks and buses will be 
exported, but probably not in suf. 
ficient number to seriously affect 
availability for domestic sales, Ex. 
ports of cars and trucks in 1948-49 
are not expected to exceed 2 per. 
cent and 5 percent respectively of 
total production, or the same pro. 
portion as in 1947-48. Total stee} 
exports to all the world are sched- 
uled to continue at about 11 per. 
cent or 12 percent of total produc. 
tion. 

What does the automobile dealer 
get for his tax contribution to the 
ERP? 

The testimony of authorities in 
and out of the Administration in- 
dicates the following justification 
for ERP. 















* * * 


Trade in Danger 


IGNORING THE vast American 
capital investment in Europe prior 
to the war, the taxpayers of this 
country spent $300 billion to de- 
feat the totalitarian aggressors in 
World War II. Three hundred and 
thirty thousand American lives 
were sacrificed. 

Our foreign trade is in danger 
of a worse state of collapse than 
resulted from the worldwiae de- 
pression of the early thirties. Yet 
the area of Europe controlled by 
those opposed to our way of life is 
nearly as great as it was before 
Hitler started on his world con- 
quest rampage. 

Viewed solely as a_ business 
proposition is it good business to 
make no effort to salvage some- 
thing out of the wreckage? As 
one witness before the Foreign 
Relations Committee of the Senate 
put it, it is good business to make 
every reasonable effort to keep a 
good customer or supplier from 
going broke. 

This witness, James D. Zeller- 
bach, president of the Crown Zel- 
lerbach Corp. of San Francisco, 
said that we need the prosperity 
and peace of the western BEuro- 
pean countries to protect our own 
economy. 

The attitude of American busi- 
ness toward the European Re- 
covery Program, he said, should 
be as practical and realistic as 
its attitude toward a particular 
enterprise which is facing paral- 
lel problems, 

We fought World War [0 pri- 
marily to protect ourselves against 

the aggressor dictators after they 
had almost vanquished the nations 
which were a bulwark serving to 
protect us. Our most informed in- 
ternational experts have stated 
that the rehabilitation of western 
Europe is the only practical means 
of protecting ourselves under 
peacetime conditions against the 
aggression of the evil forces that 
are bent on destroying our way 
of iife. oer ® 


What's the Effect? 


TO ABANDON the western Eu- 
ropean countries to their fate 
would be to encourage them to 
seek help elsewhere or to give up 
in despair. Their ruin would leave 
us with no defense short of our 
own boundaries, whereas to help 
them to make themselves strong 
again will be to strengthen our 
own defenses, To do so may actu- 
ally avert another war which 
would certainly be more costly 
than the last one. 

If we are truly grateful that 
the last war was fought on for- 
eign soil rather than on our OW, 
if we do realize that the 
tance of the western European 
countries to the dictators did 
afford us protection, we sho 
realize that their rehabilitation 
is worth more to us than can be 
measured by dollars. ; th 

Congress will act in keeping wi 
the popular views reflected hy the 
active interest of the public. As . 
large part of that public those de, 
the automotive industry and tra a 
it seems, should become aware 4 
the situation, weigh the facts @™ 
voice their conclusions. 








T. W, 





AUTOMOTIVE NEWS, FEBRUARY 16, 1948 


STOP PUFFING ALONG WITH 
OUT-OF-DATE “FIGURES!” 


You need today’s facts 
and figures on Philadelphia... 
America’s 3rd Market 


In today’s high-powered merchandising 
world you will fall far behind without the 
latest marketing data. In Philadelphia, today’s 
statistics prove THE INQUIRER first in 


advertising, and out front in productivity. 


ar 
NOW LEADER IN NATIONAL ADVERTISING! 


In 1947, THE INQUIRER assumed first place in 
national advertising in Philadelphia; today 
is ahead on both a 6 DAY and 7 DAY basi$! 


NOW IN ITS 15TH CONSECUTIVE YEAR 
OF TOTAL ADVERTISING LEADERSHIP 
IN PHILADELPHIA 


Che Philadelphia Pnguirer 


CIRCULATION: DAILY...OVER 700,000 © SUNDAY...OVER 1,000,000 


Exclusive Advertising Representatives 
T. W. LORD, Empire State Building, N. Y. C. ROBERT R. BECK, 20 North Wacker Drive, Chicago GEORGE S. DIX, Penobscot Building, Detroit 
West Coast Representatives: FITZPATRICK & CHAMBERLIN, 155 Montgomery St., San Francisco 


ne ee 





Making History 
\\ All Over the Map 


¥%17 Unbanked Curves a Minute! Driven by 
the famous ‘‘Cannon-ball’’ Baker on this narrow 
mountain trail, the Nash Ambassador climbs and de- 
scends 6684-foot Mt. Mitchell—highest peak in the 
Eastern United States—in the new time of 38 minutes, 
31 3/5 seconds for the rugged 20-mile course. 


a” Record-Smashing Power! Charging up steep grades 
and around 99 hairpin bends and curves, the Nash 
Ambassador sprints over the ten-mile course to Mount 
Washington's 6293-foot summit to set a new record of 
15 minutes, 27 2/3 seconds. 





Nash ‘'600’’ home-town owners to back 


You can talk about research engineering 
up his statement. 
A Nash Dealer doesn’t have to say‘ ‘power”’ 
—he says ‘‘//2 horsepower generated by 


-.. . product development .. . proving 
ground tests from now until breakfast. 

the famous Nash Ambassador. valve-in- 

head engine’’—and he can point to hill- 


climb records. 
And when it comes to stamina, there’s no 


But eventually your prospect wants to 
better evidence than Nash registrations. 


know the answers to a few simple ques- 


tions— 
How much does it cost to run? 

How will it stand up? 

How will it perform? 

Out where the going is toughest . . . where 
the grades stand on end .. . where gumbo 
glues to the tires . . . up north where gales 
howl and the frost bites deep . . . that’s 


And that’s why Nash keeps on proving— 
where Nash has its staunchest long-time 


out in the open, and in actual figures—what 
Nash cars can do... how well they can 
go on doing it. 
owners. 

A Nash Dealer doesn’t have to say ‘‘econ- 
omy’’—he says ‘‘more than 25 miles to a Yes, from the canebrakes to the top of the 
gallon, at average highway speeds’’—be- corn belt, Nash popularity is greatest wher- 

ever an automobile simply has to be better. 


cause he has AAA figures and plenty of 


Rides the “600”. 


MM Into Death Valle 

Leading the average of competing cars by 20%, 
the Nash ‘*‘600’” averaged an amazing 28.6 miles 
per gallon over the 300-mile mountain route from 
Los Angeles to Death Valley in the 1947 Hancock 


Official Pace-Maker! Jn one of the most dramatic ‘‘500’’ races ever run at the Indianapolis Speed- 
way, President George W. Mason pilots the 1947 Nash Ambassador Official Pace Car that sends the 
r ; Economy Run. 


contestants off to a flying start. 


Gaeat Catd Sime 1GO2 


Nash Moters Division, Nash-Kelvinater Corperation, Detroit 


3 it’s an old Nash Custom! Ever since the Los 
Angeles to Grand Canyon Run of 1941, the Nash 


\ ye 538 Miles on a Tankful! Fueled with regular 
non-premium gasoline, the 1947 Nash ‘‘600’’ 
*'600’’ has won every Economy Race, against every 
full-size car in competition. On the occasion above, the 
Nash ‘**600’’ averaged 25.8 miles to the gallon at the 
unusually fast economy pace of 42.6 miles an hour. 


averaged 26.32 miles per gallon at an average 
Speed of 36.02 miles an hour over the famous 
Indianapolis Speedway track. Attested to in the 
AAA record book, 


Official 
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vice facilities in all the main U. 8S. 
centres was forecast by Sir Wil- 
liam Rootes, chairman of the 
Rootes Group of car manufac- 
turers, on his return to England 
from a U. S. tour. 

“Important U. S. interests will 
organize and develop the distri- 
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"°47 British Auto Output 
Equals Prewar 1938 
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taxes. ‘They do NOT c bution of Rootes Group products, 
tion charges, state and make available in all the| ported last week. 
tenal equipment. main centers of the U. S A, Of the country’s 1947 produe- 


BOSC — Sestes 60 Spectat—<-dr. : ss comprehensive service facilities, tion, 287,000 were passenger cars 


he said. 
Sir William was cautious as 
= | to the possible market for Brit- 
ish cars in the U. S., particularly 
, | KFIFTY-TWO EMPLOYES of Valley Motor Sales Inc. (Ford), Charieston, W. Va.,| since the market there is highly 
+; | received checks totaling $43,203 under dealershi>’s profit-sharing , according to 8. 8.| competitive. 
Burford, president. At the presentation banquet he told the workers: ‘It is you who 
Just to produce an American- 


who have saved material and time and have kept our customers satisfied. It is a looking car is not enough, he said: 
pleasure to share the profits with such a team. Left to right: Ft a: vice- the British car manufacturer has 














a -dr. sed., | Cook, cumaser of ie 5 ste axpuseanent at Valley, Motor: Burford; Arthur ‘g. ‘Bishop’ to bring out something different Truck Haulage 
rere Se, oe oe, Bn ee ee oe So ee ee 
Sat oat eed pat eer Be “oe 
maa Se ee = | ~Auto News from Britain _ ||T-# fer %us Peak in 1947 

SOD Se eee ee OS | SE” The British government’s ground-| WASHINGTON.—Predictions that 
$1,162.28; bun. “eps., ‘$1,007.50: Gas Ban Fatal to Vets With Service Stations; nut (peanut) scheme in East Afri-|the volume of freight transported 


by motor carriers during 1947 would 
exceed any previous year’s volume 
were borne out by full-year figures 


ca will mean an increased trans- 
port service, and an order for 750 
Bedford trucks, of the 5-ton type, 






New-Car Registry Drops by 50 Pct. 

















. _ 
$2,106.75; 2-dr. sed., $2,079.25; spt By Arthur E. Jones car factories did not leave enough | has been given to Vauxhall Motors, iled and made public last 
ah i. Fe ins "ha ae. = Staff Correspondent clear floor space, and he considered | Ltd. . peg apn os "frechinn Aaa 
184.50; ~ ores $2,106; bus. i $2,-| LONDON.—Refusal of > aa ao toe som well ahead in safety ——————————. The ATA announced the index 
105.75; conv. $2,604.50; Town Country | ish government to restore the ic | precauticns. * * fi based the ave onth- 
. = -F Begin gure, on average m 
qnasiber mamborpam.” wh, Ja198.78: gasoline ration to car owners has; American workers in the U. 8. K-F Dri a on ly tonnage of the reporting car- 
50; ,|meant that hundreds of ex-ser-| car factories are ahead of British t-Drive els riers for the three years from 1988 


vicemen who invested their war) workers in their output per man W RUN.—First produc-| through 1940, stood at 206, an all- 
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$2,227.75; lim., $2,354.25. 
DeSOTO—Deluxe—4-dr. sed., $1,656.50; | savings and gratuities in country-| pour, even allowing for thei .|tion of right-hand-drive Kaisers 
.50; J 646; ’ g for r ad g time record. It compared with an 
= > Sse: ‘cunom sar.” xed. | Side service stations and cafes for vantage in machine tools, he found.| and Frazers for overseas delivery | index of 184 in 1946 and the pre 
$1,709; 2-dr. sed., $1,688; spt. cpe., $1,-/ motorists will have to close. British workers will have to in-| 2"4 the initial shipment of several | vious record of 186 in the wartime 
698.50; conv., $2,092.50; stat. wag., $2,- Announcing refusal to remove i hundred of the new units to the ear of 1943 
427.75; 7-pass. sed., $2,111.75. ban, Sir Stafford| CTe@se their output if U. K. cars Afri _1y¥ . 

DODGE —Detuse-_4-4r. sed.. $1,566; 2-| ‘he gasoline are to compete in the world mar-| Union of South ca was an-| The volume of freight transport- 
dr, sed., $1,512.75; bus. cpe., | $1.439; | Cripps, chancellor of the exchequer) 1+. with America, Charnock,|0unced last week by Hickman! .4 py motor carriers in December 
Custom—4-dr. sed., $1,607.50; town sed.,| estimated that as a result they warned "| Price jr. executive vice-president | increased 2.5 percent over Novem- 
$1,681.25; spt. cpe., $1,602.25 conv. $1,-/ were saving $40,000,000 a year. The : “a ae of Kaiser-Frazer Export Corp. ber and 113 percent over Decem- 
991; 8-pass. ee: na - AP ae. dee. ‘gus rate of saving in gasoline was put Double-Deck Production of right-drive autos|,—. 1946 bri nging the index figure 
$200.78; ‘Zar. sed., $1,211.89; bus. epe., | ®t 5,000,000 gallons a week. Se started on regular Willow Run as-/... :4g for December, 1947 
$1,154; Super Deluxe “6”"—4-dr. sed., $1.-| A special group of investigators Single-deck buses are disap- | sembly lines Jan. 19 to fill a large|"”, parable reports received ty 
371.87; 2-dr. sed., $1,308.72; sed. cpe../is to probe into the black market| pearing from use in publicly | backlog of orders from K-F dis- ATr as 995 carriers in 40 Gale 
ee as bus. Tea, = "e. in gasoline. operated services. They are being | tributors in foreign countries ie ved these carriers t ported 
345.56; 2-dr. sed., $1,287.67; bus. cpe., Foreign visitors to Britain will | replaced throughout the U. K. by | which require such steering place- egate of 2123 453 toms in 
$1,229.78; Super Deluxe ‘‘V-8”—4-dr. sed.,| be allowed a special quota of double-deck buses, and several | ment, Price said. The units des- i oie ea canted S.071.890 tem 
Bota es ar. eee eit, con. g1.| Saseline for their stay in the | manufacturers have had to al- | tined for South Africa were spe- ' Now oe d 1908255 tons in 
T4024: stat wag, $1,972.26. | Country. ter their plans to deal with this | cially upholstered in vinylite, a| i November and 2, 

FRAZER—4-dr. sed., $2,310.24; Man-| One result of the ban has been a/ new need. new simulated leather plastic mber, : 
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Here’s You 


Rank and Distribution of New Cars in 115 Sales Districts 


the Supplementing the Journal-American’s gigantic Sales 

Operating Manual, this survey offers automobile execu- 

tives precision control of the New York Market. Based on 

the narrow break-down in this survey, you can actually 

spot on detailed maps where your competitors are located 
. where your dealers are needed. 


| cache aera with up-to-date information . . . 
Journal-American new car passenger survey for 1947 
reveals where new cars go in New York . . . which make 
is preferred . . . and the percentage by make. A compila- 
tion of the year’s monthly reports, the survey points up 
trends as well as the current sales picture. 
This valuable study gives the sales rank and distribution he Seagarge  * oe po ae 
pattern for the entire New York market, broken down Advertising Service man. He will be glad to supply you 
into 115 sales districts . . . practically a neighborhood by with a copy and illustrate how it may be used with the 


neighborhood analysis. Sales Operating Manual. 
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NATIONALLY REPRESENTEO BY 
HEARST ADVERTISING SERVICE 








Dealer Doings 


our present fair and equitable 
policy of distributing the new 
Pontiacs allocated to us as folows: 

1. Old customers. 

2. Other Pontiac owners. © 

3. Other prospects who qualify. 

“While we adhere to this policy 
in general, there are emergency 
situations that require special 
handling. We are always happy to 
show and demonstrate the new 
Pontiacs and to discuss your par- 
ticular automobile problems witb 
you.” 





Vordenbergs Hit Jackpot 
For Polio Fund Drive 


Earl Vordenberg of Vordenberg 
Chevrolet Co., Cincinnati, went all- 
out to promote the bowling contests 
for the polio drive when he con- 
tributed his own sons as entries in 
the Oakley social club contests. 
Moreover, he supplied the rose- 
maroon-colored Fleetline Aerosedan 
as one of the prizes, to be awarded 
by the Greater Cincinnati bowling 
council for the benefit of the infan- 
tile paralysis campaign. 

The Vordenberg sons, Richard, 

Howard, Robert and Jack, 
climbed from seventh in the Oakley 
league to second place, winning 11 
out of 12 games. The matches are 

to bring in as much as 
$50,000 for the polio drive. 
* > + 


Summerfield Takes Over 
Firm in Grand Rapids 
Assets and equipment of A. B. 
Johnson Chevrolet Co., Grand 
Rapids, Mich., have been taken 
A over by a newly 
formed cor- 
poration, known 
as Friendly 
Chevrolet Co. 
and headed by 
Arthur E. Sum- 
merfield, Flint 
Chevrolet 
Vice-president 
and general 
manager is A. 
Bruce 
manager for 18 
years of Summerfield Chevrolet 
Co. of Flint. Secretary of the 
firm is a Grand Rapids attorney, 
Oscar E. Waer. Summerfield is 


man of the Michigan association’s 













































+ 
Radio Broadcast Marks 


Gurley 10-Point Ceremonies 


Gurley Motor Co. (Nash), Golds- 
boro, N. C., was awarded the Nash 
10-point select dealer plaque at 
elaborate ceremonies which were 
broadcast over the local radio sta- 
tion. 

Among those attending were: G. 
A. Porter, district manager; HL. 
Walters, Washington zone man- 
ager; C. H. Gurley, owner; O. G. 
Watson, assistant zone manager, 





publican party rs 
International Harvester Opens 


Oakland (Calif.) Branch 

Announcement of the formal 
opening of a new International 
Harvester sales and service branch 
at 2855 Cypress St., Oakland, Calif., 
has been made by E. H. Watkins 
and L. E. Hall, the company’s mo- 
‘tor truck and general line Western 
region managers. 

In addition to supplying a new 
base of operations for the Oakland 
sales district (Northern California, 
Western Nevada and Hawaii) the 
new building provides headquarters 
for the company’s Western region 
sales and service executives. 

€ + * 


Fish Retires, Sells Dealership 


In Rutland to Sheehan 


Herbert W. Fish, for 30 years a 
veteran dealer in Rutland, Vt., has 
announced his coming retirement 
from the auto sales business and 
has sold his dealership to John J. 
Sheehan, formerly of Cohoes, N. Y. 
Fish will stay with the firm for a 
short transition period before re- 
tiring. 

The new owner, who has had 14 
years’ experience as salesman and 
sales manager for automotive firms 
in Troy, N. Y., and Cohoes, is 
changing the name of the business 
to Sheehan Motors, Ine. 


Bentrup-Shields Open House 
Introduces New Plant 


A large crowd attended open 
house at Bentrup-Shields Motor 
Co., Manhattan, Kans. The com- 
pany invited the public to inspect 
its new building, showrooms, 
service, parts, accessories, and 
used vehicle department. 

The brand new building of yel- 
low brick is 75 by 150 feet, and is 
said to be one of the most mod- 
ern in the Manhattan aren. A 
showroom is illuminated with al- 
ternate spotlights and floodlights. 

* * 


Policy for '48 
Fair Distribution Pledged 


In Villa-Pontiac Ad 


BUFFALO.—Villa - Pontiac, Inc., 
2800 Bailey Ave., used a newspaper 
ad to announce the following New 
Year’s resolution: 

“We resolve in 1948 to continue 
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DON ALLEN MIDT 
Broadway, New York City. The dealership has also opened a service and parts depart- 
ment at 227 W. Gist St. 


‘OWN Chevrolet Inc. recently opened its new showroom at 57th and 





and J. L. Johnson, service and parts 
instructor. 


* * 


Edwards Helps Drive 


For Friendship Train 

Paul Edwards of Edwards Motor 
Sales, Inc. (Kaiser-Frazer), Spring- 
field, Ill., loaned a local Friendship 
Train committee a new car for use 
during the contribution period. 

He also contributed 10 pounds of 
flour on behalf of each of his 40 
employes. 


O’ Neill Motors, Cincinnati, 


Gets DeSoto Franchise 


J. F. Boyer, Cincinnati regional 
manager for DeSoto, has announced 
the appointment of Bill O’Neill 
Motors, 344 Ludlow Ave., as the 
new dealer in DeSoto-Plymouth. 

R. W. O'Neill, head of the new 
firm, started with General Motors 
in advertising and sales promotion. 
After serving as a B-29 pilot in the 
air offensive against Japan, he 
joined the Detroit branch of De- 


the girt at the sight 
yourself 100% if yo" oo and talented 


Soto as assistant advertising man- 
ager. A later transfer made him 
district manager for DeSoto in 
Cincinnati. Other members of his 
new firm are Joe Peyton, service 
manager, and Lester Steitlee, parts 
manager. 


* 


+ * 
Gladney & Childs Obtain 


Pontiac Franchise in Ga. 


Gladney & Childs Motor Co, 
Tifton, Ga., has been appointed 
a Pontiac dealer. 

The dealership is owned and 
operated by John W. Gladney 
and Alton Childs. 


* * * 


40 Years’ Service 


George Robinson has _ received 
his 40-year I-H service emblem 
from the Kansas City motor truck 
branch of International Harvester 
Co. Robinson began his service 
with I-H at Cedar Falls, Ia. in 
1903. 


Eveleigh on Bank Board 


Merton A. Eveleigh, president of 
Smith-Eveleigh Motor Sales, Inc., 
Watertown, N. Y., has been elected 
to the board of directors of the 
Watertown National Bank. 
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Dealer 


Kirckhoff Is New President 


Of St. Louis Dodge Dealers 

William A. Kirckhoff has beer 
elected president of the St. Louis 
(Mo.) Dodge Dealers Assn. E. B. 
Jones is vice-president and John 
E. Clark is secretary-treasurer. 

Board members are A. Charler 
Giomi, Sidney Weber, Earle Bitzer, 
Clarence C. Boyd and William R. 
Johnson. 

* az - 

Superior Coach Line Taken 
By Augustus, Louisville 

Louis Augustus has opened a new 
truck and trailer establishment at 
Floyd and Market Sts., Louisville, 
Ky. 

He will handle Superior coaches, 
accessories and parts. 

* ++ * 


Keith Leaves Factory Post 
To Open Chevrolet Firm 


M. N. Keith has resigned his posi- 
tion as fleet manager for Chevrolet 
at Kansas City, and will take over 


Doings 


a Chevrolet dealership at Sheridan, 
Ark. 

The firm will be operated as 
Keith Chevrolet. Inc. Keith’s son, 
Joe C. Keith, will be secretary- 


manager. 
* * 


Over 1,000 Attend Debut 


Of GMC Memphis Branch 

Formal opening of the new re- 
tail branch of GMC Truck & 
Coach division in Memphis was 
attended by over 1,000 business- 
men and civic leaders. J. B. 
Moseley jr., retail manager, was 
host to the delegation. 


Division officers in Memphis 
for the official opening were T. 
B. Cookerly jr., general sales 
manager; G. B. Sturgis, manager 
of parts and accessory merchan- 
dising and distribution; A. A. 
Shantz, general parts and serv- 
ice manager; H. T. DeHart, ad- 
vertising manager; R. C. Oliver, 
field relations, and E. E. Chrit- 
ton, vice-president of Yellow Mfg. 
Acceptance Corp. J. E. Singer, 
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Memphis zone 

Moseley in all 

ments for the opening. 
a * > 


manager, aided 
local arrange- 


Open House Marks Opening 
Of Geyer in Wabash 

Geyer Motor Sales, Inc., Wabash, 
Ind., held a two-day open house 
to celebrate the opening of its new 
headquarters at 537 S. Wabash St. 

The opening featured the first 
showing of the 1948 Ford trucks, 
according to Robert E. Geyer, 
general manager. 


Yankee Spirit 


Expansions, Openings Occur 
Throughout N. H. 


Announcements of new dealers 
and openings of new automobile 
showrooms have been frequent in 
New Hampshire lately. 

George W. Plante, distributor of 
International Harvester trucks and 
farm machinery, has announced 
opening of a new establishment at 
756 Third Ave. in Berlin, N. H., in- 
cluding spacious salesrooms, two 
modern offices, an elaborate parts 
department, garage and _ service 
station. 

A new Ford sales and service 





THE SHOWROOM OF HARRIS MOTORS Inc. 
Kansas City, is 30 by 70 feet. 
150 feet. Max B. Harris is president. 


establishment has been opened on|that it would soon display the new 


the West Lebanon Rd. in Lebanon 
by the firm of Flanders & Patch, 
headed by Herbert D. Patch, a Ford 
outlet in that town for 25 years. 
The public was invited to the open- 
ing ceremony. 


Wescott-Hemeon, Inc., on N. 
Main St., Franklin, has announced 
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Popular Mechanics 


Progressive Farmer 


















Popular Science 


Farm Quarterly 


Pui 


Monthly 


Farm Journal 







Plus other Auto-Lite Advertisements in... 


Country Gentleman 


Successful Farming 
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PLUGS 







The service department in the new 


(Lincoln-Mercury), 1001 State Ave., 
building is 100 by 


Tucker automobile. 


Turcotte Motor Sales in Somers- 
worth sponsored the first public 
showing of the new 1948 Ford 
trucks in that area. A. D. Turcotte, 
head of the company, held an open 
house, with a lunch and cocktails, 
to mark the event. 

+ * 


Robertson (Ford) Opens 


Toronto Service Center 


Robertson Motors Ltd. (Ford), 
Toronto, Ont., has opened new 
sales and service center at 1515 
Danforth Ave. The service floor 
covers 7,500 square feet of un- 
obstructed space, doors have a 
13 foot clearance, and a stock of 
$50,000 in parts is maintained. 

Jack Robertson is president 
and general manager; Ed Stra- 
thy, sales manager; J. M. Lamb, 
service manager; Art Russell, 
parts manager, and I. O. Fer- 
guson, fice manage. 


Maloney Motors, Boston, 


Opens for Studebaker 

Maloney Motors Inc. (Stude- 
baker), Boston, has formally opened 
its new showrooms at 750 Common- 
wealth Ave., celebrating the event 
with an open house for the entire 
New England Studebaker dealer 
organization and Studebaker Corp. 
officials. 


The new company is headed by 
John E. Maloney, former Kaiser- 
Frazer distributor for Eastern Mas- 
sachusetts. John S. Amerman, who 
has been connected with ‘stude- 
baker in an executive capacity for 
more than 22 years in the New 
England territory, is vice-president 
and general manager. 

+ * . 


White Heads Nash Dealers 


In Metropolitan L. A. 


At the annual meeting of the 
Nash Dealers Assn. of Metropoli- 
tan Los Angeles, the following 
officers were elected to serve for 
19438. 


Bob White, president; Ray D. 
Wilson, vice-president; Spencer 
C. Honig, secretary-treasurer; 
Lyle P. Brown, and Clarence 
Walker, directors, and Jack 
Groth, chairman, advertising 
committee. 


+ + a7 
Patton Gets Reo Franchise 


For Two N.J. Counties 


Harry Patton 
has opened a 
dealership at 111 
Houston 8t., New- 
ark, N. J. He will 
distribute Reo 
trucks and buses 
in Essex and 
West Hudson 
counties. 

Patton formerly 
was sales and ad- 
vertising director 
for the Indian Motocycle 
Springfield, Mass. 

* * 





Co., 
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Luckman of Chicago Bears 


Buys Share in Dealership 


Sid Luckman, famous quarter- 
back of the Chicago Bears, has ac- 
quired an interest in the Chrysler- 
Plymouth dealership previously op- 
erating under the name of Bunnin 
and Sons at 3651 Ogden Ave., Chi- 
cago. 

The firm will henceforth be 
known as Sid Luckman Motor Co. 
and will occupy the same facilities. 
Charles Kramer and V. P. D. Me- 
dlevine retain their interest, 




























































































To Double Gasoline Tax 
The Butler bill, doub the 
state tax and leaving the 


Automobile Club of Missouri, vig- 
orously opposed the measure with 
thé contention that the highway 
department does not need addi- 
tional revenue at this time for the 
development of the main highway 
system. 

These organizations are support- 
ing another bill which would in- 
crease the present 2-cent gasoline 
tax to 3% cents, with the addi- 
tional revenue allocated for coun- 
try roads and city streets. This 
bill has been passed by the Senate 
and is now awaiting House sction. 

. * * 


Conn. Calls Special Session 
To Lower State Taxes 
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ticut legislature has been called 
for Feb. 17 by Gov. James L. Mc- 
Conaughy, who urged that the ses- 
sion be limited to reducing state 
taxes either by lowering the rate 
of the 3 percent sales and use tax 
or substituting some other tax 
for it. 

Although leaving the choice of 
modification up to the legislators, 
the governor set down conditions 
he wishes to see observed. The 
legislature must keep in mind the 
state’s need for $26,000,000 a year 
to finance the veterans’ bonus, in- 
stitutional expansion programs, 
and increased aid to towns for edu- 
cational budgets, he said. The gov- 
ernor also said he does not want 
to see anything exempted under 
the present 3 percent sales and 
tuse tax made taxable by a revised 
tax program. 

+ 


Conn. Studies Mandatory Use 
Of Safety Equipment 


Legislation calling for the man- 
datory use of tire chains or other 


A special session of the Connec-! equipment to insure traction, and 
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T. B. ATTMORE and his sons T. B. Attmore jr., and George 8., are owners of Go- 


More Chevrolet Co., which recently 


defrosting devices on all auto- 
mobiles using Connecticut high- 
ways in bad weather, may be 
sought at the next regular ses- 
sion of the general assembly. 
Royal W. Thompson, superinten- 


saying that 


tendent of the Hartford street Bn iv ete 


department and president of the 
Connecticut Assn. of Street and 
Highway Officials, said the asso- 
ciation will discuss such action 
at its next meeting. G. Albert 
Hill, state highway commission- 


Here’s a proposition that’s sure-fire to 





build long haul business for car dealers. 
Make a hit with new customers by 
actually guaranteeing them improved 
cooling system performance right from 
the start—install a Butler De-Scaler 
in the radiator of every new car, truck, 
tractor or bus you sell. 


The new car owner’s cooling system 
troubles end before they start . 
because the amazing Butler De-Scaler 
—already proven a profitable success in 
the fleet field—prevents trouble-making 
rust and scale from ever forming in new 
car cooling systems . KEEPS 
WATER CRYSTAL CLEAR 
eliminates overheating of engine, neces- 
sity of reverse block flushings; saves 
car owners from expensive breakdowns, 


Retail Price, 
$4.95 each 


Sold under Fair Trade 
Agreement in States where 
Fair Trade Laws have been enacted. 


Butler De-Scaler Model ATI covered 
U. 8S. Pateat No. 2,424,145. Other 
. 8S. and foreign patents pending. 





Guarantee Your Customers Trouble-Free 
Cooling Systems Right From the Start 


... and Build Good Will for Yourself 


overhauls, repairs. Butler De-Scaler is 
guaranteed for one year or 25,000 miles. 


This small investment will pay big 
dividends for vou in customer satisfac- 
tion and opportunities for repeat busi- 
ness. Ask your Butler Jobber for 
proposition, or write direct to: Butler 
Engineering Co., 2626 Rousseau St., 
New Orleans 11, Louisiana. 





EASY TO INSTALL 


Installed in radiator hose or radiator accord- 
ing to simple instruction, Butler De-Scaler’s 
galvanic cell action dissolves scale and rust 
in old systems, prevents their formation in 
new ones. Keeps water crystal clear. 


ELIMINATES RUST — KEEPS COOLING SYSTEM CLEAN 





construction of its building in W: 
has 20,000 square feet of floor space with an unusually 
department. 


er, indorsed Thompson’s proposal, 
chainless cars 
caused traffic tieups constituting 
@ major inconvenience to other 
travelers and a serious block to 
the work of the highway depart- 
ment’s plows and sand trucks. 


had 


Permanent Plate Cases 


A petition to require car owners 
in Massachusetts to instali 
manent number plate cases at a 
cost to the state or the owner of 


per- 





LS 


N.Y. Bill Would Require 
Uniform Truck Bumpers 


Pending in the New York state 
legislature is a bill to make it 
unlawful after Jan. 1, 1943, to 
operate motor trucks, trailers or 
semi-trailers, unless their rear 
bumpers are constructed so as 
to contact bumpers or guards of 
other motor vehicles and prevent 
any rear overhang from causing 
damage in a collision. 





between $3 and $4 a set, has been 
heard by the Massachusetts com- 


»| mittee on highways and motor ve- 


hicles. Robert L. Devine of the 
registry of motor vehicles, testify- 
ing at the hearing, said he is “not 
convinced that the advantages are 
commensurate with the cost to the 
state.” 

+. 7” +. 


Oppose Lock Law 


A bill has been filed with the 
Massachusetts legislative commit- 
tee on highways and motor ve- 
hicles, which would require drivers 
to lock vehicles before leaving 
them unattended. Appearing in op- 
position to the bill, Myles L. Illing- 
worth, director of the Motor Truck 
Assn., asserted that drivers deliy- 
ering bread, milk and other com- 
modities could hardly be expected 
to lock their trucks at each stop. 


Willys Unifies 
Parts Division 
Under Benhoff 


TOLEDO.—Willys-Overland last 
week announced that it has unified 
its domestic and export parts oper- 
ations into one general parts de- 
partment. Two new executives were 
assigned to carry out a plan for 
increasing the flow of replacement 
parts and accessories to distribu- 
tors and dealers in the U. S. and 
abroad. 

According to Arthur J. Wieland, 
executive vice-president, the two 
parts departments, which in the 
past have operated separately, have 
consolidated to keep pace with the 
company’s accelerated production 
of motor vehicles. 

Manager of the general parts 
program will be August Benhoff, 
who has been associated with Wil- 
lys-Overland, principally in the 
parts phase, since 1909. 

Wieland announced that Thomas 
H. Stambaugh, formerly with Hud- 
son and General Motors, has been 
named assistant general parts 
manager. 

Francis H. Blake, who for the 
past year has been parts and serv- 
ice manager for Willys Export 
Corp., will assume additional re- 
sponsibility as domestic parts and 
accessories merchandise manager. 
He will continue to direct the 
— phase of the export corpora- 
tion. 

Stambaugh started as a zone 
parts and service manager for 
Chevrolet in Denver, and served 
as director of parts and service for 
both Oldsmobile and Hudson. 


While with Hudson, Stambaugh 
served as chairman of the replace- 
ment parts committee of the Auto- 
mobile Manufacturers Assn. Im- 
mediately prior to joining Willys- 
Overland, he was sales manager of 
the after-market division of Mon- 
roe (Mich.) Auto Equipment Co. 

Blake joined Willys-Overland in 
June, 1946, following replacement 
parts and accessories merchan 
ing work with Chevrolet. 


List of War Reports 
Made Available by U. S. 


WASHINGTON.—A classified list 
of 1,800 reports on German, Jap- 
anese and American’ wartime 
technology available in printed 
form is now on sale by the Office 
of Technical Services, Department 
of Commerce. 

Some of the most valuable in- 
formation found by American in- 
vestigators in two years of search- 
ing German firms and laboratories 
is included in these reports. Reports 
on automobiles and fuels are in- 
cluded. 


Read A. H. Allen’s “FOB Factory” ® 
AUTOMOTIVE NEWS each week for 
latest on manufacturing trends. 
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Talks Given by 


Below are more of the talks that 
were given by dealers at the serv- 
ice symposium held during the 
NADA convention in Chicago: 


Today’s Overhead—Tomorrow’s 
Headache 


By Ernest Burwell 
Spartanburg, S. C. 

As long as the present seller’s 
market continues, few dealers are 
growing gray hairs on the subject 
of overhead. But when optimism 
is most widespread—when almost 
everyone feels that a new era has 
come—the wise individual begins to 
be wary and cautious. 

History has a way of repeating 
itself, so let’s take a look at the 
record. Following World War I 
dealers were booming as now. 
But the readjustment of 1921 
saw 13,452 fail. The year 1929 was 
the biggest motor year on record, 
but by 19382 dealer mortality had 
reached 23,150. The year 1937 
looked like a new era but 1988 
washed out another 
periods of deflation do affect 
dealers. 

Over 50,000 failed in less than 
a generation. Most of them were 
caught off guard, unprepared for 
the rainy days that inevitabiy fol- 
low periods of fair weather. 

Inadequate capital and lack of 
experience took the heaviest toll. 
Proper development of fixed in- 
come from parts and service could 
have saved thousands. Other 
causes of failure were: 


1, Inventory losses — especially 
used cars. 

2 Credit losses—weak notes and 
accounts receivable. 


3. High salaries and wages—un- 
controlled expenses. 


4. High priced leaseholds and 
building debts. 


Today, no one in the industry 
is optimistic enough to think the 
present upward volume will con- 
tinue forever and the $64 ques- 
tion is “When will it end?” Who 
knows? Maybe one year; maybe 
two; some say three—but the 
press and the economist say— 
“Readjustment this year for 
many lines.” 

For instance, the Crowell-Collier 
survey just completed, finds a mar- 
ket of 9,000,000 waiting new car 
buyers. While 7 percent expressed 
no opinion; 60 percent think cars 
will be cheaper this year and 30 
percent expect no change in prices. 
Note with caution that only 3 per- 
cent are prepared for higher prices. 
Ada the third round of wage in- 
creases now demanded by union 
labor and you get the changing 
picture. 

But whatever the forecasts and 
predictions, we all agree that it’s 
time to get sales-minded and ex- 
pense conscious. It’s time to get 
control of your overhead before 
your overhead gets control of 
you 











1. Full development of parts and| 
service is the key to security. 
That’s the bright star on the hori- 
zon. This colossal $7,000,000,000 
parts and service market is a big- 
ger business than the sale of 4,000,- 
000 new cars, and the markup is 
better. Yet dealers still let inde- 
Pendents take 68 percent of the 
service business. 

With overhead the highest in 
history, with the break-even point 
higher than it ever was, parts and 
service is a harbor of safety, our 
best opportunity to make fixed in- 
vome exceed fixed expenses and to 
earn a net profit with a minimum 
of car sales. 

2 Get the right service manage-| 
ment. Successful service is a sell- 
ing job. 

During the war when dealers 
put their sales managers in the 
shop, they proved the old 
“wrench puller’ type of service 
manager as out of date as car- 
bide lights. It’s a sales promotion 
Job of prime importance today. 

3. Let’s improve the quality of 
our service—not forgetting cour- 
tesy. Buyers will be more discrim- 
inating in 1948. Successful service 
is selling goods that don’t come 
back to people who do. 

4 Up-to-date service equipment 
and shop lay-out are important. 

ern equipment cuts high costs; 
teduces overhead; gives more pro- 


Service Symposium 


On Vital Problems 





Leading Dealers 





duction per man and more produc- 
tior per square foot. 

5. Beware of high priced leases 
and the wrong building. Do you 
have the right type of building? 
There is still time to improve some 
“Jonas,” but the sand is running 
out. Long-term leases at high rent- 
als are bad at anytime. 

Good service will sell more 
cars than big showroons. The 
right building sells parts and 
service—produces fixed income, 
and good service keeps ’em sold. 
New type low cost buildings have 
been developed—like Roth Buick 
in Philadelphia. 

Two shifts in cne building are 
better than too much building. 
Only the surge need be under roof 
and a bigger lot is what most deal- 
ers need. Watch Sears new stores! 
Parking space brings customers. 

Wisely expand plant facilities 
when it increases fixed income or 
clearly results in lower cost opera- 


| 
il lcil eal naeeiel 


es 
bes 


ORE oor) = 


| 
Py IL) 





U. $. OVER- 

HEAD REEL 

—Model No. 
CR-200 


Reel for chassis lube. Avail- 
able also for gear lube, 
air, water or motor oil. 


EUMATIC ACCESSO: 
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tion that will soon recapture the 
outlay. 

Investigate the land leasing 
principle used by the big oil com- 
panies for their service station. 
It offers substantial tax savings. 
6. Get control of those high sal- 

aries and wages. All pay should 
be on an incentive basis. It gives 
a good break in good times and 
automatic adjustment in periods of 
change. Tuesday afternoon you 
heard Guy Arthur, NADA’s con- 
sultant on employer-employe rela- 
tions, give his excellent presenta- 
tion on “Plans for Increasing Pro- 
ductivity.” 

Ed Payton, of Cleveland, has 
done years of research on incen- 
tive pay plans and “Lincoln’s In- 
centive System,” published by Mc- 
Grew-Hill, offers a very successful 
experience. 

Cull out the high priced non- 
producers now—get rid of Cousin 
Willie while jobs are plentiful. 

7. Watch your credits. Dollar-a- 
pound meat and butter is pricing 
thousands out of the automotive 
market. 

8. Watch the leaks. Are shop 
supplies a dead expense—or a profit 
at a small charge per repair order? 

Does your oil and grease show 
a profit? Is it handled in the 
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The U. S. Lubri-Center 


each reel—two men can work from one set-up. 

Count the many advantages of the U. S. Lubri-Center. Finger-tip control 
on every reel because an air motor does the work of unwinding and 
retracting the hose. THERE ARE NO SPRINGS. Commies service—air, 
gear lube, chassis lube, and water if desired. Take gear lu 
at eye level with nozzle meter. Single <eels can be mounted on wall or 
ceiling to fit special needs. 

Increase the efficiency of your lubrication department with the new 
U. S. Lubri-Center. Your jobber can supply you. 


DISPENSER AND REELS 


The air-actuated Lubri-Center Reels fit between two lifts or at the end 
of the lift. Can also be mounted on wall or ceiling. Reels can be used 
with Lubri-Center Dispenser as shown or lubricants can be piped in from 
storage room direct to reels. 


5300 HARVARD AVENUE 


COMPRES in ae! 






















































































The building 
heat layed in the coment. 


THIS IS THE NEW home of Halvorson Motors (Hudson), Hillsboro, Ore. 
was the first in that city to be equipped with radiant type 
floor, it is said. 


stock room or dished out of the 
back door without being charged 
up? Does your body shop show 
a profit on paint materials? Are 
they issued by the stockroom? 
Remember a single purchasing 
agent saves money. 


9. Avoid speculation in inven- 
tories. The present high price 
structure is vulnerable. Fast turn- 
over is one answer to a falling 
market. 

10 Keep as liquid as possible 

(Continued on Page 34, Col. 1) 







saves steps with its full 180-degree swing on 


meter readings 









* U.S. Patent Nos. 2,105,990 and 2,105,991 













THE UNITED STATES AIR COMPRESSOR COMPANY 


CLEVELAND 5, OHIO 


Sam LUBRICATING EQUIPMENT 
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Auto Personnel 





David Lewis, general manager, 
K-D lamp division, Noma Electric 
., has announced the promo- 
tion of Adams to general 
sales manager of the division. 
Adams has had a broad and va- 
ried experience in the automotive 
jobbing field, having been engaged 
in the business for a period of 24 
years. For the past two years, 
Adams has represented the K-D 
lamp division in the Southeastern 


Industries, Inc., Cleve- 
Byron C. Foy, president, has 


As a director of Jack & Heintz, 
Heller will serve on a three-man 
committee with Foy and 
E. Rogers, former president 
of Addressograph-Multigraph Corp. 


Clark Export Sales Manager 
On European Junket 


Baranowski, sales man- 
ager of the export division of 
Clark Equipment Co., Battle Creek, 
Mich., is making a first-hand study 
of sales opportunities for Clark 
products in more than 15 countries 


JAMES STRATTON, owner of Stratton Motors (DeSoto-Plymouth), Denton, Tex., 
’s mew building has overhead doors for 
. A used-car lot adjoining the service parking area can handle 


states that each service stall in the 


from the Scandinavian peninsula 
to North Africa. 

Baranowski is particularly inter- 
ested in methods employed for 
handling material, in intra-plant 
movement, packaging and loading, 
and in stevedoring operations. 

* 


+ * 


Herzog Heads Parts Sales 


For Ford in Midwest 


Appointment of Harry Herzog, 
Green Cove Springs, Fla., as parts 
and accessories manager of Ford 
Motor Co.’s Midwest region in Chi- 
cago is announced by L. W. Smead, 





Ford assistant general sales man- 


ager. 


Herzog has served as zone man- 
ager and used-car supervisor in the 
Cincinnati district office for Ford 


and as general manager of Ford 
dealerships in Newark and Cin- 
cinnati. 

+ * . 


Standard Oil of B. C. 
Reveals 4 Promotions 


Ralph D. Baker, president and 
managing director of Standard Oil 
of British Columbia, announces 
that E. A. Bence has been appoint- 
ed manager in charge of marketing 











When it comes to Brakes... 


Py 





... put it up to 


Bendix Products 


BIRTHPLACE OF 


Trace the history of automotive braking, and you 
almost trace the history of Bendix.* A good part 
of braking progress has been Bendix progress — 
and will continue to be in the future. For Bendix 
Products never gives up its search for better 
ways to stop, and more economical ways to 


‘Bendix 


PRODUCTS 
DIVISION 





OVER 7 OUT OF 10 AUTOMOTIVE VEHICLES EVER BUILT HAVE BEEN BETTER BECAUSE OF BENDIX 


BETTER BRAKES 


build quality braking. Regardless of the type of 
vehicle, put your braking problem up to Bendix 
Products! You'll soon see what experience and 
engineering imagination can combine to do. 


BENDIX PRODUCTS DIVISION of £ ¥ 
SOUTH BEND 20, INDIANA 7 


AVIATION CORPORATION 


' TRAILER VACUUM POWER BRAKES 
" £K.* VACUUM POWER RELAY VALVES 
HYDRAULIC POWER STEERING 
WHEEL BRAKES: 


*REG. U. S. PAT. OFF. 





—. 


for Standard Oil products in the 
province. 

Other promotions announced ip. 
clude C. G. Brook, to be assistant 
to the president; Ivan Trousdale, 
to be advertising and public rela. 
tions manager, and Victor Wi 
to be in charge of refining opera. 
tions at Stanovan, B. C. 

* * * 


Air Reduction Co. Shuffle 


Makes Hill President 


Charles S. Munson, formerly 
president of Air Reduction Co., Inc. 
has been elected chairman of the 
executive committee. He is suc. 
ceeded by John A. Hill, who be. 
comes the fifth president of the 
company. 

William C. Keeley, formerly vice. 
president, was elected chairman of 
the newly created finance commit- 
tee. C. E. Adams remains chair. 
man of the board of directors. 

+ * + 


Cole Retires, Sparrow 


Named at Studebaker 


Election of Stanwood W. Sparrow 
as vice-president in charge of engi- 
neering is announced by Studebaker 
Corp. Sparrow 
succeeds Roy E, 
Cole, who is leay- 
ing the office to 
avail himself of 
the company’s re- 
tirement plan. 

Sparrow became 
a member of 
Studebaker’s en- 
gineering staff in 
1926. He was 
named chief of 
Studebaker 
research and development in 1937, 
and later became chief executive 
assistant to Cole. During World 
War II he was in charge of produc- 
tion testing of Studebaker-built air- 
craft engines. 

Cole had been vice-president in 
charge of engineering at Stude- 
baker since 1936. He was instru- 
mental in development of the Stude- 
baker Champion, introduced in 1939, 
me the Weasel of World War II 

ame. 





8S. W. Sparrow 


* 2 * 


Thompson Appointed 


A. H. Boyle, director of merchan- 
dising for War Assets Corp. of 
Canada, has announced the ap- 
pointment of E. E. Thompson as 
chief of the special sales division 
for handling sales of new automo- 
tive equipment and maintenance 
spares in manufacturers’. plants 
and ordinancewarehouses. 


* * * 


Stevens on Board 


John P. Stevens jr., president of 
J. P. Stevens & Co., Inc., since 1942, 
has been elected a _ director of 
American Brake Shoe Co, at a 
meeting of the company’s board of 
directors. He is also a director of 
Industrial Cotton Mills Co., Inc., 
and a trustee of the Central Han- 
over Bank & Trust Co. 


* * * 


Timken Service Shift 


Pardee H. Frank, service man- 
ager of Timken Roller Bearing Co., 
retired Feb. 1 after 27 years of con- 
tinuous service. He is replaced by 
Elmer Anderson, who has been 4s- 
sistant service manager for the past 
year and a half. 

* + * 


Lyons Joins Highway Trailer 


Highway Trailer Co., Edgerton, 
Wis., has announced appointment 
of Eugene G. Lyons as manager 
of the company’s Buffalo branch. 
Lyons has been branch manager in 
Buffalo for Trailmobile Co. for the 


last 10 years. 
+ * 


Maire Promoted 
J, F. Ray, director of sales for 
General Controls Co., Glendale, 
Calif., has announced appointment 
of E. B. Maire as sales manager of 
the firm’s Midwestern, Southern 
and Eastern branch offices. 
* . * 


White Appointments 
White Motor Co. of Canada has 
appointed Bernard A. Gunn as sec- 
retary and Joseph Attwell as man- 
ager of the Hamilton (Ont.) branch. 


Petee Named 
American Coach & Body C0 
Cleveland, has announced appoint- 
ment of L. Duane Petee as body 
designer. He has been art director 
for Flexible Co. 
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Auto Personnel 


Bereit Named Treasurer 
Of Parker Appliance 


Otto P. Bereit, for the past year 
comptroller of Parker Appliance 

, Cleveland, maker of aircraft 
and industrial valves and fittings, 
has been elected treasurer and 
comptroller of the board of direc- 
tors, it is announced by 8S. B. Tay- 
jor, president. 

In his new position Bereit re- 
lieves Taylor of the duties of treas- 
urer, Which he had carried in ad- 
dition to his responsibilities as 


president. 
+ * 


Lillie Appointed by Fisk 
To Merchandising Post 


L. B. Lillie has been appointed 
merchandise manager in charge of 
truck tires, retread and. repair ma- 
terials for the Fisk tires division 
of United States Rubber Co., it has 
been announced by H. M. Ramsay, 
Fisk sales manager. 

Lillie will have his headquarters 
at the company’s general offices 
in Rockefeller Center, New York 
City. ‘ 

* ca * 
Gunn Named Secretary 
By White of Canada 


Appointment of Bernard A. Gunn, 
Montreal, as secretary of White 
Motor Co. of Canada, Ltd., has been 
announced by L. M. Hart, president. 
Gunn, who joined White in March, 
1946, was previously assistant secre- 
tary-treasurer. 

A. Clayton Wilson relinquished 
the secretaryship due to additional 
duties imposed by the expansion of 
the company during the past year, 
and continues in the position of 
treasurer and comptroller. 

* * * 


Ely, McCreery Elected 
To Willys Directorate 


Charles J. Ely, New York, and 
Milton McCreery, Toledo, have 
been elected new members of the 
board of Willys-Overland Motors. 

Ely is head of the investment 
department of Kuhn, Loeb and Co., 
while McCreery has been secretary 
of Willys-Overland for two years. 
Twelve others were reelected as 
directors. 

* * * 


Cameron Of Goodyear Tire 


Marks 35 Years’ Service 


A. G. Cameron, vice-president and 
general manager of Goodyear Tire 
& Rubber Export Co., has completed 
35 years’ service with the company. 

P. W. Litchfield, Goodyear chair- 
man of the board, presented his 
service emblem in the presence of 
more than a score of company 
executives. 

* oe 
Jacobs Co. Appoints Strong 
As Director of Purchases 


Appointment of Clarence M. 
(Red) Strong as director of pur- 
chases of F. L. Jacobs Co., Detroit, 
has been announced by Rex C. 
Jacobs, president. 

Strong will be in charge of pur- 
chasing for all plants of the com- 
pany and its subsidiaries. 

+ + * 


Holmes Heads Pontiac Zone 
At Buffalo; Clark to Boston 


Lonnie H. Holmes, assistant zone 
manager of Pontiac at Atlanta, Ga., 
has been named Buffalo zone man- 
ager. He succeeds Latham Clark, 
_ has been transferred to Bos- 
on, 

* . * 


Fowler Retires 

William A. Fowler, general man- 
ager of the Columbus (O.) plant of 
Timken Roller Bearing Co., retired 
Jan. 31. L. D. Gable, factory man- 
ager of the Columbus plant for the 
past three years, has succeeded 
Fowler. 

* * * 


IHC Names Axalson 


B. C. Axalson has been appointed 
Manager of motor truck sales for 
international Harvester Co. of 
Canada at Hamilton, Ont. 

* ” * 


Ford Ups Burdette 
: Promotion of D. C. Burdette, man- 
ager of the parts and service de- 
partment for Ford, Central region, 
to assistant regional manager, has 


been announced by L. W. Smead, 
assistant general sales manager. 
Burdette joined Ford in 1933 in the 
stock department of the Louisville 
plant and served in several capaci- 
ties until his promotion to assistant 
service manager of the Louisville 
district in 1937. 

* 


* * 


Butts Wins $1,000 Kudo 


Fred H. Butts, 1723 Devon Rd., 
Roanoke, Va., has won the Law- 
rence M. Hursing & Co. $1,000 an- 
nual prize to its territory manager 
whose territory produces the larg- 
est percentage of its quota. The 


“It is Muskegon s firmly established policy to sell ex- 
clusively to manufacturers @ for installation as origi- 


nal equipment and@ for resale for service purposes ' 


Cry elena UE 


award was announced at the com- 
pany’s annual sales meeting in 
Chicago. 


* * 


Wilcox Na 
James Gerity jr., president of Ger- 
ity-Michigan Corp., has announced 
election ef Ralph L. Wilcox as vice- 
president in charge of industrial 
sales and engineering. 
* * + 


Robinson Joins Standard 


J. Albert Robinson has been 
named purchasing agent for Stand- 
ard Tube Company, Detroit 

> +. « 
Brush Joins Brown 


Howard G. Brush of Grosse 
Point, Mich., former vice-president 


Corp., has been named controller of 
Brown Co., one of northern New 
England’s largest industries, and 
its Canadian subsidiary, Brown 
Corp., manufacturer of pulp and 
allied products. 


Busey Is Appointed 


Robert E. Busey has been ap- 
pointed assistant chief engineer at 
Willys-Overland Motors, according 
to Delmar G. Roos, vice-president 
in charge of engineering. 

* + * 


Reeb Heads Ohio Roads 


Earl R. Reeb of Hicksville, O., 
has been appointed state highway 
director by Gov. T. J. Herbert. He 
succeeds Murray Shaffer, who has 
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Reeb has been chief of the depart- 
ment’s bureau.of maintenance. 
o + * 


Ford Names Harris 


Roland E. Harris has been ap- 
pointed director of the central 
follow-up department in the pur- 
chasing division of Ford Motor Co., 
according to A. J. Browning, vice- 
president and director of purchas- 
ing. Harris formerly was super- 


intendent of planning and schedul- 


ing at Plymouth. 


* * * 


Rutland in New Post 
Dale Jay Rutland, formerly of 
Lawton, Okla., has been named as- 
sistant zone parts and accessories 
manager for Chevrolet in Okla- 


and treasurer of Motor Products! joined Buffalo-Springfield Roller Co. 'homa City. 


“How successful I arn depends upon 
how much I know about my profession. 
Knowing the value of specialization, 
one specialist seeks another. When my 
car needs repairs I take it to 


the man who knows most about it.” 


“And that’s me—your ‘Factory Authorized 
Service Man.’ I know just about 
everything there is to know about your 
car. And why shouldn’t I? The maker 


customers regularly in 


eth e 


THE SATURDAY EVENING 


of your car has trained me. ‘If it’s piston 
rings you need, I know the ring that 

will do the most for you—the one tested 
and proved especially for worn engines by 
the same men who designed your car’s 
original rings. Look me up—I'm in 
your Classified Telephone Directory 
under ‘Automobile Dealers’ or 
‘Automobile Repairing and Service.’ 


KEGO 


1 cae 


“THE ENGINE BUILDERS’ SOURCE” 











‘o1one- teen a 








On Vital Problems 


(Continued from Page 31) 


and avoid debt. Don’t be dluded 
by statistics; translate 
these into units of goods rather 
than dollars. 

11. Improve employe relations. 


Service Symposium 
Talks Given by Leading Dealers 


item for they point the way grad- 
ually—avoiding sudden changes in 
policy that damage a business—ex- 
penses long neglected are checked 
frantically and often poorly, when 
.| business declines. 











AUTOMOTIVE NEWS, FEBRUARY 16, 1948 






not feasible to install 





by large operations, 


shops. 
First, let’s consider controls 


Good 14. Think ahead! Plan ahead! 
with good employe relations and | Act ahead! Take the offensive and| ®tems for large shops—those 
good morale is good business. | get control of your overhead be-| ©™ploying 12 or more productive 
The NADA personnel program is |forc your overhead gets control}; men. Then, I will discuss briefly 
highly recommended and a good |of vou! controls found to be of practical 
bock is the “Psychology of Per- ” ° value in shops employing 8 to 12 
sonnel” by Henry Beaumont. “Special Service Controls, men and, finally, those controls 

12. Want a surprise? Compare A Great A that may be used advantageously 
your "46 and °47 operating state- By E. Jack Beatty im small shops, these with f 
ments. You'll soon have a big sales Denver PS, oe 
force to pay. Note the variables| The service department has be-| *®8” eight workers. 
that are coming back for a cut—j|come one of the most important,| For the large shops, special serv- 
out of you. if not the most important, depart-| ice control or dispatcher systems 

13. Use daily management con-|ment in a dealer’s business. To| With control towers, inter-commu- 
trol; study handle an immense volume of | nicating systems, and an exclusive 


ahead. In chang- 


i 


28 
: 
g5 
= 
F 
2 
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management control system and 
your monthly operating statement 
most important. Study every 


service and maintenance, not only 
at the present time, but in the ex- 
panding market of the future, 
modern service controls and proper 
scheduling of work are a necessity 
for the progressive dealer. 

It is a common mistake to link 


operator, or operators, have proved 
great assets. 

These systems, when properly in- 
stalled, increase the efficiency of 
an operation by 15 to 25 percent. 
In other words 15 to 25 percent 
more volume can be handled in 


QUIET- SPEEDY - DEPENDABLE 
CENTRALIZED CONTROL FOR 
OU a aiid dae 















Any business that is departmentalized can 
expedite transactions, save time, stop 
errors, end duplication of effort,and lower 
costs by centralizing control. You have 
that kind of business, especially as re- 
gards your service operation. That's why 
a GROVER survey of the extra efficiency 
you can get with a Pneumatic Tube Sys- 
tem is worth your immediate considera- 





Offices 


Centralized Service Control Speeds Service, 
Eliminates Errors, Increases Profits 


ee ee ee 
THE GROVER COMPANY -« 


tion. Such a survey costs you nothing, does 
not obligate you at all. GROVER has made 
many installations in automotive service 
setups that will interest you. Whether you 
are planning new quarters or modernizing 
old or plan no other changes—this is a 
thing you ought to look into. Specialized 
literature on request—or a tailor-made 
survey of your requirements free of charge. 





TUBE SYSTEMS ¢ 


DETROIT 





19, MICHIGAN 


in Principal Cities 


special service controls with large 
service operations exclusively. It is 
true, of course, that control sys- 
tems are of great importance to 
large service operations, ana it is 
elaborate 
control systems, the types required 
in a small 
shop. But—and this is important— 
there are various controls which 
have been found of great practical 
value in medium and small size 
















the same number of men. 


tions 


jobs accordingly. 


called shag-boys or car jockeys. 


ised 


This type of service control or 
dispatcher system can be used 
advantageously in any shop em- 
ploying 12 or more productive 
men, for the reason that the sys- 
tem will, in most cases, increase 
the shop efficiency a minimum of 
15 percent and with proper sales 
premotion will usually start the 
volume growing, 
the employment of additional 
men. These complete control 
systems are available from sev- 
eral sources, many of which are 
recommended by factory service 
departments. 


tem will 


but is spread out with men or de- 
partments in various locstions, 
where an inter-communication or 
loud-speaker system would save a 
great deal of lost time and effort. 

For shops employing less than 
eight men the “Route Sheet” sys- 
tem has been found very advan- 
tageous. Rather than the larger 
control sheet, a smaller route sheet 
is used showing each job as it is 
taken in with the owner’s name, 


the time promised and the work |‘ 


to be done. This route sheet is 
usually handled by a combined 
service manager-service salesman- 
shop foreman, or by any individ- 
ual, if more than one supervisory 
man is employed. The route sheet 
provides a constant check on the 
jobs that are in the shop, helps 
to eliminate taking in more jobs 
than can be handled, and assures 
the finishing of each job at ap- 
proximately the time promised. 
These route sheets can be secured 
from various sources. 

Another valuable control which 
has been used successfully by many 
operators, both large and small, is 
the “Additional Work Needed” 
sheet made up in duplicate. By 
attaching one of these to the shop 
order, the mechanic working on 
the car can enter on this sheet 
additional work which the car 
needs, not included on the work- 
order in progress. 

By training each man to ob- 
serve every car carefully, mak- 
ing notes of all work needed, the 
service manager, service sales- 
man, or shop foreman can call 
the owner for his permission for 
the additional work; or, if the 
shop is busy and the work can- 
not be handled that day, the 
sheets can be used to telephone™ 
the owner at a later date, or for 
writing him a letter when busi- 
ness is such that additional vol- 
ume is needed. These sheets can 
be developed ‘by any dealership 
and printed locally at moderate 
cost. 


Thus types of controls are avail- 


the same space with apprceximately 


The reasons for this increased 
efficiency are many. The service 
control operator with his detailed 
control sheet and inter-communi- 
cation system knows thc condi- 
in each department and, 
through the use of green, amber 
and red lights, can give the serv- 
ice salesman instant information 
as to how each department is fixed 
for work and they can take in 


As shop orders are received they 
are entered on the large control 
sheet and are routed through the 
shop by the operator or dispatcher 
so that each mechanic or worker 
in each department has another 
job waiting for him when the last 
one is finished, with no waiting or 
wasted time moving vehicies, look- 
ing for, or checking jobs. Vehicles 
are moved to and from depart- 
ments and mechanics stalls by so- 


These service control systems not 
only increase the output of each 
mechanic, thus increasing the job 
and dollar volume of the shop, but 
they also increase each mechanic’s 
earnings considerably when work- 
ing on flat rate. The customers are 
alse better satisfied because the 
work is handled promptly, efficient- 
ly and is usually ready when vrom- 


For shops employing 8 to 12 men 
the modified use of the larger serv- 
ice control system should prove 
valuable. A similar control sheet 
can be used to be kept bv the 
service manager or shop foreman 
in addition to his other 4uties, 
rather than the hiring of an ex- 
clusive operator or dispatcher. The 
control sheet will assist materially 
in routing vehicles and checking 
work. An inter-communication sys- 
also prove valuable in 
a shop this size, especially if it is 
not concentrated in a smal! area 














































profitable to install 


valuable; and for shops emplo 


or shop order is recommended, 
The special “Additional 


satisfaction and volume, especi 


volume are needed. 
+ * + 


Quick Service—A Customer 
Demand 
By Fred Ex 


Chicago 


I had faith in its future. My mind 
all the pep that could be mustered 


out of my way to learn the tricks 
of the trade. 


Tt may be interesting for those 
of you who do not know me, to 
understand that I operate x su- 
per-service station, besides my 
new-car dealership, along with 
several other businesses. Being 
on both sides of the fence, I feel 
that I can qualify to present both 
sides of the picture. 


The success of the alley shop, 
and service station are governed 
by their services, and while they 
invest only a small amount of 
capital, compared with the new- 
ear dealer, we ali know they cut 
plenty deep into our pockets by 
taking away our repair work and 
fast service jobs because of their 
easy access, large wide driveways, 
and attendants, trained to give fast 
service. 

To combat such competition, 
we must first be honest with our- 
selves and live with that fellow 
we shave with each morning. I 
believe we must follow certain 
specific points in order to bring 
about fast and courteous service. 

You will agree that without a 

pleasant employe-employer rela- 
tionship, your business cannot grow 
or prosper. You are dependent upon 
the most humble employe w 
through the ranks to your top 
executive, and that of course, when 
speaking of service, is your service 
manager. 


These employes are your good- 
(Continued on Page 35, Col. 1) 


AUTO BOOKS 


That Should Be in 
Every Dealer’s Library 


real competition arrives. 


KNUDSEN, A BIOGRAPHY. By Norman 
397 pages, cloth bound. $3.75 


AUTOMOTIVE MECHANICS. Wm. E 
Crouse. A comprehensive and basic cours 
on the subject of fundamental automotive 
mechanics. Cloth binding. $4.50 postpald. 
DEALER BUSINESS COUNSEL. r 
and operating facts for the guidance 
automobile dealers. By J. B. Van Tassel 
Dealer Business Consultant. $2 postpaid. 
DETROIT IS MY OWN HOME TOWN. 
Malcolm Bingay. A story of Detroit and 
sidelight history of the fabulous motor 
car business. $3.75 postpaid. 

FABULOUS HOOSIER. By Jane rae. 
A story of Carl Fisher, early pioneer © 
the automotive industry. $3 postpaid. 
FASTEST ON EARTH. By Capt. — 
Eyston. Complete history of every 
speed record from 1898 to the 
Paper-bound, $2; cloth-bound, $3. x. 
FLOYD OLYMER’S MOTOR BORAT 
BOOKS. Order Edition No. 1, 2, 3 & 
$1.50 each. Deluxe 
.50. Steam-car edition, 
cloth-bound, $3 postpaid. . 
HENRY FORD—HIS , mis wons. 
HIS GENIUS. By Wm. A. Simonds. 
printed by Floyd Clymer. Deluxe edition, 
$4 postpaid. a 
INDIANAPOLIS RACE mMisTORY 

TO 1946. 852 1,000 {illustrations 
Deluxe edition, $5 postpaid. Paper . 


MONOPOLIES OR FREEDO® 
By John W. Scoville. Popular edition, 


postpaid. 

MOTOR MEMORIES. A sage of whirfing 

gears by Eugene W. Lewis. $3.50 post 

paid. 

FLOYD CLYMER’S INDEPENDENT Te 

REPORT OF KAISER- ZER O 

Deluxe edition, $2.50 each. Paper-bound. 

$1.50 postpaid. — 
BOOK DEPARTM 


ENT 
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able and can be used by anv size 
service department. Those employ. 
ing 12 or more men will find 
a complete 
service control system with a cop. 
trol tower and operator. Shops em. 
ploying 8 to 12 men will find the 
modified use of the larger system 


less than eight men the route sheet 
method in addition to the work 


Work 
Needed” sheets should be used by 
all operators to increase customer 


at times when additional work and 


Some 25 years ago, when I was 
broke and had to go to work, I 
chose the automobile business as 
being made up, I plunged in with 


by a young man, and always went 
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Talks Given by 





will ambassadors, with the general|in operating and maintaining a 


public which we serve. Good em- 
ploye-employer relationship can be 
prought about in your place of 
business by setting up an efficient 
personnel program for empleyes, a 
hospitalization plan, and if desired 
a wage incentive plan, clean show- 
er and locker rooms, good ventila- 
tion, fume exhaust system, and a 
warm, light shop that will be ap- 
preciated by the employes as well 
as the customers. 

Upon building our present 

ce of business, many hours 
were spent on quick service. Here 
are the answers I offer to you: 

Large entrance and exits, and 
many of them, for example: Our 
agency has two front doors off 
the street and two doors leading 
to the rear, thus making it pos- 
sible for the customers to enter 
or leave without delay. Large 
roomy aisles, and customer car 
reception are necessary for fast 
service. 

My body shop has two doors off 
the street and one rear door. Our 
service departments are divided 
and each employe knows just what 
to do to keep the work moving 
through his department and we are 
now in the process of ‘nstalling 
a control tower to facilitate these 
movements. 

Our customer waiting room is 
exceptionally clean and warm, for 
those customers, waiting for minor 
repairs, and those who desire to 
wait for their car. 


We have made a special effort 
in the training of our shop per- 
sonnel; our service writers are 
fast, courteous and always on the 
job. They are trained to give 
prompt service, diagnose custom- 
er troubles, and live up to their 
promises. 


We have regular appointment 
charts, for those who call for such 
service, and make every effort to 
keep our appointments. 

Your employes are a part of 
your business; make them feel at 
home, and in turn, they will treat 
your customers properly. 


We have the latest shop equip- 
ment and are adding new equip- 
ment whenever necessary. 


Our service manager, shop fore- 
man, service writers, mechanics, 
and body men are all factory 
trained, thus capable of rendering 
quick, courteous, dependable serv- 
ice. We maintain a well stocked 
parts department. Therefore, we do 
not have to run all over the city, 
or phone or wire the factory for 
parts for rush jobs, which is a big 
time saver. 


We are firm believers that the 
fast or well-known quick service 
can only be operated by the proper 
approach, and I feel certain that 
the three most important things 


Reo Launching 
Sales Training 


Course at Plant 


LANSING.—A series of factory- 
conducted sales training courses to 
develop for Reo Motors, Inc., “the 
best trained and most efficient sell- 
ing organization in the truck in- 
dustry” was announced last week 
by D. C. Streeter, Reo general sales 
manager. 


Reo distributors from all parts 
of the country began arriving 
here last Monday for a series of 
three-day sessions with factory per- 
sonnel in advance of the training 
courses—to be known as the Reo 
sales conferences—for dealers, sales 
Managers and retail salesmen. 

Conferences will start on Mon- 
day of each week and last through 

day until all have had an op- 
portunity to attend, Streeter said, 
and will continue thereafter to take 
care of new salesmen and replace- 
ments. 

Francis J. Montgomery and Paul 
N. Sutton have joined the Reo 
sales organization as instruct :rs for 
the conferences, Streeter said. 





To feel the pulse of the auto industry, 
fo mstent reading of AUTOMOTIVE NEWS 
necessary. 


Service Symposium 

































Leading Dealers 


On Vital Problems 


(Continued from Page 34) 


good service department are: 
The proper help to do the job. 
The proper equipment and the 

parts to complete the job. 


A little time spent with your 
help in teaching them the cour- 
tesies expected by the public, 
such as the wiping of steering 
wheel and windshield, using fen- 
der and seat covers, all hring 
about better customer relations 
and goodwill 
As I said at the start of this 
little talk, live with that fellow 
you shave with every morning and 
follow the golden rule. Don’t take 
for granted the customer itnows 
of your fast services. Your service 
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R. M. HENDRIXSON, Minneapolis zone manager, left, is shown as he 
Myles of 


Paul Hanson, center, and 
dealership in 


Butler, co-owners 


received awards in the form of lapel 





writers should call them to his 
attention. 

Introduce each new-car owner to 
your service manager and assign 
a service writer to assist the cus- 
tomer whenever repairs are need- 
ed. Stress the importance of com- 


Aa ee 
ON EVERY CAR 
YOU SELL! 





extra profits. 


READ WHAT AUTO DEALERS ARE SAYING 


“Your first shipment of luggage came in and we 
sold it right away—it is very good merchandise.” 
—Marchi Brothers, Highland Park, Illinois (Pontiac) 


“Your luggage is more attractive than we had 


imagined.” 


—Paul Heuring Motors, Hobart, Indiana (Ford) 


“‘We were very pleased with this luggage—it was 
so well liked we have already sold the set and 
would like to order another.” 

—Benoit Motor Co., Welch, La. (Chrysler) 


and many others the country over. 


ADD 
MAXIMILLIAN 
LUGGAGE 
TO YOUR 
ACCESSORY 

SALES! 


HERE’S A PROVEN PLAN FOR YOU 
TO MAKE EASY ADDITIONAL SALES 


We pioneered the idea of fitting that empty lug- 
gage compartment of every car you sell, with 
MAXIMILLIAN Matched Luggage. Now the idea is 
sweeping the country. Auto dealers everywhere 
are finding this an easy, quick way of making 





THE VIKING 


Men's 2-piece set consisting of 2-Suiter and Overnighter. Top-Grain 
Aniline Cowhide or imported Pigskin. Dealer's Cost: $71.00 































MEN’S FITTED 
DRESSING CASE - 


An essential travel accessory. 10 fittings including 2 pure 
bristle brushes. Hand turned Top-Grain Aniline cowhide 
with solid brass zipper closing. Dealer's Cost: $10.00. 


ORDER DIRECT FROM THE MANUFACTURER TODAY 


ee ee 


- FIRMAN LEATHER GOODS CORP. ( 
137 EAST 25th STREET, NEW YORK 10, W. Y. i 


Gentlemen: | am interested in your nationally advertised MAXIMILLIAN | 
MATCHED LUGGAGE for extra revenue. 
Please ship following: 


#2—Men's Fitted Dressing Case 
#3—3-pc. LADY VOYAGER Set 


i 

[ 

I 

i 

! 

! 

| #1—2-pc. VIKING Set 
I 

i 

I 

i 

| MATCHING VICTORIA TRAIN CASE 
! 

! 

! 


ing back for his 1,000-2,000 mile 
services, and keep him coming back 
every month by giving pleasant, 
courteous service and, of course, 
proper customer satisfacticn by 
turning out a good job. 

(Continued on Page 40. Col. 1) 
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Truck Rate Hike 
Of 9 Pct. Urged 


CHICAGO.—Motor freight rates 
averaging 9 percent higher than the 
present scale were recommended 
last week by the Central States Mo- 
tor Freight Bureau, which publishes 
rates for more than 750 motor car- 
riers. 

Chester G. Moore, board chairman 
of the bureau and secretary of the 
American Trucking Assns., said 
that publication of the new rates 
will be made “as soon as bureau 
procedures permit.” Under the new 
schedule which was approved, he 
pointed out, motor carrier rates will 
still be 10 percent below rail class” 
fication rates under similar condi- 
tions of haulage. 


Paul W. Hartman has been ap- 
pointed manager of the tire and 
auto accessories department of 
Davis Auto Co. (Pontiac), 312 E. 
Main St., Fort Wayne, Ind. 






SETS FOR MEN AND WOMEN 
IN RICH TOP-GRAIN 
ANILINE COWHIDE 


® The utmost in style, quality of 
materials, and fine craftsman- 
ship. 

® Scientifically designed for light- 
weight, wrinkle-free packing. 

® Hand-polished solid brass 
hardware. 

© Stitched leather handles. 

© All workmanship fully guvar- 

onteed. 

















LADY VOYAGER 


ladies’ 3 Pc. Set, 21” 
Overnight, 21” Ward- 
robe, 26” Pullman. Dis- 
tinctive long-boynd 
styted Top-Grain Aniline 
Cowhide. Rayon lined, 
shirred pockets, tie 





tapes. 

Dealer's Cost: $106.00 

Set. Alse shown: 14” 
Victoria Train Case. 

Dealer's Cost: $28.50 








ADVERTISED ! 
CONSUMER PRICE | 
INCL. FED. TAX 


$140.94 


your 
DEALER'S COST 





Soe Geen ame Uc ee 
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HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sales every 


Friday. Prices are for Jan. 30.) 
BUICK 


‘47 Convertible, 1, $2,600. 
°46 Sedan, 1, $1,840; 1, $1,870. 
‘39 Sedan, 1, $575. 
CHEVROLET 
*48 Pickup, 1, $1,750. 
‘47 Pickup, -, $1,450; 1, $1,410. 
‘47 SM sedan, 1, $1,740; 1, $1,865; 
1, $1,885; 1, $1,980. 
‘47 FL sedan, 1, $1,960. 
"46 SM club coupe, 1, $1,880. 
‘46 PM sedan, 1, $1,385; 1, $1,535, 
1, $1,580. 


DODGE 
48 Custom sedan, 1, $1,740. 
’48 Pickup, 1, $1,670; 1, $1,700. 
‘47 Sedan, 1, $1,660. 


” sm goten. 1, ones. 

uxe sedan, , $1,700; 1, $1,750. 
“47 SD club coupe, 4, $1,730. , 
46 "la -— 1, $1,420; 1, $1,425; 


*33 Sedan, “1, $60. 
PACKARD 
41 Sedan, 1, $1,050. 
PLYM: 


‘46 Deluxe sedan, 1, $1,520. 
*40 Club coupe, 1, $610. 


'42 Sedan, 1, $1,105. 


INDIANAPOLIS 


(Ken Schaefer, oer Auctions 
Prices 


ings for sale of Jan. 29.) 
(Market here 


demand.) 
BUICK 


‘47 Super sedanette, 1, $2,535. 
'47 RM sedan, 1, $2, 210. 
B sedan, 1, oo. 
ib coupe, 1, $830 
38 Coupe, 1, $385. 
CADILLAC 
"47 (61) Sedan, 1, $3,500. 


LET 
‘47 FL aerosedan, 1, $2,120. 
"47 Station wagon, 1, $1,725. 
‘46 FL sedan, 1, $1,855. 
"46 FM sedan, 1, $1,705; 1, $1,580. 


*41 Sedan, 1, $1,150; 1, $1,075; 1, $1,025; 


1, $970. 
CHRYSLER 
*48 Windsor sedan, 1, $2,700. 
*46 Sedan, 1, $1,870. 


DODGE 
"47 Custom sedan, 1, a 130; 1, $1,975. 
*47 Carry-All, 1, $1,526. 
"46 Custom sedan, 1, 745. 


"48 SD sedan, 1, $2,145; 1, $2,110; 


D club co 

"48 SD anon 4 , $2,140. 

‘47 SD sedan, 1, $1, 830; ms $1, 620; 
a, Gi; ae, 


‘48 Commodore 8 sedan, 1, $2,950. 
‘41 Sedan, 1, $865. 
KAISER 
‘47 Custom sedan, $1, 625. 
MERCURY 


"47 Convertible, 1, $2,110. 
OLDSMO) 


'41 Sedan, 1, $1,135. 
PACKARD 


"47 Taxi, 1, $1,225. 
PLYMOUTH 


"48 SD club sedan, 2 $2,130; 1, $2,060. 

‘47 Deluxe 4 ,830. 

‘46 SD sedan, 7h 665; 1, $1,500. 

'42 Sedan, 1, 

‘41 Sedan, 1, $1,005; 1, $825. 
PONTIAC 


‘47 Streamliner sedan, 1, $2,285. 

*46 Sedan, 1, $1,870; 1, $1,725. 

‘42 Sedan, 1, $1,050; 1, $929. 
WILLYS 


‘48 Pickup, 1, $1,550. 


CONCORD, MASS. 


(Concord Auto Auction, Inc. 
every Monday. Prices are for Feb. 2.) 
( 


Market here shows 70 cars sold out of 
a es 


"47 RM aoe, 1, $2,400. 

*47 51 sedan, 1, $2,450. 

*42 Century uaa 1, $975. 

‘41 Special cotan, hed $900; é' $835. 


*41 (60-8) sedan, 1, +140 150. 
CHEVROLET 


‘48 Panel, 1, $1,680. 

‘47 FL aerosedan, 1, $1,855; 1, $1,785. 

‘47 FM sedan, 1, $1,650; 1, $1,710; 

1, $1,755. 

‘47 Pickup, 1, $1,610. 

*46 FM sedan delivery, 1, $1,215. 

'42 FL aerosedan, 1, $1,130. 

'41 Sedan, 1, $900; 1, $885; 1, $940. 

CHRYSLER 

"48 Windsor sedan, 1, $2,500; 1, $2,400. 

'47 Windsor convertible, 1, $2,250. 

‘47 Royal club coupe, 1, $2,350. 
DODGE 

‘46 Pickup, 1, $1,000. 

'46 Custom sedan, 1, $1,405. 
FORD 


‘48 BD sedan, 1, $1,810. 

*48 SD club coupe, 1, $1,950; 1, $1,975. 

‘48 SD station ——. 2, 275. 

"48 Express, 1, $1, 

"47 ~~ Zs $1750; 1, $1,675; 

$1,550. 

"46 hans sedan, 1, $1, sae 1, $1,430; 
1, $1,400; 1, $i, 465. 

*42 Club coupe, 1, $865. 


iN 
'48 Commodore 8 sedan, 1, $2,650. 
"47 Super Six sedan, 1, $1,500. 
LaSALLE 


"30 Sedan, $95. 





Used Car Auction Prices 


every 
representative list- 


shows very good sales. 


Most cars offered were sold. Slight in- 
crease in prices. Much larger buying 


Auctions 









ata 


’48 Club coupe, 1, $2,1 
‘47 Sedan, 1, $1, 790; Z, ost, 575. 


OLDSMOBILE 


'41 (66) Sedan, 1, $800. 
*41 (78) Club sedan, 1, $910. 


PACKARD ; 
‘42 Clipper club sedan, 1, $1,085. 


PLYM 


OUTH 
‘47 SD sedan, 1, $1,800; 1, $1,625. 
°46 SD club coupe, 1, $1, 


PO) 
'42 (6) Sedan, 1, $1,035. 
"42 (8) Sedan, 1, $965. 
*40 Sedan, 1, 

‘38 Sedan, 1, $375. 


STUDEBAKER 


'48 M5 pickup, 1, 5 335. 
'47 Regal sedan, 1, $1,700. 


SCNLLARROWS 


"48 FC102 pickup, 1, $1,600; 1, $1,650. 
'47 GMC half-ton pickup, 1, $1,610. 


PHILADELPHIA 


(Ed Hough Auto Auction. Sales every 


Tuesday. Prices are for Feb. 3.) 


(Market here shows plenty of cars but 
not too many buyers.) 
BUICK 


’47 Estate wagon, 1, $2,150. 
‘40 Special sedan, 1, 


CADILLAC 


"47 (62) Sedan, 1, $3,425. 


LET 
‘47 FL sedan, 1, $1,925; 1, $1,910. 
°47 FM sedan, 1, $1,800; 1, $1,750; 


1, $1,720. 


"42 Panel, 1, $740. 

"41 os 1, $1,035; 1, $1,030; 1, $980; 
; i, \ 

"41 Master sedan, 1, $1,095; 1, $725. 

"39 Sedan, 1, $595; 

'36 Sedan, 1, $545, 1, $110. 

CHRYSLER 
'33 Sedan, 1, $75. 


DODGE 









"46 Deluxe sedan, 1, $1,660. 


"46 Station wagon, 1, TF eto. 
*40 Deluxe (8) sedan, 1, $800. 
"34 Tow truck, 1, $350. 









MERCURY 
‘47 Club coupe, 1, $1,960. 






CONSTRUCTION HAS STARTED on the new home of Lipman Motor Co. (Nash) 
Hartford, Conn. It will be at 133 Washington St. and will be of fireproof cons : 
with limestone facing and brick and cinder block walls. It will have a steel deck, = 
span throughout, glass block, steel sash and skylights. Lipman will continue to 
its present service station on Prospect Ave. in West Hertford. 


——_— hw 


NASH 
"46 ‘‘600"’ Club coupe, 1, $1,375. 






PACKARD 
"41 Deluxe station wagon, 1, $910. 
’ PLYMOUTH 






'48 Club coupe, 1, $2,050 







‘46 FL aerosedan, 1, $1,700. HUDSON 
'46 SD sedan, 1, $1,550; 1, $1,470. 

°42 Sedan, 1, $825. "48 Commodore 8 sedan, 1, $2,725. 
41 Deluxe sedan, 1, $1,030; 1, $950. ‘41 MD coupe, 1, $710. MEROURY® 





"40 Sedan, 1, $250. 
PONTIAC 
‘47 Torpedo club coupe, 1, $2,020. 
‘41 Torpedo sedan, 1, $1, 140; 1, $960. 





"40 Sedan, 1, $720. '48 Sedan, 1, $2,250. 
’47 Sedan, 1, $2,050. 


*41 Club coupe, 1, $700. 










; '47 Sedan, 1, $2,250; 1, $2,500. NASH 
39 Club coupe, 1, $875. ’ 
'35 Sedan, 1 gt 100. 1s LEY ‘47 Sedan, 1, $1,300. 
'47 Sedan, 1, $470. 46 Sedan, 2, $1,125. 
VALDOSTA, GA. DE s80TO OLDSMOBILE 





‘47 (78) Sedan, 1, $2,375. 

*47 Club coupe, 1, $2,012. 

"46 (76) Sedan, 1, $1,300. 

PLYMOUTH 

*47 SD sedan, 1, $2,050; 1, $1,850. 

"46 Club coupe, 1, $1,500. 

°46 Fordor, 1, $1,465; 1, $1,515. 
PONTIAC 

‘47 Streamliner sedanette, 1, $2,250. 

"41 Sedan coupe, 1, $1,150. 


(Continued on Page 37) 


"48 to; 1 : 
(Tom Hewitt Auto Auction Sales. Auc- Custom club coupe, 1, §2,425; 1, $2,500. 


tions held every Friday. Prices are for 
sale of Jan. oa ) 
(Market here shows 129 cars sold out 
of 218 offerings.) 
BUICK 
'47 RM convertible, 1, $2,600. 
'47 Super sedanette, 1, $2,475; 1, $2,325; 
1, $1,900. 


CHEVROLET 
‘47 FL aerosedan, 1, $2,160. 





DODGE 
"48 Half-ton pickup, 1, $1,675. 
'47 Custom sedan, 1, $1,900. 







FORD 
’48 SD elub coupe, 1, $2,075. 
‘47 SD sedan, 1, $1,925. 
"46 SD club coupe, 1, $1,430. 
*41 Sedan, 1, $875. 
"41 Pickup, 1, $650. 
*40 Deluxe sedan, 1, $775. 
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CADILLAC 

(61) Sedan, 1, $2,500. 
CHEVROLET 

FL sedan, 1, $2,060; 1, $1,850. 
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SM club coupe, 1, $1,760. 


Used Car Auction Prices 
‘47 FM sedan, 1, $1,675. 


(Continued from Page 36) ag GS cotee, 2, 7ete. 
‘47 (New style) Half-ton pickup, 1, $1,600; 
NASH 
TOLEDO '37 Sedan, 1, $205. 


1, $1,675. 
Platform truck, 1, $1,625. 

Doc Greiner Sales. Auctions every OLDSMOBILE '46 SM sedan, $1,420. 

‘aeereday. Prices listed are for Feb. 5.) (68) Sedan, 1, $1,910. ‘42 MD sedan, 1, $1,000. 

unusual demand. Dealers are active in | +46 (78) Sedan, 1, $1,725. DODGE 

(Market here shows prices firm with | +46 (98) Sedan, 1, $1,975. Custom sedan, 1, $2,325. 

buying for spring trade. 105 cars sold | +41 (66) Sedan, 1, $785. '48 Pickup, 1, $1,650; 1, $1,675. 

out of 205 offerings at last sale.) (76) Sedan, 1, $1,770. '47 (Canopy) Half-ton pickup, 1, $1,300. 

BUICK PLYMOUTH 47 Half-ton pickup, 1, $1,250; 1, $1,310. 


47 RM sedan, 1, $2,650. Sedan, 1, $1,470. FORD 
47 Super sedan, 1, $2,300; 1, $2,2250. Sedan, 1, $805; 1, $750. SD (8) sedan, 1, $1,975. 
‘41 Super sedan, 1, $905. Bus. coupe, 1, $580. '48 Deluxe (8) sedan, 1, $1,925. (Mastess here thows incrdnen in -vebunis 
41 Limited sedan, 1, $995. PONTIAC ‘47 SD (8) sedan, 1, $1,625; 1, $1,675; but prices lower by $50 on ’46s and 

CHEVROLET Streamliner sedan, 1, $2,020; 1, $2,050; Ay FF ton 478, 
47 FL sedan, 1, $1,850. 1, $2,000. (8) sedan, $1,760. 


'46 Deluxe (6) sedan, 1, $1,275; 1, $1,320. 
‘ dan, 1, $1,500; 1, $1,570; (8) Sedan, 1, $1,835. P 
“s yu 810. $ ae (6) Club coupe, 1, $725. 41 SD sedan, $775. with heavy buying by Western areas. 


41 Bus. coupe, 1, $835. Sedan, 1, $650. "46 Pickup, 1, $1,000; 1, $900. Pickup noted in local buying.) 


sedan MERCURY 
3  ddieans, . Sedan, 1, $2,310 BUICK 
ee oe ALBANY '48 Club coupe, 1, $2,230. 


CHRYSLER (Tim .snspach’s Dealer’s Auto Auction. Sedan, 1, $1,340. 
‘47 Windsor a Sales every Monday. Prices listed are for OLDSMOBILE 
dan, 1, $1,935 Feb. 2.) '48 (98) Club sedan, 1, $2,300. 
47 Custom sedan, 1, $1,935. (Market here shows prices slumped FLEMCUTE BUICK 
‘97 Sedan, 1, $370. fully $50 on most sales. Market is '42 Super (rough) sedan, 1, $875. 


FORD 
Sedan, 1, $505. 
Sedan, 1, $550. 
Sedan, 1, $275. 


NASH 

**600"’ Sedan, 1, $1,100. 

OLDSMOBILE 
(98) Sedan, 1, $800. 

PACKARD 

Sedan, 1, $1,600. 
Convertible, 1, $950. 

STUDEBAKER 
Champion sedan, 1, $2,000. 
Champion convertible, 1, $2,275. 


BUFFALO 


(Simple Simon’s Auto Auction. Sales held 


ce 

a 

every Tuesday. Prices listed are for Feb. 3.) o 
Ls 

Se 


1948 models bringing less pre- 
mium than expected and are scarce. 
More states being represented weekly, 


(A & D Motor Auction. Sales listed are | 47 Super sedan, 1, $2,300; 1, $2,575. 

for Feb. 6. Sales every Friday.) ‘47 RM sedan, 1, $2,310; 1, $2,370; 
(Market here is steadying, with 19 cars | '46 Super sedan, 1, $1,850. : L 
sold out of 40 offerings at last sale.) '42 (63) Sedan, 1, $1,490. 

Super sedan, 1, $945; 1, $800. 

Special sedan, 1, $1,050. 


FORD 
48 Deluxe (6) sedan, 1, $1,920. 
47 Deluxe (6) sedan, 1, $1,57 
46 SD sedan, 2, $1,450; 1, $1, 
1, $1,350. 
"46 Sportsman, 1, $1,725. 
"40 Coupe, 1, $495. 


leveling off on '46s and '47s, especially 
those with miles. 1948 models are 
hottest merchandise right now. Prices 
steady on °48s excepting Fords and 
pickup trucks that have been selling 
too high. Number of buyers partici- 
pating is on the increase. 57 cars sold 
out of 79 offerings.) 


47 
a7 


"48 
47 


Special deluxe sedan, 1, $1,960. ‘41 Special sedan, 1, $975. 


Special deluxe sedan, 1, $1,620; 

1, $1,720; 1, $1,780. 

Special deluxe convertible, 1, $2,050. 
PONTIAC 

Torpedo (6), 1, $2,350. 

Sedan, 1, $1,975. 


CHEVROLET 
‘46 FL sedan, 1, $1,375. 
'48 FM coupe, 1, $2,025. 
"42 Coupe, 1, $725. 
‘40 Sedan, 1, $600. 


CHRYSLER 


CHEVROLET 
FM sedan, 1, $1,725; 1, $2,210. 
FM club coupe, 1, $1,855. 
FM sedan, 1, $1,425. 
SD sedan, 1, $920; 1, $880. 

DODGE 

Custom sedan, 1, $2,350. 
Custom convertible, 1, $2,055; 1, $1,570. 


; STUDEBAKER ‘47 Town & County sedan, 1, $2,475. 
BUICK 48 Pickup, 1, $1,420. ‘46 Windsor sedan, 1, $1,725 
'46 Super sedan, 1, $1,875. ‘47 Pickup, 1, $1,300; 1, $1,100. » 1, $1,725. 
WILLYS DODGE 


‘40 RM sedan, 1, $550. j 
‘38 Limited sedan, 1, $540. ‘47 Station wagon, 1, $1,600; 1, $1,430. 46 Sedan, 1, $1,375. 


Custom sedan, 1, $1,590; 1, $1,500. 
Deluxe sedan, 1, $530. 


FORD 


a 
A 
SD sedan, 1, $1,810; 1, $1,595; me 


40 Club coupe, 1, $600. 


MERCURY 
48 Sedan, 1, $2,200. 


"46 Sedan, 1, $1,605; 1, $1,580. 
1, $1,425. 


SD convertible, 1, $1,615; 1, $1,345; 
1, $1,640, 

Pickup, 1, $900. 

Deluxe sedan, 1, $770; 1, $510. 
Deluxe sedan, 1, $635. 

Pickup, 1, $470. 


HUDSON 
Super Six sedan, 1, $670. 


MEROURY 
Convertible, 1, $1,750; 1, $1,660. 
OLDSMOBILE 
(76) Sedan, 1, $1,930. 
(76) Sedan, 1, $1,760; 1, $1,640. 


PACKARD 
Sedan 


, 1, $2,425. 
Clipper sedan, 1, $1,400. 
PLYMOUTH 
SD sedan, 1, $1,730; 1, $1,675; 
1, $1,685. 
SD sedan, 1, $1,200. 
PONTIAC 
Streamliner sedan, 1, $2,200. 
Streamliner sedan, 1, $1,775; 1, $1,600. 
(8) Sedan, 1, $1,010. 
Club coupe, 1, $725; 1, $880. 
STUDEBAKER 


Land Cruiser sedan, 1, $2,715. 
Commander sedan, 1, $650. 
Club coupe, 1, $430. 


LUBBOCK, TEX. 


(Lubbock Auto Auction. Sales held every 
Thursday. Prices are for sale of Feb. 5.) 
(Market here was weak due to bad 
weather on above date. 1948 models 
holding but "47s and old used items off 
considerably. 36 sold out of 80 offer- 

ings.) 
BUICK 
46 Super sedan, 1, $2,050. 
‘41 Special sedan, 1, $1,005. 


CHEVROLET 
‘48 Half-ton pickup, 1, $1,925; 1, $1,870; 
1, $1,845. 
‘47 %-ton pickup, 1, $1,950. 
‘47 Half-ton pickup, 1, $1,805. 
’47 FL aerosedan, 1, $2,250; 1, $2,200; 
1, $1,950. 
‘47 FL sedan, 1, $2,050; 1, $2,005; 
1, $2,055; 1, $2,050. 
FL aerosedan, 1, $1,820. 
’40 Master sedan, 1, $820; 1, $330. 


DODGE 
‘47 Custom sedan, 1, $2,340. 
‘47 1%-ton truck, 1, $1,750. 


FORD 
‘48 SD club coupe, 1, $2,275. 
‘48 SD sedan, 1, $2,215; 1, $2,170; 
1, $1,970. 
SD sedan, 1, $1,975. 
‘47 SD club coupe, 1, $1,860. 
‘46 SD sedan, 1, $1,520; 1, $1,405; 
1, $1,475. 
SD sedan, 1, $1,075. 
*40..S8edan, 1, $900; 1, $745. 


MERCURY 
Sedan, 1, $2,345. 
"46 Sedan, 1, $1,710. 
PLYMOUTH 


MAIL TODAY '4@ Deluxe sedan, 1, $1,510. 


ye DURHAM 


(Durham (N.C.) Auto Auction. Sales 
FULL INFORMATION 


held every Thursday. Prices listed are for 
sale of Feb. 5.) 
(Market here shows prices springing 
back. Dealers are optimistic about an- 
ticipated Spring trade. 24 cars sold 
out of 88 offerings.) 


BUICK 
MADE OF HEAVY CHROME PLATED BRASS 4k senelal naan 1 Bate. 


RIGID AND RUST-PROOF CHEVROLET 


‘47 FM aerosedan, 1, $2,050. 
LIKE A BUILT-IN FEATURE $5 3nd andeoseame don 


‘46 FM aerosedan, 1, $1,725. 
‘41 MD club coupe, 1, $1,100. 
CHRYSLER 
‘48 Windsor sedana, 1, $2,575. 
‘47 Windsor club coupe, 1, $2,110. 
‘41 Royal sedan, 1, $925. 
DE 8OTO 
Custom sedan, 1, $1,770. 
FORD 
8D convertible, 1, $2,075. 
SD sedan, 1, $1,925. 
SD club coupe, 1, $1,835. 
8D sedan, 1, $1,550. 
LINCOLN 
Sedan, 1, $1,575. 
MERCURY 
Sedan, 1, $1,630. 
NASH 
**600"’ Sedan, 1, $1,305. 
PACKARD 
(120) Sedan, 1, $750. 
PLYMOUTH 
SD sedan, 1, $2,080. 
Deluxe sedan, 1, $1,500. 
Deluxe club coupe, 1, $850. 
PONTIAO 
(6) Club coupe, 1, $2,200. 
(6) Sedan, 1, $1,885. 
(6) Sedan, 1, $1,070. 


AUTO VENTSHADE COMPANY 
Box 1402, 
Atlanta 1, Georgia 


lama dealer. Please 


MAKE OF CAR 





send me complete information about Ventshades. 


Name 


Address 


a 
3 
S 
| 
3 
4 
8 
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the auto makers to absorb a good ° ® ° 
Automotive Finance . . . part of the larger ecsts. Ante Sticke: - Switch in Time 
I. andumies a by gp Ame Feb.9 Feb.2 | Tire Rotation Saves Dollars, 
Bro r a Ss 4, SSUCS ee ener produc- oe eas “a 7. Goodyear Tests Show 
m, profits mar- | General Motors . 54% 56% | AKRON.—Systematic rotation of 
* ° 9 gins will probably narrow some- Hiudso n a ae 17 18% | automobile tires may increase the Philad 
or tse ter un = barring strikes or Kaiser-Frazer .. 12 18% | amount of tire mileage received by For Fi 
nipeininge s eth BME oss ccscsvess 16% 17% |as much as 25 percent, according PHIL 
; acute raw material shortages, u Pata’ .......: 1% 4% |to tests and demonstrations made used-cal 
By George Deery anew —— s. greater . eo i a eer — Studebaker ...... 18% — by Goodyear ara : Rubber Co, week fo 
Staff Writer and, w provemen . WOE. vesssycs es 8 Motorists who follow a consistent port” ¢ 
A BETTER than average per. | supplies for the industry a» a whole | (0g comparable corniofeve that —  j§ — |program of rotating should be able | enacted 
formance can be expected of|will only be gradual, indivi Average for to cut their tire costs materially Fritz, 2 






selected equities in the group de- 
— ey —_ inde ~ oft tals — Soles ee alcove thate serve consideration this year al- 
dicated share. 


good resul rtionate though they may run into occa- 
recent saree Se artes a came ional soft spots whenever the gen- 
> + > 


Co, Php owner of the New York | concerned, it is not feasible for us 
Stoc ge, states. to estimate its possible ramifica- 
Appreciation, the firm points out, | tions on steel for the auto industry Timken Earned $1,876,607 
in the nearer-term outlook is|but it certainly would not seem |In December Quarter 
* checked by difficulties caused by|to be a wise political move to do| ‘timken-Detroit Axle last week 
the current fuel shortage, the steel | anything which might greatly re-| reported net profit for the three 
scarcity which could be further ag- | strict automobile production for | months ended Dec. 31, after provi- 


Nine Stocks .. 21.36 22.58 |it was found. Rear tires wear fast. motive : 
er because the power is applied Pennsy] 
depreciation, income taxes, etc., but |through them, causing increased ing, 4P 
subject to year-end inventory and | road friction. Front tires are sub. the anr 
audit a amounted to/| ject to the action of brakes. delphia 
$4,259,230, equivalent to $1.96 per| An approved plan Goodyear In a 
share. Sales for this same six | for rotation ealls for "the shifting working 
months period amounted to $56,-/of all tires on a car, including departrr 
308,458. This compares with earn- spare, every 2,000 to 3,000 miles, 900 cor 
ings of $2,256,460 for the six months | This is done by switching left rear Philade 
ended Dec. 31, 1946, equivalent to | tire to right front wheel, right front had fou 














































$1.06 per share on 2,157,589 com- s : re to right rear, “And 
gravated by allocations under the | our car-hungry voters. The wage |sion for depreciation, income taxes, as Ginnie tinh Ou ding and ae on fee. waa cont — our int 
Marshall plan and labor demands blem is that hurts. etc., but subject to year-end in- tstan ront 
for higher wages. Bache lists|?"’>°m = One ventory and audit adjustments, of | *#es of $37,978,821. to left rear. than $5 
Chrysler, General Motors, Hudson ‘Tt is almost a certainty that $1,876,607, equivalent to 86 cents AE, ee When spare tire is not entirely —— 
and Studebaker as “worthy of at- |some increase will be granted and | >-> share on the 2,172,343 outstand- Plans Name Change serviceable and only four tires are N 
tention.” . raw materials may go higher due |ing common shares. Sales for the A proposal to change the name|i@volved in the change, Goodyear et 
* *¢ @# to wage increases in supplier in-|same period amounted to $28,903,- of American Rolling Mill Co. to| UTS° shifting left rear to right 
dustries. Yet higher automobile | 968. g . front, right front to right rear, U r 
hs first hurdle is obviously of & Armco Steel Corp. will be submit- right rear to left front, and Me 
— nature,” the|prices will undoubtedly increase/ Net profit for the six months/ted to shareholders for considera- on oi ae Ab 
states. “The steel|consumer resistance, thus forcing | ended Dec. 31, after provision for/tion at the annual meeting on 1 
April 15, Charles R. Hook, presi- 
dent, announced last week. “The Robertson Buys aa 
proposed new name utilizes the| J. §, Robertson and his son Bill sent he 
company’s well-known trade name/ have purchased Cariboo Motors at ti 
‘Armco,’ and at the same time in-| Ashcroft, B.C., from Ed Seibel. a. 


dicates that it is a steel company,” 
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in America Book on Story oo 
Of Pr oductio Enthusiastically Received corded 
DETROIT. — Publi si f By lod oe in wh 
_— ca of a This is 
ttracti fit tor you. 
book of lively and non-technical || 00” OO A Sverywhere preter the which 
aspect, telling the story of mass/] Corcratt Body. Designed for year Dealer: 
production in a new way, was an- ‘round comfort. Streamlined, sturdy, ing. 
nounced by General Motors last provides more driving safety. Com- The 
week. The authors are Charles F./] plete vision, Du-Plate safety glass propos: 
Kettering, research consultant for|| windows. Body fits perfectly, will am 
General Motors and widely known last as long as the Jeep. Self- quirem 
scientist and inventor, and Allan|} 'ocking rear door. “The 
Orth, director of GM educational © Installs in 2 bours made | 
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Titled “American Battle for © Completely insulated out-of- 


Gestion,” — oe < oe Strong re-inforced aluminum body 
reparation nearly two rs. It reduces vibration. No corrosion of 
coake 100 rt rust. Precision engineered to fit. 
a aa Write for folder, prices, details. 


equal number of colorful illustra- 
tions, and covers, in capsule form, CARSON MACHINE 
AND.SUPPLY CO. 


the development of mass produc- 
tion over the last 500 years. 

The Gutenberg printing press of 
about 1450 is one of the first exam- 200 S.E. 29th St. ITY 9 con 
ples of mass production technique, OKLAHOMA C ° 
and the first third of the book is 
given over to “setting the stage” 
as the world approached the 20th 
century mass production era. Then, 
in the period in which the Ameri- 
can automobile industry plays so 
important a part, contributions of 
Ransom E. Olds, Henry M. Le- 
land, Henry Ford and others are 
outlined. 


The book was produced for dis- 





dustry, and others interested in 
mass production technique. It is 
intended to fill a need for infor- 
mation about how this country won 
its “battle for abundance.” 

“Much has been written about 
our battles for freedom,” said Ket- 
tering, “but little has been said 
about our battle against scarcity 
in this country. We thought we 
would make an effort toward fill- 
ing this informational gap.” 
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Simpkins (Ford) Opens 
At Wellston, Mo. 


ns as or clhemmal Ford deale eealas | 0 TE iF OR a ona 


in the St. Louis area. E 

Located in the center of the CADILLAC SQUARE 
Wellston (St. Louis county) busi- = ; 7 
ness district, the company recently 
opened for business with an open 
house show that included radio ac- 
tors and orchestras. 





















Used Car Notes 


Philadelphia Dealers Praised 
For Finance Methods 


PHILADELPHIA. — Philadelphia 
ysed-car dealers were praised last 
week for their ‘“whole-hearted sup- 

rt” of Pennsylvania’s recently 
enacted auto finance law. Charles 
Fritz, administrator of the auto- 
motive sales finance division of the 
Pennsylvania department of bank- 
ing, applauded dealer efforts at 
the annual meeting of the Phila- 
delphia Used Car Dealers Assn. 

In a report of how the law was 
working, Fritz declared that his 
department had checked nearly 
900 contracts of sales made by 
Philadelphia used-car dealers and 
had found only three errors. 

“And the total overcharge which 
our investigators found was less 
than $5,” Fritz said. 

+ * 


* 


New Title Law 
Urged to Stop 
Abuses in N. Y. 


ALBANY, N. Y.— Assemblyman 
Philip V. Baczkowski of Buffalo 
said last week he was preparing 

tion to prevent recurrence 
of “the Buffalo situation” in the 
automobile trade now under investi- 
gation by an Erie county grand 
jury. 

Baczkowski said he would pro- 
pose creation of a temporary com- 
mission to consider adoption of an 
automobile title law similar to stat- 
utes in effect in 31 states and the 
District of Columbia. 

The grand jury in Buffalo is 
investigating charges of “jumping 
title,” a system by which unscrupu- 
lous dealers can sell a car without 
recording the deal, and of “shake- 
downs” of out-of-town auto buyers 
by certain policemen. 

The title law which Baczkowski 
would like to see adopted requires 
that each transaction must be re- 
corded on a permanent title for 
every car owned within the states 
in which such a law is effective. 
This is the “uniform title law” for 
which the National Used Car 
Dealers Assn. has been campaign- 


ing. 

The Buffalo legislator said his 
proposal also would request more 
uniform state-municipal license re- 
quirements, adding: 

“The Buffalo shakedowns were 
made possible by using an obscure 
city ordinance as a club to place 
out-of-town buyers under pressure. 
There should be a closer relation- 
ship between the state and local 
regulations.” 


Used-Car Dealer 


Writes His Story 

CHICAGO.—Coronet’s Febru- 
ary issue contains an interesting 
article by an anonymous used- 
car dealer under the somewhat 
jurid title of “Confessions of a 
Used Car Deaier.” 

However, the article is a fair 
one, describing the operation of 
a legitimate used-car dealer. 


Mich. Title Setup 
Held Cause of 
New Car Exodus 


DETROIT.—On a car built and 
delivered in Detroit, it is possible 
to get a Tennessee title in 48 hours, 
whereas it takes four or five weeks 
to get a Michigan title. 

This has resulted in an exodus of 
new cars which have been resold, 
according to used-car dealers here. 

Since the recent grand-jury in- 
vestigation, dealers have been very 
careful about titles. 

Here’s how it works: An individ- 
ual who gets a new car and who 
Wants to resell it, visits a local 
dealer. The dealer tells him that he 
has to have a title to sell it. It 
takes five or 


title 
mail. 

In the meantime, a buyer for an 
Out-of-state dealer circularizing 
People who have obtained delivery 
of new cars learns that the individ- 
ual wants to sell. 

Dealers here say that the buyer, 
Who has connections in Tennessee, 


six weeks to get the 
from the secretary of state by 


Kentucky, Arkansas or Louisiana, 
can obtain a title on the car from 
one of these states in a matter of 
hours and take the car out of the 
state. 

The individual will be told to tear 
up the Michigan title when it 
comes through weeks later. 

Some local dealers are looking 
into the legal aspects of operating 
in a similar manner. They would 
buy the car, obtain a Tennessee 
title, and then if they resold it here 
they would file the Tennessee title. 
The question about which they are 
not sure is what will happen when 
the two titles bump into each other 
in the secretary of state’s office. 

* + * 


Federal Officials Launch 


Used-Car Probe in Rochester 


ROCHESTER, N. Y.—An inves- 
tigation of used-car dealers’ trans- 
actions in the Rochester area has 
been launched, it was learned offi- 
cially last week. 

The investigation, by federal offi- 
cials, is designed to bring out: 

1. If the Rochester area used- 
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THE SERVICE AREA and main building for H. 0. Wilen 
Puyallup, Wash., covers 6,800 square feet. The showroom 
The paved used-car lot occupies 8,400 square feet. 


three cars. 


Motors (Buick-Pontiac), 
is large enough to display 





car dealers have been operating in 
the gray market. 

2. If any of the dealers have 
evaded income tax payments by 
failing to report large profits in 
used-car sales. 

Federal officials said the local 
investigation would follow the same 
lines as inquiries made into used- 
car sales in Buffalo and Detroit. 


Canada Lifts Export Ban 


On Storage Batteries 
OTTAWA.—Trade Minister Howe 
has announced the removal of ex- 
port controls from a number of 
items, including storage batteries, 


Performance 


dictates the sale... 


ECLIPS€E- 
Standerd Equipment Sales: Elmira, N. Y. . 


because the supply of lead is be- 
lieved to be satisfactory. 


N. H. Registrations 
Hit a New High 


CONCORD, N. H. (UTPS).—Reg- 
istration of passenger cars in New 
Hampshire has reached a new high 
of 112,579, compared with 110,883 
for all of last year, according to 
the state motor vehicle department. 

Truck listings also established a 
new record, with 31,574 registered 
as against 29,773 for last year. The 
new registration period starts 
April 1. 


39 


Black-out? 
Brighter Colors Called More 


Popular by K-F Aide 

WILLOW RUN, Mich.— Bright 
new colors are crowding conven- 
tional black out of its traditional 
popularity as the No. 1 automobile 
finish, according to Carleton B. 
Spencer, Kaiser-Frazer color en- 
gineer. 

He says that black, which en- 
joyed car-finish leadership for a 
quarter-century, has dropped to a 
secondary status among the array 
of body colors which K-F offers. 

The reason, according to Spen- 
cer: 

“After every war Americans lose 
some of their fear of being con- 
spicuous. They tend to temper 
their slavery to convention and to 
seek new freedom of expression 
in bright colors.” 


Wilks Safety Advisor 


John E. Wilks, president of Up- 
town Chevrolet Co. Pasadena, 
Calif., has been appointed chair- 
man of the advisory committee for 
traffic safety by the Pasadena dis- 
trict council of the National Safety 
Council. 


Carburetion 


dictates the performance 





Rely on 


STROMBERG 


for the finest carburetion 


MACHINE OD 


Service Sales: South Bend, Ind. 


IVISION of 
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Service Symposium 
Talks Given by Leading Dealers 
On Vital Problems 


; 


“Better Parts Merchandising a 
Must for 1948” 
By Perry L. Dean 


Better parts merchandising with 
the emphasis on Better. No matter 
how good each of us may have 
been in the past in this department 
of our business, certainly all of us 
agree we can do better. 

There are many outstanding 
benefits to us as dealers in doing a 
better parts job: 1. Increased prof- 
its; 2. Give better service to our 
owners; 3. Improve our factory re- 
lations; 4. Improve our position for 
vehicle sales; 5. Strengthen our 
dealership through better represen- 
tation. 

Against these benefits we would 
have to consider: 1. Effort to get 
job done; 2. Space; 3. Investment. 

National authorities state that 
in. 1948 our customers’ labor and 
parts sales on repair orders 
should average close to $130 per 
vehicle. Using a 50 percent figure 
for the parts portion, we can see 
the enormous possibilities there 
are in parts sales. To this can be 


(Continued from Page 35) 


added the ae figure. of 
$2,000,000,000 for 
nearly accessory 

We dealers are only obtaining a 
minor share of this parts and ac- 
cessory business. The percentage 
will vary with the makes of cars 
and dealers, but the suggested 
figure that we are getting one-third 
of the total parts replacement busi- 
ness would not be far from a cross- 
section estimate. The factories in 
turn are getting far from all of this 
dealer business. With most dealers, 
ear sales is the chief business, and 
parts sales is a sideline. We are 
competing with jobbers where parts 
and accessories sales get the cen- 
ter of the stage. 

Parts potential is high now and 
basic conditions indicate that it 
will remain high for some time to 
come, Older cars are being driven 
more miles and are in the hands of 
owners who are financially able and 
desire to keep their vehicles in bet- 
ter shape than the owners of older 
cars in normal times. 

The chain stores, catalog houses 
and other independents are aware 


Collins 8 Aikman 


BE PREPARED—BUY NOW! 


ip 


Li, 


“For Snow and Mud”’’ 


ONE SIZE 
FITS ALL CARS 
HEAVY BAR TYPE RUBBER 


Vulcanized on a sturdy web 
strap. No danger of ruined 
tires because of chain goug- 


Lots of 100 
Less than 100, G4c each 


7 


Terms: C.O.D., F.O.B. Milwaukee 


‘Distributed by 
CHARLES DISTRIBUTING CORPORATION 


2783 W. WISOCONGEN AVE. 


MILWAUKEE 8, WIS. 


of the great possibilities of this 
market. You, no doubt, have ob- 
served their facilities to obtain 
this business. Are we in a com- 
petitive position with them? 


National authorities prove that 
we have enormous possibilities for 
the growth in this department. 

For our greatest benefit we 
should advertise, display and sell 
genuine original equipment parts. 

We cannot expect our owners to 
be loyal to us and our products un- 
less we set the proper example for 
them. 

1. Genuine parts build up the 
prestige of the shop that uses orig- 
inal vehicle quality materials. 

2. Genuine parts are properly de- 
signed and manufactured and are 
of the proper material for their 
purpose. This is controlled by the 
vehicle manufacturer for his own 
protection, the dealers’ protection, 
and the owners’ satisfaction. 

3. Genuine parts will probably re- 
sult in less labor consumption be- 
cause these parts are made to prop- 
erly fit a specific vehicle. 

The factories build the vehicles 
and we sell them, and thereby 
create this parts business. Is 
there any common sense in hand- 
ing it out to others on a silver 
platter? 

Our best interest as dealers is 
best served by teaming with the 
factories on the program of genuine 
parts. 

There are four major points to be 
considered to achieve better per- 
formance. 

A. PERSONNEL—Most of us 
dealers have graduated into deal- 
ers by coming up the line from 
car salesmen. Few have a back- 
ground of parts sales, so we are 
not properly grounded to get the 
most out of this department. In 
this division have we a man of 
caliber to measure up to our 
parts potentials? Don’t just meas- 
ure him as a man that comes ap 
to what our dealership does, but 
rather by what should be accom- 


plished. 

This can be a more important 
division of our operation and it is 
possible that this man should be on 
a par with the top men of our or- 
ganization. In too many places this 
parts manager is just an accidental 
assignment, not a thought-out se- 
lection. He should be a good buyer, 
an able salesman, a good house- 
keeper, a good organizer, to a de- 
gree a technician. It is necessary 
he should be a good man for rela- 
tions with the public, mechanics, 
the vehicle sales divisions and the 
factory. One of the national au- 
thorities in parts sales states that 
the weakest point in the chain to- 
day is at the point of contact with 
the customer, that is the service 
salesman on the service floor. Com- 
pensation for this parts manager 
and others concerned with parts 
and accessories sales should be in 
proportion to the performance, with 
the suggestion of a salary plus an 
incentive commission. 

B. —If we have parts 
merchandise of proper quantity and 
selectivity this will create business, 
for our customers will form the 
habit of returning to us, and if they 
find they can depend upon us they 
will not stray. Broad stoeks with 
proper depth as dictated by parts 
movement is the best insurance pol- 
icy for profitable parts operations. 

Expenditure in parts control 
methods that make it possible for 
you to give the maximum service 
from the least investment in stocks 
is a sound approach. Perpetual in- 
ventory and sales records are neces- 
sary to have a complete buying 
guide. 

Normally, a relation of three 
times our monthly sale for stock 
or a basis of four times turnover 
annually is sound. A definite must 
in stock control is that we keep a 
record of lost sales — be sure we 
set up a good system of recording 
the request for parts our custom- 
ers ask for and we do not have, 
so that upon justifiable demand 
they become stocked items. 

It is not proper to set up a broad 
policy for obsolescence, but we must 
take out of stock dead items in line 
with sound judgment for our opera- 
tion. 

One of the smartest parts men I 
know advised me years ago. “You 
can never be a success as a parts 
operator unless you learn to put 
parts into stock and take them out 
in a manner which gives a proper, 
complete and live inventory.” 

Cc. FA S-— 

1. Take the stockroom out from 
under the stairs and put it in the 
front window. 

2. Have it well located to properly 


serve the outside parts buyer and 
our mechanics. + 

3. Match or surpass our competi- 
tion, particularly chain stores. 

4. Give the stockroom ample space 
and give it a chance to grow. 

5. Have accessory displays in both 
showroom and service floor. 

6. Arrange our setup attractively 
to invite customers and permit good 
merchandising. 

D. PROCEDURE— 

1. Normally, our very best cus- 
tomer is our own service depart- 
ment. We should see that our me- 
chanics are promptly provided with 
adequate parts so that they can 
function properly. 

2. We should be in a strong 
competitive position to serve our 
outside trade customers, through 
facilities and rapid counter serv- 
ice and business-like discounts. If 
potential is so justified, certainly 
telephone and personal solicita- 
tion should be established plus a 
competitive delivery system. 

3. We should first study our po- 
tential and then establish quotas 
for performance. 

4. We should set up an incentive 
basis of compensation for all men 
interested in parts and accessory 
sales. 

4. We should set up an incentive 
basis of compensation for all men 
interested: in parts and accessory 
sales. 

5. Trademark signs. 

6. Advertising: 

a. Newspaper. 

b. Local trade publications. 
c. Radio. 

d. Direct mail. 

7. In some communities a deal- 
ers’ parts association made up of 
the parts managers of the dealers 
has done much to advance the 
cause of purchases of genuine 
parts from each other. 

8. In all respects we must be a 
competitive parts organization. 

In conclusion, there are many 
benefits that can come to us through 
better parts merchandising—headed 
by the profit item. We have chal- 
lenging possibilities ahead. In order 
for us to enjoy the benefits from 
these opportunities we must assume 
to necessary responsibilities and 


work at it. 


Goodrich Starts 
‘Tubeless Tire’ 
Sale in 4 States 


CINCINNATI. —B. F. Goodrich 
Co. announced that its new “tube- 
less tires” went on sale last week 
in this city and parts of four states 
—Ohio, Indiana, Kentucky and 
West Virginia. 

Selection of Cincinnati for the 
first sale of the tubeless tire came, 
it was said, after eight months of 
successful testing of the item by 
taxicabs, police cars and selected 
individual car owners. 

The new product looks like an 
ordinary tire, but has no tube and 
seals itself both when punctured 
and when the puncturing obiect is 
withdrawn. Special ridges molded 
on the outer sides of the beads pre- 
vent against loss of air around the 
rim. Escape of air around the valve 
hole in the rim is prevented by a 
special valve with inner and outer 
rubber washers, Goodrich officials 
explained. 

In a demonstration for reporters 
here last week “tubeless tire’ cars 
rode over three-inch spikes an- 
chored upright in the road. The 
spikes pierced the tires, but a tire 
gage showed that the tires retained 
their original air pressure. 

J. A. Hoban, Goodrich merchan- 
dising manager, explained that the 
puncture-sealing element is a thick, 
gummy rubber which lines the in- 
side of the tire through the crown 
and shoulder areas. It adheres 
tightly to any puncturing object, 
he asserted, and when the object 
is withdrawn the gummy substance 
is drawn into the hole, sealing it 
effectively and permanently. 


Toledo Businessmen Greet 


New Lincoln-Mercury Dealer 


Twenty-five Toledo business- 
men attended a luncheon an- 
nouncing the official opening of 
Starr-Dilger Motor Sales Co., 3812 
Upton Ave., Toledo’s newest deal- 
er in Lincoln and Mercury motor 
cars. 

Rowland H. Starr is pres'dent 
and George Dilger is vice-presi- 
dent and general manager. A 
$200,000 dealership building is 
now under construction. 


Coil Spring Seen 
On Decline for 
Auto Seats 


DETROIT. — Some auto sources 
report that the day of the co 
springs in auto seats is near an eng, 
They will be replaced. it is said 
by new types of springs. A 
these it is reported that the lead. 
ing contender is a type built with 
zig-zag wires, which is said to 
provide better flection up and 
down. 

Rubber executives say that foam 
rubber will be attached directly to 
these springs to build up the seat, 

Auto makers using foam rubber 
as standard equipment are said to 
be Chrysler, DeSoto, Hudson, Cadij. 
‘ac and some models of Buick, Lin. 
coln and the Dodge front seat, 
Oldsmobile, Pontiac, Studebaker 
and Nash are optional. None jg 
used in Plymouths, Fords or Chey. 
rolets. 

Thomas Robbins jr., president of 
Hewitt-Robins, parent of Hewitt 
Restfoam division, recently dis. 
closed a major expansion program 
for Restfoam. Double capacity is 
expected by the middle of the year, 

Hewitt experts say coolness pro- 
vided by foam cushioning offers a 
selling point summer and winter. 
They point out that a cool seat is 
often more important in winter 
than summer since in winter mo- 
torists are bundled up and have 
the car heater going. 


Kultgen Is Elected to Head 


Waco Chamber of Commerce 

Jack Kultgen of Bird -Kultgen 
Motor Co. (Ford), Waco, Tex., has 
been elected president of the Waco 
Chamber of Commerce. 


STEEL 


ADJUSTABLE COMPARTMENT 
SHELF DRAWERS 


IMMEDIATE SHIPMENT 


Slotted on 1” centers to accom- 
modate dividers. Back stop pre- 
vents drawers from accidentally 
dropping. Label holder on front. 
Handle on front. Finished in 
baked green enamel. Packed 10 
in a carton. Dividers available 
at slight extra cost. 

95 BHL 54x 11% x 4% 
96 BHL 8 544x17% x 4% 
97 BHL 8%x11%x4% $1.20 eo. 
98 BHL 844 x17%,x45% $1.39 es. 
All Prices F.0.B. Philadelphia Plant 


Phone - Wire - Write 


BAY INC. 3i3un 0 sa 
Telephone 


BAldwin 98-1806 


$1.12 es. 
$1.27 ea. 


In Order to Get 
REAL HELP 
On Your 


INCOME TAX 


TROUBLES 
See the STOKES 
advertisement 
on Page 19 of the 
January 26th issue 
of 


Automotive News. 
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ity in 1948, the company states. 
combinations. 


Oldsmobile’s 5 


(Continued from Page 1) 


cars, particularly the new Futur- 
amic series 98 model,” it was stated 
by D. E. Ralston, general sales 
manager. 

“We plan to build more of 
these larger Oldsmobiles, and 


























RIGHT 


makes the 
Dispatch 
a great 
newspaper 


witness the Dispatch Farm- 
stead at the 1947 Ohio State Fair 
— a full-size farm home and 
barn, with every modern facility 
for better farming and farm liv- 
ing — with a real farm family 
living in it! 
Did Dispatch readers “go for it"? 
Well, 104,000 visited that farm- 
stead in 5 days — avidly asked 
questions and noted features! The 
Dispatch 1947 Farmstead was 
another big thing, done right! 


Doing things its readers want 
done — and doing them right — 
makes The Columbus Dispatch a 
great newspaper to Central Ohio 
people. (99,686 of the 99,867 
Greater Columbus families read 
The Dispatch) That mokes it a 
great newspaper for advertisers 
too! 





THE 
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THE 1948 DYNAMIC Series 70 Oldsmobile. 
The deluxe upholstery is available in new two-tone 
General Motors’ Hydra-Matic drive, offering fully automatic shifting | 
in all forward speeds, is available, as optional equipment, in the Dynamic Series 70. 


Futuramic Models Salute 





Interior trim reaches a new high in qual- 


Oth Year 


more convertibles, than we have 
built in recent years because the 
public has indicated a definite 
preference for them.” 
Introduction of the division’s 1948 
models marks the start of Olds- 
mobile’s 5ist year of manufactur- 
ing The concern was founded in 
| Lansing, the capital city of Michi- 
gan, in 1897 by R. E. Olds 
+ + ok 


— NEW design and construc- 
tion of the body for the 1948 
|Futuramic Oldsmobile was hailed 
by J. F. Wolfram, chief engineer 
at Oldsmobile. 

Wolfram called attention to the 
lines of the series 98 two-door se- 
dan and pointed out that the front 
| fender and hood flow smoothly into 
|the body while the rear fender 
|contributes a distinctive note. Elip- 
|tical in shape, the rear fenders 
|carry the lines beyond the sloping 
|contour of the rear deck and seem 


ss flow over and around the 





chrome-plated rear bumper, which | 


| hugs closely to it. 

| Designed for a wheelbase of 
| 125 inches, the Futuramic Olds- 
| mobile body rests on a sturdy 
| reinforced frame of the X-mem- 


| ber type, Wolfram said. The car | 


has an overall length of 213 
inches and is wider than it is 
high by 14 inches. 

Oldsmobile offers two types of 
upholstery, standard and deluxe, in 
the Futuramic series. The deluxe 
fabric is available in two-tone color 
combinations of gray or brown, 
finished with bolster rolls on the 
seat cushions and the seat backs. 
The trim styling of the door pads 
harmonizes with the various trim 
combinations available. 

The instrument panel is newly 
designed, with the instruments 
clustered centrally over the steer- 
ing column in a semi-circular ar- 
rangement. All of the controls for 
the various accessories are grouped 
around the instruments ior easy 
access by the operator. 

Because of the new body designs, 
the front seats of the four-door 
Futuramic model are more than 
two inches wider than those of the 
corresponding 1947 model, Wolfram 
said. 

* * o 

HE BODY design of the Fu- 

turamic 98 has increased vision 
all around, Oldsmobile stated. | 
There is 30 percent more area in| 
the new curved windshield, and 58 
percent more area in the curved 
rear window. 

The side windows in this model | 
have been enlarged too, it was said, | 
with the result that “blind spots” 





are reduced to the minimum. A 
broader, lower hood is said to in- | 
crease the driver’s vision ahead. 
Another visibility aid stems from 
the slenderizing of door pillars. 
The Futuramic Oldsmobile is 
powered by a 115 h.p. eight-cylin- 
der engine, fitted with a new 
high-compression head. The com- 
pression ratio is increased from 
6%-to-1 to 7-to-1. 
Oldsmobile also offers, 


as oOp- 


;|tioral equipment, air-cushion type 





DISPATCH 


Ohio's Greatest 
Home Daily 


National Representatives: 


Ld 
O'MARA & ORMSBEE, INC. 
New York, Chicago, Detroit, 
RU me a Ui 


tires, carrying extra-low pressures. 


|| Because of the extra volume of air, 


and the specially-built sidewalls, 
these tires are more resistcnt to 
shock and absorb a large portion 
of normal vibration encountered in 
road contact, the division pointed 
out. 
* 4 * 

HX DRAULIC controls for the 

windows and front seat of 
closed models in the 1948 Futur- 


amic series are available a3 option- 
al equipment, at extra cost. With 
this equipment windows may be 
raised or lowered and the seat 
quickly adjusted by the touch of 
a button. In the Futuramic con- 
vertible coupe the top, as well as 
the seat and windows, is operated 
by a hydraulic control system. 

A new convenience feature in the 
Fisher body of the Futuramic se- 
ries is wider entry through the 
front doors. A special swing-out 
hinge permits the doors to open 
two inches further than before. 


The size of the baggage com- 
partment opening has aiso been 
enlarged, providing more con- 
venient loading and unloading. A 
new type of spring-loaded hinge 
on the trunk lid serves to coun- 
ter-balance its weight and at the 
same time hold the lid open. This 
new hinge eliminates the need 
for side supports, it was stated. 


For the first time, Oldsmobile 
will offer two-tone upholstery pat- 
terns in its series 70 deluxe models 
for 1948. Interior trim of the series 
70 model will be finished in match- 
ing or complimentary colors, 

Standard models in the Dynamic 
3eries will be upholstered in bed- 
ford cord and_  shadow-striped 
broadcloth. Foam-rubber seat cush- 
ions will be available on Dynamic 
models at extra ccst. They are 
standard equipment on Futuramic 
models. 

Both six and eight-cylinder en- 
gines, of 100 and 110 h.p. respec- 





EXPANSION OF WINDSHIELD and 
new design is one of the paramount feat 


of the new Fisher body for the Futuramic 
the windshield 


Series 98 Oldsmobile. There are 160 square inches more of glass area in 


of the club sedan model and 210 square inches more in the four-door model. 
» the improved windshield vision is compared to the former area, out 


above photograph 
lined with broken white line. 


tively, are offered in the Dynamic 
series. There are five body styles 
in the series 60 and two body styles 
in the series 70. 

* * * 


LDSMOBILE said it has equip- 
ped Dynamic cars for 1948 with 
strong and resilient coil springs at 
all four wheels. Vibrations and jar- 
ring shocks caused by uneven road 
suriaces are almost fully absorbed 
by the sturdy quadri-coil springs, 
it was claimed. 
The 1948 series 60 and 70 Olds- 


‘They say itll be 


‘THE CAR OF 
THE YEAR’: 










SWAP-ON 
HANGER STOPS [ 
SPRING LOADED 





STURDY AIRCRAFT-TYPE CONSTRUCTION 


fm FINISH TUBING 






FOR EASY ADJUSTMENT 





Salesmen and 


FELT PADS 








z 
F 


mobiles also are equipped with self- 
energizing, super-hydraulic brakes, 
with cast iron braking surfaces 
and triple-sealed drums. For emer- 
gency situations all Oldsmobile cars 
also have mechanical brakes. 

Ten solid colors are offered for 
closed models, and five additional 
solid colors are reserved specifically 
for convertible coupes. There are 
five two-tone color combinations in 
all body styles, except the Futur- 
amic club sedan, station wagons 
and convertible coupes. 


a 
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New Snap-On Clothes Rack 


Installed and Removed in a Few Seconds 


No Bolts—No Screws—Weight 1-lb.—Will fit 
any Car—No Damage to Upholstery, 


Vacationers are finding the 


new SNAP-ON CLOTHES RACK indispens- 
able .. . eliminates packing . . . clothes stay 
in place .. . wrinkle free and ready for wear. 





‘JOHN E. COOLIDGE CO. 


1722 W. SANTA BARBARA AVE. 
LOS ANGELES 37, CALIFORNIA 
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Junge Is Chairman 


Carl L. Junge, vice-president and 
general manager of O’Shea Rogers 
Motor Co., Lincoln, Neb., was re- 
cently appointed general chairman 


1948 
CATALOG 


FREE TO DEALERS 


FOR EXTRA 


Scores of patterns styled in Firestone “Velon” 
lastics, satin twills, gabardines and colorful 
bre fabrics . . . America’s outstanding mills 
ed Bertley patterns 

ealer-consumer opinion 


have exclusively desi 
based on an extensive 
poll. 





to head the 1948 Lancaster county | City Oldsmobile Co., Louisville, Ky., 


Red Cross campaign. 
+ 


* * 


Dishman Is Director 


and president of the Kentucky Au- 
tomobile Dealers Assn., has been 
elected a director of Liberty Na- 


J. A. Dishman, president of Tri-! tional Bank & Trust Co., Louisville. 


SALES 


Self-selling sample book is a welcome aid in 


any showroom . . . attractively bound in a 
leather jacket . . . swatches easily removed for 


customer’s perusal. 


Swatch book carries detachable factory price 
list and complete details describing the Bertley 


nationally-accepted line. 


A “MUST” FOR ALL 1948 CARS 
WRITE NOW FOR FREE SAMPLE BOOK! 


SPECIAL 25% DISCOUNT TO AUTOMOTIVE INDUSTRY 


16 Inch Bag... Size 16 x 13 x 744” 


Retail Price Incl. Fed. Tax $37.20 . . . Our Price Incl. tax $27.90 


18 Inch Bag .. . Size 18 x 1344 x 8” 


Retail Price Incl. Fed. Tax $39.50... Our Price incl. tax $29.40 
Colors: Suntan, Brown, Bleck 


Send Check or Money Order. We Ship Prepaid. 


~ 


case. 






























































AY 


A MONEY-BACK OFFER cecce 
ON THIS HANDSOME BRIEF BAG! 


SO SURE are we that this is the best Brief Bag on the 
market, that you may have your money back, uncon- 
ditionally, if you don’t agree. 

This bag was especially designed for the top execu- 
tive, the sales manager and other officials who require 
a long-lasting, good-looking and comfortable-to-carry 


THESE FINE CONSTRUCTION DETAILS 
@ Made of heavy 6-7 oz. Top-grain Cowhide. 
@ Saddle-Stitched with wear-tested NYLON thread. 
@ Solid brass lock and hardware. 
® Finished leather used in partitions. 


@ Heavy tempered-steel frame. Sides reinforced with 
leather straps. Inner clock-spring steel 
slats will retain smart shape for life of 
the bag. 


CONTEMPO 





LUGGAGE CO 





FLATIRON BLDG., NEW YORK: 10, N. Y 
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L-M Eyes Output Hike 


Benson Ford Reveals Goal of 250,000 This Year; 
"49 Models to Bow in April 


(Continued from Page 1) 


daily output of 750 cars, will bring 
about the higher production total 
this year, Ford said. The new 
plants, which will begin opera- 
tions March 15 on the 1949 Mer- 
curys and Lincolns, are located at 
St. Louis, Los Angeles and Metu- 
chen, N. J. 

Ford also revealed that by this 
time next year L-M will have about 
1,600 dealers, composed of 1,000 ex- 
clusive L-M outlets, 200 exclusive 
Mercury dealers and 400 duals with 
Ford in smaller cities. (At the close 
of World War II there were only 38 
separate L-M dealers.) At present 
there are 677 exclusive L-M dealers, 
and 400 others handling Mercury 
exclusively or dualed with Ford. 
Dealers already have invested $75,- 
000,000 in their buildings and equip- 
ment. 

* * + 

ee of Mercury orders is 

154,000 at present, compared 
with 157,000 a year ago, according 
to Joseph E. Bayne, general sales 
manager. Lincoln’s backlog is now 
24,000, only slightly below last 
year’s production. 


Canada Fixes 


16% Quota on 
U. S. Imports 


OTTAWA.—Canadian authorities 
last week announced the partial 
lifting of the country’s embargo on 
U. S.-made automobiles. Under a 
new plan, Canada will permit the 
import of about 16 percent of the 
number of American automobiles 
allowed under the 1947 quota. 

Imports of parts and accessories 
will be allowed to about 25 percent 
of the 1947 quota, it was added. 

Officials said another plan would 
be announced soon to permit im- 
ports from British areas. 

During 1947, U. S. plants shipped 
41,365 vehicles into Canada, includ- 
ing 31,670 passenger cars and 9,695 
commercial vehicles. 

Each Canadian vehicle importer 
will be given a dollar allotment 
based on the number of passenger 
cars and trucks he imported from 
the so-called “scheduled” countries, 
including the U.S., during the 12 
months ended Oct. 31, 1947. 

The dollar allotment will be ar- 
rived at by multiplying the number 
of units imported during the basic 
period by $230, a figure which is 
calculated to be 75 percent of the 
average foreign currency content of 
cars manufactured in Canada. 

Thus, an importer who imported 
1,000 vehicles during the basic 
period would be entitled to a dollar 
allotment of 1,000 by $230 or $230,- 
000, with which to purchase and 
import cars and trucks from the 
“scheduled” countries during 1948. 


ATA Committee 
Meets to Plan 
Leasing Study 


WASHINGTON.—A special com- 
mittee of the American Trucking 
Assns. will meet here Feb. 18-20 to 





map plans for a study of truck)| 


leasing practices and to seek post- 
ponement of the Interstate Com- 
merce Commission’s public hear- 
ings on the question. 

The leasing study was one of nine 
decisions reached by the ATA’s ex- 
ecutive committee and action to set 
it in motion was begun immediately 
after the return of ATA’s staff to 
Washington. Staff action also was 
top 
problems, in line with committee in- 
structions, including highway safe- 
ty, traffic matters, the gasoline 
shortage, legislative and regulative 
problems, and association revenue. 

Preliminary plans of leasing com- 
mittee members called for a discus- 
sion of the whole question with ICC 
officials. Postponement of the pub- 
lic hearings, scheduled to begin 
Apr. 19, will be requested to give 
the committee time to make an ex- 
haustive, nationwide study of all 
truck leasing practices. 

It plans to formulate proposed 
regulations to eliminate any alleged 
evils, but permit continuance of 
proper leasing arrangements. 


industry | 








Ford pointed out that the chief 
goal of Lincoln-Mercury, now 4 
separate entity of Ford Motor Co, 
is a bigger slice of the medium ang 
high-price car sales. “We're no 
longer a stepchild of the Ford Mp. 
tor Co.,” the 28-year-old Ford de. 
clared. 

He said already $75,000,000 has 
been invested in the L-M division, 
consisting of $25,000,000 for new 
plants and facilities, plus $50,009, 
000 for dies, tools, jigs and fix. 
tures for the forthcoming cars, 
He declined to give any hints on 
the new models or their prices ex- 
cept that they will be “completely 
changed.” 

Plans are in the making for ip. 
troduction of a new Lincoln Conti- 
nental model later in the year, he 
said. 

G. W. Walker, director of pur- 
chasing, asserted that while mate. 
rial costs have been fairly stable for 
the past three months, there ar 
considerable rumblings of price in- 
creases. 

* *¢* ® 

L_LINCOLN-MERCURY sales goal 

for the year is about $400,000,000, 
Ford said. “If we produce the 250- 
000 scheduled units, they will repre- 
sent 12.8 percent of the medium and 
high-price market anticipated for 
1948. 

“The 1949 models, our first post- 
war products, represent the last 
word in modern design. They are 
new cars—new from roof to road 
and from bumper to bumper. 

“And with these new cars, for the 
first time, Lincoln-Mercury will 
thoroughly blanket the field from 
the lower medium range on up 
through the higher price fields to 
the Continentals,” he declared. 


Obituaries 





Dimmitt, L.A. Region 


Chief, Dies in Detroit 

LOS ANGELES.—Patterson D. 
Dimmitt, regional manager for 
Plymouth here, died last week in 
Detroit. He had been in Detroit 
for conferences with Plymouth 
officials. 

Dimmitt first joined Chrysler 
Corp. in 1931 as a fleet sales rep- 
resentative. He served as Fargo 
division regional manager in Dal- 
las and Chicago until 1936, when 
he went into business himself as 4 
dealer in Texas. In 1939 he was 


appointed a Plymouth district man- 
ager. 
. * * 


Julius F. Roten 
* NEW YORK.—Julius F. Roten, 59, vice- 
president and director of L. Sonneborn 
Sons, Inc.. New York, oil refiners and 
manufacturing chemists. died Jan. 24 at 
Mount Sinai hospital here. Mr. Roten 
Joined Sonneborn in 1905 and was an au- 
thority on petroleum derivatives. 

> * * 


Roy M. Nichols 

PLYMOUTH. N. H. (UTPS)—Roy M. 
Nichols, for 25 years associated with his 
father in the Floris M. Nichols & Son deal- 

ership here, died recently. 

© ° * 

Walter W. Lukhard 

RICHMOND, Va.—Walter W. Lukhard 
44, of Franklin Motor Co., died here Jan 
30. He had been identified with the com 
pany for 15 years. 
6 ° * 


Ernest H. Boogher 


SEATTLE.—One of the Pacific North 
west’s deans of automobile salesmen, Er 
nest H. (Book) Boogher, 74, died at his 
home here. Mr. Boogher, it is said, sold 
more vehicles in Seattle between 1910 and 
1929 than any other salesman. 

o > *. 


C. N. Carruthers 


SALT LAKE CITY.—Cedric Newton Car. 
ruthers, 58, died here Feb. 5 of a cerebra! 
hemorrhage. Until his retirement in 192 
he was president and general manager of 
Cc. N. Carruthers, Inc 


Seymour E. Hale 


WORCESTER, Mass.—Seymour E. Hale 
64, pioneer Worcester dealer, died recently 
He was a partner in the former Greene ¢ 
Hale Co. For the past two years he ¥# 
a consultant to the Boston office 
War Assets Administration, and had served 
overseas for the government during 
war. 

* > . 


Earl Vordenberg 
OAKLEY, 0. (UTPS).—Ear! Vordenbers. 
56, president of Vordenberg Chevrolet 
here, died Jan. 1 of a heart attack. He w# 
a former baseball pitcher for the 
phia Phillies. 


Percy J. Phillips 


JAMESTOWN, N. ¥.—Percy J. pea 
58, an automobite dealer here since 19% 
died after a month's illness, He was Mo 
dent and general manager of Phillips 
tors, Inc., 1215 E. Second St. 
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ATLANTIC CITY, N. J.—Gadgets 
ranging in usefulness from a horn 
which emits a “Hollywood wolf- 
call” to a new passenger-car jack 

ranteed to hold on a 30-degree 
grade were on display in Conven- 
tion Hall here last week. 

More than 500 members of the 
Automotive Accessories Manufac- 
turers Assn. of America set up 
pooths to show their wares as the 
AAMA opened its 21st annual ex- 
hibit. 

The new jack—the York safety 
jack—is the invention of R. 
Newlin of York, Pa. Its basic fea- 
ture is a 4 by 14%-inch base which 
gives it remarkable stability. 

Several variations of keyless 
locking gas tank caps were dis- 
played. Lek-Tro-Lox, manufac- 
tured by Hallam & Hean Inc. of 
Cleveland, operates electrically 
through the ignition system. A 
dashboard push button opens the 
cap, which locks again when 
closed. 

Loc-A-Cap, produced by Ajax In- 
dustries Inc. of Philadelphia, was 
introduced to the trade at the ex- 
position. 

Another keyless cap was offered 
by Empire Motor Products Co., 
Los Angeles. A center section of 
the cap opens by hand, but the 
entire assembly prevents theft or 
siphoning. Ratchet design and steel 


Market 


(Continued from Page 1) 





cession” or a complete economic 
collapse. 
“We'll know soon enough if thir 
thing keeps up,” one observer said 
* a * 


A FACTOR expected to bolster 
sagging stock prices lies in the 
forthcoming announcements of 1947 
profits in the auto industry. Sub- 
stantial dividends are likely to be 
declared by most new-car and truck 
producers. 

In London, President Henry Ford 
II of Ford Motor Co. told newsmen 
he saw few signs of a depression in 
U.S. business. He voiced optimism 
about the economic outlook for the 
immediate future. 

Ford expressed doubt that the 
Marshall plan to rehabilitate Eu- 
rope was being pressed to forestall 
market setbacks at home. 

“If there were no Marshall 
plan, I do not think business 
would go bad in the United 
States,” he said. 

Possibility of new-car price de- 
creases in the near future was 
scouted by spokesmen for the Big 
Three and independent producers. 


“Price cuts will have to start with 
our suppliers, and they’ve got the 
same wage demands that we have,” 
a spokesman for one of the Big 
Three said. “New-car prices still 
have nowhere to go but up.” 

- +o + 


()NE ECONOMIST pointed out 

that new forces are at work to 
prevent outright collapse of land 
and investment values—the calam- 
ity which cut the heart out of new- 
car markets in the 1920’s and 1930's. 


“For one thing,” he said, “the 
government is obliged to support 
crop prices when they recede to 
fixed levels. And back then, the de- 
mand was not half as great as it is 
now.” 

“Of course, a free-enterprise econ- 
omy such as ours will have its 
peaks and valleys. But any fluctua- 
tions now should not be as severe 
or as sudden as they were in 1921 
and 1929.” 









Driver Cabs and Station Wagon 
Bodies for Jeep Vehicles 


$145 
FOB Cleveland, Ohio 
Delivery Anywhere in U.S.A. 


STATION WAGONS INC. 
$619 Euclid Ave. Cleveland 3, Ohio 


LS 


Accessories Galore 


Over 500 Exhibits of Products for Autos 
Set Up at Atlantic City 





springs lock the assembly within 
the intake pipe, and the gasoline 
pours through a grid. 

Warning lights were also 
dressed up for the occasion. Tele- 
optic Co. of Racine, Wis., came 
out with an OK-Pass-Lite, for 
trnck operators. Operated by 
button from the driver’s seat, it 
lights up with the words “Okay 
—Pass.” _ 

Siow-Lite Co. of Los Angeles dis- 
played its amber-colored Auto- 
Vacu-Matic creation, which warns 


M.| “Sle” when the driver’s foot leaves 


the accelerator. 


A gasoline mileage gauge, pro- 
duced by Snow Plastics Corp. of 
Chicago, also drew considerable 
attention. It is designed to indi- 
cate mileage per gallon at any 
speed. The gauge, the company 
says, is individually calibrated for 
specific makes of car. 

American Battery Cable Co. of- 
fered two new gadgets, a special 
booster cable sct and a “self-lubri- 


Damping down thepust Bow... 





DOUBLE CONGRATULATIONS were in order when E. C. Quinn (left) and Edson L. 
rromoted to general sales manager of 
Dodge, while O'Donoghue had been elected president of Hopping-Phillips Motors Inc. 


(Dodge-Plymouth), Newark, N. J. 


cating” battery bolt. The cable set | grease inserted at the time the 


is simply two 10-foot cables, each 
equipped with copper clamps at 
each end, so that the mechanic 
need not carry a service battery 
to start a car. He simply clamps 
the cables to the battery in his 
own car. 

The self-lubricating nut is de- 
signed to end jamming through 
corrosion. Three times as long 
as the average battery nut, it is 
closed at one end, thus serving 
as a retainer for heavy oil or 


Alarmed by reports that farmers of the former 


Dust Bowl were again mining the land and risking the 


nation’s food production . . . Jim Roe of SF took a 
2,300 mile trip to learn the truth. 


Yesterday’s Dust Bowl today is golden with grain. 


Plains farmers have tacked down the land, made a 
million-acre blotter by growing new “camel crop” 


sorghums, side-oats grama, buffalo grass, blue grama, 
. don’t burn the straw, hold it as 
. have dug deep irrigation wells 


sand love-grass . . 


water holding cover . . 


... do “underground farming”? with new machines 


that turn up hard to pulverize clods . . 


. enacted 


wind-erosion laws with sharp teeth. And if despite 


precautions, the surface soil of a particular farm starts 


blowing, the entire community attacks with deep 


cutting chisels, works all night until the land is anchored. 
For the inspiring facts of how the Plains farmers, with 


new soil knowledge, new crops, and new machinery 
. .. turned a disaster-defeated drought area into vast 


wheat fields and grazing lands, every advertiser should 
read, ‘“‘Drought? We’re Betting Nature She Can’t Evict 


Us”. SuccessFUL FARMING, February issue, page 26. 


Crop cosmetics . . 
to Florida muck soils make vegetables greener 
... Minor elements influence color, texture, 

. “Plants Won’t Grow 


growth of plants. . 


. Copper salts added 


Without Them’’, page 30. 





Fussy feeders. . 


Most missed market .. . Missed by most 


general magazines and network programs, the nation’s 
best farmers in the 15 Heart States are comprehensively 
covered only by SuccessruL FARMING ... with more than 
1,200,000 circulation among farmers with the best soil 
and methods, biggest yields, highest property investments, 
largest incomes—averaged $7,800 gross in ’46 (excluding 
government payments), $3,252 above U. S. farm average. 

Seven peak years and more ahead make SF families 
best class market in the U. S.! No national advertising 


is really national without this market and medium. 


Data and details, any office . . 


Des Moines, New York, Chicago, San Francisco, 
Cleveland, Detroit, Atlanta, Los Angeles. 





. Cattle refused to feed 
along fence rows seeded to bluegrass and red 
clover—grazed on nutrition-rich Ladino 
... ‘Ladino Has All The Answers’, page 42. 


. SUCCESSFUL FARMING, 


cable is affixed to the battery. 

A combination warning and 
trouble light, which becomes an 
electro-magnet when plugged into 
the cigarette lighter, was displayed 
by Luma-nite Sales Products of 
Chicago. 

With a floodlight on bottom, red 
warning light on top, the Luma- 
nite can be stuck against the side 


of the car, holding fast through|Graham-Paige Motors 


its electro-magnet, while the mo- 


Philadelphia Gets 
Playboy Showing 
DETROIT. — Opening display of 
the Playboy car for dealers drew 
4,000 people on the first day and 
resulted in nearly 400 interviews 


with prospective dealers and dis- 
— according to company of- 
ials. 


Louis Horwitz, president of Play- 
boy Motor Co., Buffalo, headed a 
number of company officials here 
for the display. The Detroit show- 
ing was to continue through Feb. 
14 in Detroit and then move to 
Philadelphia, where the cars will 
be shown to dealers Feb. 16-21 at 
Hotel Benjamin Franklin. 


Frazer Leases Entire Floor 


For New York Offices 


NEW YORK.—An entire floor in 
the Squibb building at 745 Fifth 
Ave. has been leased for the New 
York offices of Joseph W. Frazer, 
president of Kaiser-Frazer and 
Corp. The 
New York offices are presently at 


torist has both hands free to work.!1710 Broadway. 
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Service reported that the auto ip. 
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dustry was employing more than g 


Schler Manages LH been appointed authorized dealer As Food Prices Decline 
million workers for the first time 


Dealership at Springfield, Ml. ae — and Mercury automo- 7 ; 
Market Dip Cuts Steam |". . . 


Springfield Motors Inc., 215 E.| Manager of the new company is 
Vote in Buffalo Dealership 


Capitol Ave., Springfield, Ill, has | Otto Schler. 
Behind Wage Drive Reise AtO toe ao S63 


employes of Aschbacher Motor 

























































































































































































































(Continued from Page 1) system throughout most plant oper- Corp. here rejected the UAW-CI9 CHRY! 
for less. Possibility of agreement | #tions by the end of the year. as their bargaining agent, the Chry 
on an hourly raise of between 10 4. The United States Employment | NLRB announced. DeSo 
and 15 cents is mentioned. aE ee ene er area rss ea - Dodg 

+ * . Plym 
Pesce that auto industry FORD 
executives are anticipating a pay Ford 
boost of 15 cents or thereabouts Line 
was seen in a statement by Paul Mere 
Hoffman, president of Studebaker. GENE! 
Commenting at a Pittsburgh Buicl 
press conference, Hoffman esti- ’ Cadil 
mated that a. 15-cent raise for FIRE INSURANCE COMPANY’S Chev 
auto workers would result in an Olds! 
increase of about $75 in the unit | Pont 
cost of car manufacturing. He KAISE 
said that not all of this increase Fraz 
should be absorbed by the manu- Kais 
facturer. CROSI 
Representatives of Chrysler local T HUDS* 
unions met in Detroit over the NASH 
weekend to formulate their de- PACK: 
mands on the corporation. It was | STUDI 
expected that the Chrysler confer- T BILE DEALERS WILL! 
ence would follow the lead of GM 
unionists in demanding a 25-cent- Tota 
an-hour flat raise, five cents an : bo “ +Sta’ 
hour for group insurance, a guar- ror the year 1947 Resolute ae as pre 
anteed work week and longer vaca- mium writings exceeded $5,500, cs ot e average 
tions for workers with five years of commission earned by automobile dealers throughout ine coun- 
if nN ; se 7 7 ; aa 
A New Fast Selling Car Nece ity seniority. ‘ aa ie apeda ete. A still greater volume in premium writings 
rysler spokesman reiterate , 
last week that it was doubtful As vehicle production has increased, so has the demand for 
CAR whether demands for other than a automobile fire, theft and collisicn insurance under the Resolute | CHEV! 
flat wage increase were permissible Plan. All evidence points to a substantial increase in commis- | CROSI 
SAV. -MAT this year. The UAW contract ap- sions during 1948—-and our stepped-up facilities for writing DIAM 
pears to bar reopening of all provi- automobile finance insurance have been planned to hasten the | pODG: 
a tet wage scales until 1949, gratifying up-curve of profits in this type of insurance. FEDE! 
FITS ALL CARS mete ay Millions of dollars have been earned b dealers writi || FORD 
eas eErier~ en @ d by car dealers ng | 
CALL for immediate reopening || fire, theft and collision insurance in 1947. Many millions more | GMC . 
@ Keeps New Cars New Looking A of the Ford contract, anaes will be earned in 1948. In fact, it is predicted by many of the | HUDS! 
i ' A wage sections expire in the sum- foremost authorities that, with a return to normal conditions, | INTER 
@ Improves Old Car Appearance mer, came from a meeting of Ford dealers financing their own time-sales will earn more on their | MACK 
@ Keeps Car Floors Clean local leaders. UAW President Wal- financing and insurance than on their automobile sales business. REO 
Oe Worn Mats ter Reuther has taken the position, This was true prior to today’s sellers’ market—and will be true | STUDI 
& vers Worn however, that expiration dates again sooner than most automobile dealers realize. WHIT: 
@ Improves Interior Appearance should be heeded in view of the || The income to be derived from fire, theft and collision insur- | 7 
@ Protects Carpets — ae ; by ; pwd p me ance is good news for car dealers looking for additional profits. ? 
artley act for contract violations. 
@ Protects Showroom Cars Other labor developments last Any dealer who finances his own time-sales or has a Dis- | Tota 
week: count Plan with a bank or finance company can qualify under | Tota 
1. The NLRB opened hearings on || our plan, provided he can be licensed. Automobile dealers can U.S 
STOCK IT ... DISPLAY IT... IT SELLS ITSELF! its complaint sanianh Gamendl’ te. now be licensed as insurance agents in all but 7 states through- | “Tota 
‘ tors’ group-insurance plan. GM has out the United States. Cans 
List, $1.50 — Dealer Price, $11.28 por doz. been enjoined from installing the || If you are interested in the additional profits available from Gral 
plan for UAW members until it is the insurance business, write, wire or phone for complete | Cars 
decided whether the concern has || : ‘ ; | ] 
details without obligation. U. & 
STELLO PRODUCTS CO Se hie. ibe quupeestien. eventos Il | Revi 
» ey act. e corporation revea 
that 90 percent of its hourly-rated RESOLUTE FIRE INSURANCE COMP ANY Four. 
704 S. Main Box 349 Hutchinson, Kansas sarees Bed vigeat ap fer the 883A CHAPEL STREET HARTFORD 3, CONN. 
en eee the injunetion was A New England Stock Company Chartered in 1926 SAI 
2. Kaiser-Frazer and the UAW 
set a precedent when three spe- For 
cially trained stewards were TOL 
named to handle time-study griev- iit 
ances at K-F’s Detroit engine ae 






plant. The corporation expressed 
hope that the setup would curtail 
speedups and slowdowns. 

3. After a year’s study, Ford an- 
nounced a new merit compensation 
-plan for its 8,700 foremen. The plan 
is designed to avail supervisors of 
greater security and opportunity. 
Ford also announced that it plans 
to extend its employe suggestion 


Lend ‘Know-How’ 
To Aid Europe, 
Gifford Urges 


WASHINGTON.—A plan to vol- 
unteer the services of American 
| See {@ Ni industry’s top executives and tech- 
sis om " nical experts to western European 
Ni eV eh MO] JERN nations for the purpose of improv- 

- A Diced» ~ we hEP ing their manufacturing methods 

vn at =| Tm te) : and stepping up production abroad 
UCTION FOUNDRIES was advocated here last week by 
Roy W. Gifford, board chairman 
of Borg-Warner Internationa! Corp. 
[eclaring that western Europe 
can best be made self-sustaining— 
and economically healthy enough 


ign eh i t ist Co : wer eivi 
WHELAND COMPANY the benefit of American industrial 
c) Eel a, ork AL 






Less Snow--More Vision 
with a “WEATHER PROOF” ALUMINUM 


SUN VISOR 
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NEW LOW PRICE DEALER’S PRICES 


Won’t Tear or Rip $1 1.95 each 


No Holes to Drill Lots of 6 or More 


Please Specify Car Models 
Sold in Carton Lots Only—6 to a Carton—Wt. 48 Lbs. 
Terms—C.0.D. Immediate Delivery 
F.0.B. Milwaukee 









know-how, Gifford urged this coun- 
Shek. try’s manufacturers to unite in an 
industrial council for European aid. 

Under Gifford’s plan, American 
industrial executives as well as en- 
gineers, production experts, tech- 
nical specialists and departmental 
foremen, would be temporarily 
loaned to European companies re- 




























































questing such help. Gifford seid his Distributors 
program would supplement and CHARLES DISTRIBUTING CORPORATION 
help to implement the direct aid | ,.44 WP, Siemens bam Mil kee 8, Wis. 













to Europe contemplated under the 
Marshall plan. 
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Bill Would Curb Powers AMA Advocates 


Of Trade C i$si 
acannon atv» | Vast Increase 


revamp the procedures of the ‘In World Trade 
been introduced by Rep. O’Hara DETROIT.—A program calling 












(Continued from Page 1) 
for the second week in a row due 
to a shortage of gas at the Wis- 
consin Gas & Electric Co. This 
brought to 2,200 the number of 


By Automotive News 


PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 
Week Week 
























































































































































Entes Some wr d —_ 15, Fet’14, | Nash cars lost so far in the emer- of Minnesota. for the widest possible interchange 
1948 1947 1 1948 «= 1947* * | gency. The O’Hara bill would permit |0f goods and services among na- 
CHRYSLER ........... 1,287 11,821 2,797 4,084 79,734 70,852) Through last week, Automotive the commission to continue to | tions was urged last week by C. E. 
SD. wien. gfogp ann 1,576 Si 11,366 8,572 | News estimates that the industrial | issue complaints but would no | Stevens, chairman of the export 
SED a sivd.pnnd 92.000 oom 864 —Otiw _... 9,255 6,152|888 shortages around the country| longer permit it to issue cease | committee of the Automobile Man- 
BD b5dde Alii. wee 264 3,053 496 760 21,998 20,496 | have cost U.S. plants the production | and desist orders. Instead, it | Ufacturers Assn. 
Plymouth ........... 1,023 6,328 2,301 3,324 39,115 35,082 of about 75,000 vehicles, mostly pas- | would have the commission Speaking for the committee, Ste- 
FORD ...-.--ceeceeeees 16,837 14,670 16,882 $2,719 92,921- 98,217 | Senger cars. prosecute its cases in court like | vens, who is motor Truck sales 
BE eect ct sdecsyene 12,869 11,649 12,983 25,852 73,278 76,929 What future production will be | the Food and Drug Administra- | manager in foreign operations of 
SEND: ~< oVcnddb uti 137 495 166 308 3,688 _1,69g | lost is indeterminable; but, accord-| tion. International Harvester Co., cited a 
NE it Leia neces 3,331 2,526 3,233 6,564 15,955 19,595 ing to reliable reports from Chrys- O’Hara maintained that the | worldwide need for increased for- 
GENERAL MOTORS .. 22,235 22,777 27,217 49,452 139,047 174,372 | !er Corp., the amount may be negli- FTC now acts as prosecutor, | eign trade and called for: 1. a re- 
SI A sstmepieieneeena 5,416 5,168 5,821 10,787 27,551 38,182 | sible. judge and jury which “imposes | duction of U. S. barriers that now 
REED: 24s bilut ofits « Laie me te 2 = 6,510,108 elk aiinat upon the commission a respon- | stand in its way; 2. a vast increase 
Chevrolet Oe eS ed 7,611 8,701 12,948 20,559 61,668 $4,573 HRYSLER, it is learned, will sibility that taxes the capacity of imports into America, and 3. a 
Oldsmobile .......... 3,996 4,283 3,757 7,158 20,886 22,567 boost passenger car production | of human nature.” Reports indi- | program to take full advantage of 
SID 5 clives'g oie 4 0C% a 5,212 3,827 5,191 10,403 22,987 31,947 in all its divisions as soon as they cate that the commission may |the reciprocal trade agreements 
KAISER-FRAZER .... 4,469 1,424 4,624 9,093 9,740 29,781 can be reopened. Individual hikes put up a stiff battle against program, 
Re, occ scdve uve’ sO S aes. re. ham. enone | 9 See ee ee the bill. Encouragement of American pri- 
RAD 06d ceeae tue 2,811 951 3,012 5,828 6486 19,216 9% a = Dodge, up vate investment abroad, with the 
Se 484 © 401 251 785 2,441 2,295 peter Mh nt ge eB U. S. management skills and tech- 
SE tides Scetnecees 2781 «2,402 «2,601 422 15,842 18,872 | CaPactty; Carysler and DeSoto, Senator Plans nical assistance it Will bring to bear 
Tl teas» tea hiin Bl os 62811 «(1681 «8,806 «18008 §«14ce7| SP S/S percent So an 1/8 percent. on the problems of reestablishing 
SOGMARD ............ Suni cok _..  ~—5,080 ~—«5 108 ao ae To Ask Probe productive facilities in war-ravaged 
STUDEBAKER ........ 2,994 2,561 2,938 5,982 14,958 18,591 chagent te siacieeene be un- countries, is strongly advocated by 
Ee 651 449 808 1,462 3374 4,613 Chrysler is said to find itself in a Of Anti-Freez e eee industry, Stevens 
Total Cars, U. S. .... 52889 59,696 59,865 112,204 875,189 481,608 | Tt. mein the postwar era, but is |__DENVER.—Senator Pat MeCar-| “We recognize the need for a com- 


ran, Nevada Democrat, disclosed] mon basis for conducting interna- 
here last week that he will re-|tional trade,” he said, “and favor 
quest a Congressional investigation] JU. s. participation in the Interna- 
-nto the shortage of automobile} tional Trade Organization.” 


#Station wagons. *Revised. 


COMMERCIAL CARS 
(U. 8, PRODUCTION ONLY) 


experiencing some difficulty in re- 

cruiting the necessary manpower to 

put the production hikes into effect. 
* * * 
































































Week Jan... Jan. 1 i-freeze which he declared had 
; « = THER plants are believed in the | 2"ti-freeze which he declared had| « > 
Feb it, Week Feb. 7, Feb. Feb. 15, Feb. 14, O proctes of similar planning. | P&€® caused by “monopolistic con-| |, . * we Gs wo ey ~ en cd 
1948 1967 1946° 1948 1947" 1948" | Those that have halted or curtailed | ‘T°!s- SO ene 
CHEVROLET ......... 2,797 5,903 4,419 7,216 36,370 36,258 | final assembly operations are build- Senator McCarran said the con- America, but this is possible on a 
GE, occ ccc cccsece 131 bes 74 205 17 754|ing up stockpiles of sheet steel | trol “borders on black market pro- sound basis only if accompanied by 
is SER See 297 335 292 589 1,922 1,812 | needed mainly in the production of | portions” and named one of the compensating imports.” 
EDS 6 G's 0.0's's 0'b-0 BS ee" 8,412 3,037 3,573 6,985 20,026 18,847 | bodies. biggest producers in the United] Government loans and credits 
FEDERAL ............ 187 233 asi 187 1,087 942 With or without gas, of course, | States as “directly responsible” for|abroad for the sole purpose of 
RE ee ee 5,374 6,170 5,147 10,521 38,815  30,473| body building is governed wholly | the shortage. maintaining exports to stimulate 
er ere 1,112 vo 762 1,874 we 8,617 | by activities on the final assembly anciaagiietil ts, domestic production and employ- 
SE Vobsa veda cic 0 >be Teed trae ..-- | lines. No e sto e space is e ae ben «he o~ : 
INTERNATIONAL .... 3,544 3,185 3,595 7,189 16,929 21,767| available ie assembly |AUTOMOTIVE NEWS cach week for the| Ment are uneconomic and unsound, 
RR ferrickvsysves: 399 482 871 770 2,509 + +=2,848| halts, and the flow of bodies has | '**est on manufacturing trends. ne declared. 
EA ine Abe 016% 6010 00 66 394 398 386 730 2,670 2,389 | to be stopped, too. 
STUDEBAKER ........ 1,843 1,360 1,595 3,438 8,242 9,753 However, the curtailment of nat- 
LG iénix Gaip-es cosy 360 395 sane 360 2,345 2,087 | ural gas supplies was not really un- 
PY nas aula RS wie « kit 2,249 1,242 2,145 4,394 10,455 13,569 | expected by many car makers, and 













many of them have already made 
plans to make up for production 
losses by utilizing additional man- 
power and overtime schedules. 


WILL , 
MISCELLANEOUS ..... 369 239 374 743 1,730 2,542 
























Total Trucks, U. S. .. 22,468 24,893 22,733 45,201 152,194 152,143 





PERSONNEL & FUNCTIONAL 
ORGANIZATION CHARTS FOR 



















ars, icks, 
ees os tue, tg 75,307 84,589 82,008 157,405 527,888 583,746| Where the additional manpower ALL 

ars, Trucks, will come from, no one seems to AUTOMOB DEALERS 
teat oete rn senes 1587 4,463 1,824 2,911 30,451 19,709 | KDW. oo ae _ 
oe a “ CCORDING to the United States Edited By 
’ n ucks Employment Service, employ- Floyd L. » Oo 
U.S and Canada .... 76,804 89,052 83,422 160,816 557,884 603,455 | ment of wage and salasy workers ee ee 



























L$ —_  —. 
*Revised. Miscellaneous includes Autocar, Divco, Marmon H., Brockway, | in the nation’s automotive industry 





Four-Whéel Drive, Sterling, etc. during December, 1947, topped the CONTENTS 
1,000,000-mark for the first time in 
history. INCLUDE 


The USES summary said the 
total would rise even higher in 
1948, adding “Reporting plants 
expected to add about 20,000 
workers between December and 
April, although many plants were 
extremely reluctant to make pre- 
diction in view of the scarcity of 
materials and anticipated conver- 





















« D. >. 
SAE Plans Session |Paneger or Spiecr Mig. Co., and 
Roy T. Peterson, president of the 
F or Toledo Groups Toledo Technical Council. 


TOLEDO. — The automotive in- 
dustry will hold its first big Toledo 2-Cent Gas Tax Boost 


meeting in more than two years Rejected in Missouri 
when more than| JEFFERSON CITY, Mo.—A bill 
500 manufactur-| proposing to double Missouri's 









Twelve charts and 
fifty pages of U.S.E.S. JOB 
SPECIFICATIONS 


Did You Get Your Copy? 


If you were at the NADA CONVENTION please ignore this 





































ers, engineers and| present 2-cent state gasoline tax| sions to new models.” 
‘pchmlan! authagi- ao oa killed ee so Mineate aan USES expected plants manufac- ad. You probably purchased your copy there for which we 3 
ties meet March| mittee on taxation and revenue. turing car bodies to account for thank you again. The tremendous response only strengthened f 


more than one-fifth of the addi- 
tional workers. 


our conviction of the REAL NEED for this book on the part 


29 for a dinner-| still pending, however, was a 
of every dealer, large or small. 


meeting at the resolution proposing a state con- 


Commodore Perry sa. cat “Other segments of the industry 
hotel, it was an- stitutional amendment to Increase will record slight employment gains One dealer described success as “k i h a 
sitemmull lank week the tax by 1% cents. This meas- . h a.” USES said nowing where you are 

ure, already passed by the state | Te™main unchanged, _— going.” Here in one compact volume are charts showing all a 


by industry offi- 
r cials in the To- 
©. 8. Meintyre ledo area. First 






positions of your employees as well as their duties. NOW you 
don’t need to guess—YOU KNOW YOUR INSTRUCTIONS 
are being carried out. 


PRICE $10.00 COMPLETE 


Senate, provides that cities which 
levy a municipal gasoline tax could 
event of its kind not participate in use of revenue 


in Toledo since April, 1946, the| fF the state tax. 

meeting is sponsored by the Detroit 

section, Society of Automotive En- Head of he Asem. Marks 

gineers, with the cooperation of the| 25 Years in Business 

Toledo technical council. Charles P. Smith jr., operator 
C. S. McIntyre, vice-president,| of a Ford dealership in Burling- 

Monroe Auto Equipment Co., Mon-| ton, Vt., is currently celebrating 

roe, Mich., who has been appointed| the completion of 25 years in the 

SAE chairman in charge of re-| automobile sales business. 

gional activities, will head the He is president of the Vermont 

group arranging for the Toledo| Automobile Dealers Assn. and a 

meeting. Working with him will be| former director of NADA. 


LTHOUGH none of its opera- 

tiongy have been affected by the 
gas situation, Ford Motor Co. an- 
nounced it would stop production 
of Mercury cars in the River Rouge 
plant last Friday to convert to new 
models. 

M. L. Bricker, Ford director of 
general production, told workers 
that loss of time for the change- 
over would be kept at a minimum. 

“Steel operations will continue at 
top speed,” he added, “as steel is in 
short supply and a large amount 
can be stored in a small area.” 

Combined U.S. and Canadian pro- 
duction last week is estimated at 
76,894 cars and trucks, compared 
with 83,422 the previous week. 







































Here Is Why This Book Is Worth $$$ to You 


Increases employee efficiency 
Delegates responsibilities 
Facilitates financing 

Enhances pride in your organization 
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ORDER BLANK 


AUTOMOBILE DEALERS BOOKKEEPING 
& ACCOUNTING SCHOOL, INC., 
30 N. LaSALLE S8T., CHICAGO 2, ILLINOIS 





















SIMPLE SIMON’S BUFFALO AUTO AUCTION 

Every Tuesday 11 A.M. all Year, Dealers Only, Average Sale 200 Cars 

FLY IN indoors -Modern, Heated Wangar. All Transport Facilities 
TONAWANDA, N. Y. AIRPORT 

2080 Military Rd., Route 265, Tel. ELmwood 0375 EAT HERE 


SIMPLE SIMON’S AUTO CLEARING HOUSE 


The Only Auto Clearing House in the World! 

Tell Us What You Want - We'll Buy Them For You 

Tell Us What You Have - We'll Sell Them For You 
BUFFALO, N. Y. SHOWROOMS 

1241 MAIN ST. PHONE ELmwead 2130 











Ford Tractor Output Sets 


New Monthly Record 

HIGHLAND PARK, Mich.—Trac- 
tor production at Ford Motor Co.’s 
Highland Park plant broke pre- 
vious monthly production records 
in January when 9,399 new Ford 
tractors were manufactured, Har- 
old J. Robinson, manager cf the 
Highland Park tractor operations, 
has announced, Me ch ahan's taka DAA IAG © ak a6 d <henet Mone a 

Production averaged almost 450 
tractors a day for the 21 working 
days in January, Robinson said. 









Gentlemen: Please send postage prepaid, your book Automobile Dealers Per- 
sonnel & Functional Organization Charts for which a money order or our 
check for $10.00 is attached. We are free to return the book in ten days if 
not entirely satisfied. Send ©.0.D. (......) and we will pay the postage. 


Please print. 
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ASTE to Stress 
Production Plans 
At 16th Parley 


DETROIT. — Technical sessions 
at the 16th annual meeting of the 
American Society of Tool Engi- 
neers March 15-19 in Cleveland 
will be devoted to subjects de- 
signed to aid in increasing produc- 
tion, according to Harry E. Con- 
rad, executive secretary, 

“America’s tool engineers will 
play a major role in producing the 
goods and commodities necessary 
to avert world economic chaos,” 
Conrad said. “Our manufacturing 
facilities will be taxed to capacity 
to furnish European nations with 
their requirements under the Mar- 
shall Plan and at the same time 
supply our own people with all of 
the things which are still in short 
supply. 

N. E. Rothenthaler, superinten- 
dent of production and planning 
steel operations, Ford Motor Co., 
will be the principal speaker at a 
ene session, Tuesday, March 

James D. Mooney, president and 
chairman of Willys-Overland Mo- 
tors, will be guest speaker at the 
ASTE annual banquet to be held 
in Hotel Carter. 


Nationwide Dealer Setup 


Formed for Swift Plane 


DALLAS.—Near-completion of a 
nationwide dealer organization for 
the Swift airplane has been an- 
nounced by Leonard Larson, Swift 
sales director for Texas Engineer- 
ing & Mfg. Co. 

The organization has approxi- 
mately 50 dealers from coast to 
coast operating directly under 
Temco factory supervision, Larson 
said. Each dealer is responsible for 
service, maintenance and _ spare 
parts for the two-place Swift air- 
plane and can appoint sales rep- 
resentatives but the latter are con- 
trolled only by the dealers, he 
added. 
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in 
Must be 
organiza- 


Idaho town of 10,000. 
familiar with all phases dealer 





OFFICE AND BUSINESS MANAGER in 
growing Ford dealership, one who thor- 
oughly knows accounting and manage- 
ment of this type, none other need apply. 
Give experience and references. Box 2161, 
c/o Automotive News, Detroit 26. 


stile dieiietiapiatinetirtddthideesiestacnicinatiepataiiecneimntntitibpitaimeen 
WANTED: EXPERIENCED Chevrolet parts 
manager, capable of taking complete 
charge of department. 1947 sales over 
$200,000. Department now employing six 
men. Expansion program necessitates this 
opening. Salary and incentive bonus. 
Manager's earnings in 1947 approximately 
$6,000. Business can be expanded as well 
as earnings. Dealership located in mid- 
west town of 40,000 population. Good 
living conditions. There is no limit to 
your ultimate position with this company. 
Your ability to produce governs your 
progress. We have been aggressive Chev- 
rolet dealers for over thirty years and 
offer permanency, pleasant working con- 
ditions, best of merchandising helps, free 
life insurance, hospitalization and sick 


benefits. Vacation with pay. This is a 
top job for a top man. In your first 
reply, state age, experience, when you 


can start to work and why you are mak- 
ing a change. All replies held in strict 
confidence. Send photo if available. Write 
_ 2162, c/o Automotive News, Detroit 


SERVICE MANAGER —>prefer Buick experi- 
ence. Must be capable of organizing and 
directing entire service and parts per- 
sonnel. Good salary. State age, experi- 
ence, and reference. Also salary ex- 
pected. Now doing $10,000 customer labor 
monthly. Suburban Philadelphia. Box 
2163, c/o Automotive News, Detroit 26. 


‘ALMBMAN: THIRTY to forty years old 

assist sales manager, with opportunity 
to become used car manager. This is 
responsible position with large Buick 
dealer in Chicago. Excellent future for 
industrious and loyal employe who has 
ge gre for . advancement. Box 
64, c/o Automotive News, Detroit 26. 











































HELP WANTED 


PARTS MANAGER for large Buick dealer 
in Chicago. Must be thoroughly experi- 
enced in Buick and General Motors pro- 
cedure and capable of organizing and di- 
recting retail and wholesale personnel. A 
real opportunity for a capable Buick 
parts manager. In reply state age, ex- 
perience and references. Replies will be 
held in strict confidence. Box 2165, c/o 
Automotive News, Detroit 26. 


USED CAR MANAGER—GM dealership 
organization noted for its friendly, ag- 
gressive policies, now offers man of char- 
acter, personality, ability and experience 
unusually fine opportunity for income and 
advancement. Under 40, salary commen- 
surate with ability, plus bonus. Write 
full details, enclosing recent photograph, 
replies confidential. Box 2172, c/o Auto- 
motive News, Detroit 26. 


SALES MANAGER—For Chevrolet dealer- 
ship in Western Nebraska. Permanent 
connection for man with experience and 
proper qualifications. Call or write W. H. 
Nielsen. Nielsen Chevrolet Company, 
North Platte, Nebraska. 


POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Posi- 
tion Wanted ads are accepted at half 
regular rates, namely: 7% cents per 
word for one insertion or two inser- 
tions of the same copy at 12% cents 
per word. Cash in advance. 





GENERAL OR SALES MANAGER AVAIL- 
ABLE MARCH FIRST. Gentleman with 
twenty years’ experience Big Three. Can 


furnish departmental key personnel if 
needed. Prefer Ford or GM products in 
Michigan area. Remuneration must be 
on a strictly commission basis. Write 
Box 2157, c/o Automotive News, Detroit 
26 


SERVICE MANAGER—Approximately fif- 
teen years’ experience, selling service, 


diagnosing, estimating costs, excellent 
personality, aggressive and ambitious. 
Thirty-five, married, children, education 


and references. Will send more informa- 
tion on request. Prefer Lincoln-Mercury, 
Ford or Packard. Box 2173, c/o Auto- 
motive News, Detroit 26. 

YOUNG MAN—Age 36, married. Fourteen 
years’ experience in retail and wholesale 
automobile business. Accounting, finance, 
and sales. College education. Box 2174, 
c/o Automotive News, Detroit 26. 


MOTOR TRUCK FACTORY BRANCH 
MANAGER with technical knowledge and 
over twenty years’ experience in sales 
and general administration, desiring to 
locate in Detroit, Cleveland or Pitts- 
burgh, seeks connection, commensurate 
with ability, in motor truck or allied 
industry. Desire to relocate only reason 
for change. Can be available in thirty 
to sixty days. Box 2171, c/o Automotive 
News, Detroit 26. 


meee ee nadia tated termasnemmmlitico 

OFFICE-MANAGER BOOKKEEPER. Thor- 
oughly experienced automotive controller 
for new car distributor desires permanent 
position in or near Phila. area. $100 wk. 
plus bonus. Will consider offers else- 
where if attractive proposition. Box 
2170, c/o Automotive News, Detroit 26. 


GENERAL OR SALES MANAGER—would 
like connection new car agency, qualified 
all phases. Go anywhere, but West or 
South preferred. Box 2168, c/o Automo- 
tive News, Detroit 26. 


BUSINESS MANAGER - OFFICE MAN- 
AGER, age 29, graduate accountant, two 
years’ automotive experience, thorough 
knowledge modern merchandising meth- 
ods, operating controls and analysis and 
preparation of financial statements. Ref- 
erences. Box 2175, c/o Automotive News, 
Detroit 26. 


MANUFACTURERS REPRESENTATIVE 
SEAT COVER FACTORY producing high 


quality universal and custom built covers 
in fibre and plastic. Has all territories 
open except New England and California. 
Commission basis. Apply Box 2169, c/o 
Automotive News, Detroit 26. 
DEALERSHIP WANTED 

in 
Southern California. Have Sufficient cash. 
Can qualify with Big Three. Prefer Los 
Angeles area. Replies strictly confiden- 
tial. Box 2155, c/o Automotive News, 
Detroit 26. 


AUTOMOBILE DEALERSHIP WANTED. 
Reliable party seeking automobile fran- 
chise. All replies strictly confidential. 
Box 2148, c/o Automotive News, Detroit 


DEALERSHIP FOR SALE 


POOR HEALTH requires sale of auto 
agency in fast growing town in West 

. Business showing fine return. 

= 2150, c/o Automotive News, Detroit 


D > 0 G G.M., 

ideally located in small town in Southern 
Michigan. Approximately $65,000 will 
handie. Includes new modern building, 
all new modern shop equipment, office 
and showroom fixtures. Doing approxi- 
mately $213,000 gross annually. Unusually 
active and profitable for small town set- 
up. Purchaser must qualify for factory 
approval. Box 2154, c/o Automotive 
News, Detroit 26. 

G.M. DEALERSHIP North Dakota county 
seat, gross over $200,000 yearly. Build- 
ing lots, new wrecker, much new equip- 
ment, Valuable franchise included. Box 
2167, c/o Automotive News, Detroit 26. 
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DEALERSHIP FOR SALE 


NEW CAR DEALERSHIP FOR SALE in 
California. Capable of clearing one hun- 
dred fifty thousand dollars per year. In 
connection with large used car business, 
service and parts departments. Long 
lease. Completely re-modeled in a futur- 
istic design. $200,000 total price. If in- 
terested, write box 2166, c/o Automotive 
News, Detroit 26. 


BUSINESS FOR SALE 


RENTAL CAR BUSINESS, all year propo- 
sition. Fifty cars, two-thirds rented, bal- 
ance all rented by February 1. Can be 
raised to 100 cars. Established since 
1940 with license, located in beautiful 
Fort Lauderdale, Florida. Write or wire 
Sartor Motors, Ft. Lauderdale, Florida. 


NEW CARS WANTED 


NEW CADILLAC sedan or . convertible 
wanted. Price no object. Wire or phone 
Anderson Auto, Peoria, Illinois. 


USED CARS FOR SALE 











AUTOMOBILE 
AUCTION 
28 MILES FROM CHICAGO LOor 


Y% Mile East of Milinols State Line 
On Route 30 


EVERY FRIDAY 11 A.M. 

Running Over 150 Cars Each 
Strictly Wholesale 

Dealers Buy—Dealers Sell 


Buyers coming in by plane or train— 
call—we will meet you. Hotel accom- 


Dyer Auto Auction 


Phone 4111-4051 Dyer, Ind. 
Res.: Lansing, Il., 730 





1947 CHRYSLER CONVERTIBLE New | 


Yorker, 2,000 miles; red, radio, heater, 
W.S.W. tires. Shramek Motors, Norfolk, 
Nebraska. 





WHOLESALE 
1948-47-46 AUTOS 
IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 


SPECIAL PRICES TO 
QUANTITY BUYERS 


Also Large Stock of Convertibies 


IRVIN SACHS 


**Philadelphia’s Largest Used Car Deaicr’’ 





4539 Chestnut 8t. Philadelphia, Pa. 
Wire or Phone Allegheny 4-4450 








AUTO AUCTION 
EVERY THURSDAY 


For dealers only. In Lubbock, Texas. 
The Hub of the Plains. Inside sale, always 








ATTENTION 
Wholesale Buyers 


We carry a stock of 150 clean 
cars at all times. 
38’s te 47's 
* 


Swan Motor Sales, Inc. || 


2102 Monroe Street Toledo, Ohio 








AUTOMOBILE 


the today at Joplin, Mo. The 

America, 66 and 
T1 cross and the East meets 
the ‘est. Auction every Friday rain 
or shine. Inside sale, always over 300 
automobiles to choose from each sale. 


Col. Joe H. Burtrum 


‘CLASSIFIED WANT AD DEPARTMENT 





USED CARS FOR SALE 


Cars! Trucks! Pickups! 


OVER 300 
IN STOCK 


DEALERS: 
Bring Your Customers In— 
Sell "Em Off Our Filoor— 
The Place Is Yours! 


Largest Dealer 


ROSEN-NOVAK 


Phone Harney 6090, Omaha 


AUCTION 


(Aute Dealers Only) 


EVERY WEDNESDAY 


“CHET DRAKE” 
Auctioneer 


GEO. CASSIDY 
Manager 


Sale Starts at 12:00 Noon 


CHICAGO AUTOMOTIVE 


AUCTION, INC. 


1060 East Sist St. Obmicago, Li. 
**‘Chicage Is the Place te Buy Your Oars’’ 





It will pay you to see or call us. We 
always have a large selection of clean 
low mileage 1946's, 1947's and 1948's 
for immediate delivery. Write for our 
bulletin and price list. Transporta' 

to all points. Wire or call us 
for hotel reservations. 

GREENFIELD COMPANY 
6619 Euclid Avenue 
Cleveland Ohio 


Phone HEnderson 0231 


401 8. Vermont Avenue 


Los Angeles 4, 
FAirfax 8484 


AUTO AUCTION 
Every Friday Noon 
In the Heart of Lancaster County 
Low Mileage, Clean Cars 
FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 


& AUCTION, INC. 
Phone 202-W4 





DEALER’S AUTO AUCTION 


Albany, N. Y. 

Each Monday at 12:00 sharp. Auction in- 
doors. Central Avenue, Rt. No. 5. Lots of 
cars. Lots of action. All dealers cordially 

invited. 
Contact Tim Anspach, 
(Licensed & Bon 
Office: 1175 Washington Ave., Albany, N.Y. 





DEALER’S AUTO AUCTION 
Bellefonte, Pa. 
Every Wednesday indoors at 1:00 P.M. 
Dealers are Cordially invited. 





1610 E. 7th Bt. 
JOPLIN, MISSOURI 
Phone 4600 





RING BROS AUTO SALES 
Bellefonte 2140 
‘In the Center of Pennsylvania’ 





















USED CARS FOR SALE 


We Wholesale 


Detroit’s 
Largest 
Wholesaler 


SID SAVAGE 
15989 Livernois UNiversity 4-269 
9850 Livernois HOgarth 849 


DETROIT 


TOLEDO’S 
Original and Largest 
Wholesaler 


' 150-Car Stock 
Auction Sale Every Thursday 
DOC GREINER 
“The Flying Dutchman” 
Madison and 17th St. 








Danville, Virginia 
AUTO AUCTION 


Every Friday, 1:00 P.M. 


Paved Lot 
SELL TO DEALERS ONLY 


Danville Auto Auction Co. 
Div. Baker Motor Co., Ine. 


Next to Seminole Esso Sta. 
On USS. 29, 1% Mi. N. of City 


Phone Danville 4570 





ANTIQUE CARS FOR SALE 


(could be 1907) Reo touring car, 

| 4-door; has two leather straps from top 

| to headlamps in front; would make good 

| relic for someone interested; price right. 
_— Chevrolet Company, Everett, 
a. 


1908 


four- 
condition. Four 
Burlington, 


FOR SALE: 
roadster, 
new tires. 
W. Va. 


1912 Metz 
good running 
Edward Weaver, 


BUSES WANTED 


NEW SCHOOL BUSES WANTED: 
Dodges, Internationals, 54 or 60 passen- 
ger. Also new Chevrolet sedan deliveries 
and new Stylemaster 4-door sedans. Cash 
waiting. McLaughlin Bus & Equipment 
oo, 1224 North Main St., Providence, 


BUSES FOR SALE 
FOR SALE: One new Ford scnooil 
with new 60-passenger Hicks body. Pres- 
ton Motor Company (Ford Dealer), Pres- 
ton, Maryland. 


NEW DODGE SCHOOL BUS 42-passenger 
Wayne 178" WB chassis. Kitchens, 
Dodge Dealer, Enid, Okla. 


FOR SALE—Two 1942 Ford buses. High 
ceilings, two-speed axle, 36-40 seating 
capacity. Superior and Union City bod- 
les. Price $1,000. Bianton Dunn Co. 
Admiral Wilson Bivd., Camden, N. J. 











BUSES 
1947 — Reo 32-Pass. Pusher 








LARGEST PENNSYLVANIA | 


1946 — Reo 32-Pass. Pusher 
1945 — Reo 32-Pass. Pusher 
1945 — White 55-Pass. School 


3 — 1939 Internationals 
48-Pass. School 


Clean and Low Mileage 4 


E. I. DAMES 


REO SALES & SERVICE 
Pottstown (Phone 32415), Penna. 





FOR SALE—New 1947 Ford 48-passenger 
school buses—aluminum bodies. Discount 
to dealers or contract users. Call 0. B. 
Benson, Galesburg, Michigan. Telephone: 
4331. 


ome TRAILERS FOR SALE 


1947 GENERAL TRAILER made in Mar- 
lette, Mich. Tandem wheels and dolly. 
Hot water heater. Oil heater. Complete 
with china, glassware, silverware & 
linen. Two extra tires and tubes {oF 
dolly. Only 2,000 miles, Emil Campen- 
haut, Sailfish Club, Palm Beach, Florida. 


TRUCKS WANTED 


WE NEED late model used trucks. Al! 
types. Will go anywhere, cash waiting. 
Call Estebrook 2660 or write to Fred 
Bedford, 534 N. Cicero Ave., Chicage 
14, Dlinols. 


WE NEED TWO NEW FORD TRUCKS, 
134 or 158’’ chassis and cow! only. 194 








or '47 models o.k. Call Mr. Hearn a 
5131, Cedar Rapids, Iowa. _ 32 
DODGE TRUCKS wanted by franchised 


dealer. All models. Will buy only from 
- ‘orden- 






































Hl 











PARTS FOR SALE 
| SSeS 
AUTOCAR MODEL RM 1938 5-ton dump,|ARMY SURPLUS TRUCK PARTS—Axle 












S-yard body. GMC T33B_ 1936 5-ton assemblies, axle shafts, engine parts, 
dump, 8-yard body. 1940 Ford 1%-ton starters, generators, mufflers, gasket 
dump. 1940 Chevrolet %-ton panels. sets (JXD, RXC, GMC, Jeep), pintle 


hooks, snatch blocks, many other items. 
Large stock of surplus tools and main- 
tenance equipment. Brunswick Automo- 
tive Centre, 196 New Brunswick A 


0 Dodge %-ton panels. 
ane in good condition. Write or phone 
Leo Rocca, Inc., 4301 Connecticut Avenue 
N.W., Washington 8, D.C. EMERSON 





7900. Perth Amboy, New Jersey. 
FOR SALE—1942 Chevrolet wreck truck, 
cath ‘Hubbard Wrecker. Looks tke ow. a 
Frice $1,000, 6. 8 omy | }~6OLDSMOBILE 
Ree gr and cab. New Dedse And All General Motors 


, chassis 
3-ton 142” W.B. Model WRA 66, chassis 
Harold C. Ralph, Waldoboro, 


PARTS AT WHOLESALE 


- A! itman- 
O’Neill delivery body. Kitchens, Dodge 
Dealer, Enid, Okla. 


FOR SALE: NEW 1947 INTERNATIONAL | Hoods Core Supperts 

v waster Ki2-F55¢ — 161" wheelbase.| Grills Hydromatic Parts 
11x22—12 ply tires, Standard cab, 28,500| Sub Cape Shock Absorbers 
Ib. rear axle, ratio ieee ok pon py - Distributors 
5th gear transmission. ce , 650. Carburetors 
Melvin Goldman, 243 Mamaroneck Ave., Trunk Lids Steering Wheels 
Mamaroneck, New York. Fuel Pumps Clutch Parts 

1947 FED 65 TRACTOR, air, two- And Many Other Items 


speed, 1100x24 tires, 35,000 miles. Like 
Original cost over $8,500. Will sell 


new. 

rar $4200. 1946 Federal 1% ton truck,| SELMI MOTORS, INC. 
two-speed, new tires, long wheelbase. LARGEST OLDSMOBILE PARTS 
Like new. Fish plated. 38,000 miles, DEPOT IN EAST 

will sell for $1,800. Wire-write-call. Kirk | 343) N. 15th St. Philadelphia, Pa. 
Brothers, Inc., Hutchinson, Kansas. Telephone SAgamore 2-5568 

Phone 5360. 





a 
PARTS WANTED 
WANTED: One complete hood for 1946 
Chev.; 1 rt. fr. fender for 1941 DeSoto; 
1 complete door for 1941 Chev. Club 
Coupe. Fenderville, 228 E. Erie Street, 
Painesville, Ohio. 


PARTS FOR SALE 


FORD PARTS shipped anywhere. Call, 
write, phone. Tranter-Williams Motors, 
Inc., 4016 Allston Ave., Cincinnati 9, 
Ohio. Melrose 7275-6-7. 


TESTI CLD DLE SELLE LD EOE SI 


OLDSMOBILE PARTS 





FORD 
Genuine Parts 


Buy a little or a lot of Scarce Items at 
attractive trade discounts—prompt service. 
* 


Authorized Ford Parts Distributor 
e 


Boulevard Motor Corp. 


2392 Boulevard Jersey City, N. J. 
Delaware 3-3400 





ONE LEFT FRONT FENDER, one left 
running board, one left rear fender for 
1937 Plymouth P-4. John P. Hughes 
Motor Co., 800 Commerce St., Box 989, 
Lynchburg, Virginia. 


JOHN E. VOLLMER, INC. 
(Oldsmobile Dealer) 
Webster Groves 19, Missouri 








HORSE HEADS AUTO AUCTION 


EVERY FRIDAY AT NOON 


Horse Heads is located 4 miles north of Elmira, N. Y., on Route 
17. The airlines and 3 railroads stop at Elmira. Hotel accommo- 
dations at fameus MARK TWAIN HOTEL are the best and very 
reasonable. 


Call for one of our courtesy cars when you 
arrive or better yet, wire us in advance. 


Horse Heads Auto Auction is no doubt the outstanding Auction 
in the East. Always lots of cars and lots of buyers. We bend over 
backwards to please everybody. We treat buyer and seller alike. 

We are centrally located, drawing cars from a wide area. Horse 
Heads is only 4 miles north of Elmira, New York, on Route 17, 
about 200 miles southeast of Buffalo, N. Y., 100 miles southeast of 
Rochester, N. Y., 250 miles east of Cleveland, O., 235 miles north- 
— of New York city and about 250 miles north of Philadelphia. 
















Make It Your Business to Spend Next Friday With Us at Horse 
Heads. The meeting place of the Auto Dealers from the Fast 


and West. One trip will convince you. 


HORSE HEADS AUTO AUCTION 
RONALD D. WEST, Owner 
Johnson, Rickard, Metcalf and West—Auctioneers 








JO. 2249 





UN. 2312 


AUTO AUCTION EVERY FRIDAY 
AT COLUMBUS, OHIO 
12 O'CLOCK NOON — DEALERS ONLY 


Our mart is open every day of the week for wholesale 
business. Leave your cars here for sale. Come here 
and buy! Remember, every day except Sunday! 


GREATER COLUMBUS AUTO MART 
Gladden Road and Northwest Bivd. Columbus, Ohio 
Drive West 900 numbers on Goodale St., Turn right two blocks. 
**‘Pat’’ Patterson—Auctioneer 


















EVERY THURSDAY—12 NOON 
WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 


AT EARL A. SCHOTTS 

3300 READING BROAD CINCINNATI, OHIO 
Tel.: Maine 3112, Woodburn 3060 

Auctioneer: Pat Patterson 























































3725 Grand River 


CADILLAC-OLDSMOBILE 


3726 Grand River 





FOR SALE: COMPLETE INVENTORY 


UNUSED LANGBEIN BRAKE shoe grind- 
SPECIAL ON ONE-TON Chain 


a 
AUTO EQUIPMENT FOR SALE 


FORD OVAL SIGN—Eight 
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PARTS FOR SALE 





FORD 


Genuine Parts 


Buy direct from Authorized 
Factory Distributor. 


Liberal Trade Discount 
Hard-to-Get Items 


LASKY MOTOR CAR CORP. 
90 MONTROSE AVENUE 
BROOKLYN 6, N.Y. 

Stagg 2-7500 








PONTIAC PARTS 


And All General Motors 


PARTS AT WHOLESALE 


'G@ IN GENUINE G. M. 
BODY PARTS & PANELS 


Engine & Block Assemblies 
an 2 eS ae 


MIDWESTS LARGEST DISTRIBUTORS 
OF PONTIAC, OLDS, BUICK & 
CHEVROLET PARTS 


OMAHA MOTOR CO. 


Farnam at 27th Ave. Nebr. 
WEBSTER 








60% Discount on 


FORD, LINCOLN & 
MERCURY PARTS 


$10,000 Surplus Stock Available 
Write for Complete List 


Fisher Motors, Inc. 








Fits '37 to ’47 Sixes 
"41 to °47 Eights 
DEALERS ATTENTION 
RUND MOTORS, INC. 
Detroit 8, Mich. 
TEmple 1-3700 








PARTS AND ACCESSORIES 
Hard-to-Get Parts 
Orders Filled Day Received 
DISCOUNT TO DEALERS 
RUND MOTORS, INC. 


Detroit 8, Mich. 
TEmple 1-3700 


SHOP EQUIPMENT FOR SALE 


recapping equipment including vita cap, 
molds, boiler, motors, buffer, etc. Write 
us your needs or special low price for 
entire plant. AUTO HOTEL, 156 Lafa- 
yette St., Baton Rouge, Louisiana. 


er, 22 in. capacity, 1 H.P. motor $250. 
Rice Motor & Supply Co., Maddock, N. 
Dakota. 

Falls, 
$29.75. Trolleys, one-ton, $19.75. Write 
for catalogue. Detroit Tire & Reliner 
Co., 1510 E. Warren, Detroit, Michigan. 





TOW PILOT—$17.50 


= 
ADAPTOW COUPLERS 
(For Tow Pilot) Per Set, $7.50 
+ 
RED ARROW BARS—$42.45 
1947 Model with Guide Cables 
Approved by ICC 


1947-48 Model 
AUTOMATIC TOWBAR with 
BRAKE HOOK-UP 


and Controlled Steering 
GUIDE CABLES 
Complete $49.50 
e 


Tow Bar Sales Company 


Factory Distributors 


100 So. Clinton St. Chicago 6, I) 





MISCELLANEOUS 


foot. Neon 
lighting. Mosley Ford, Wayne, Pa. 


ENGINE REBUILDING — Crankshaft 


John P. 
Commerce 


grinding and metalizing. 
Hughes Motor Co., Inc., 800 
St., Lynchburg, Virginia. 
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WANTED! AT ONCE! 


1,000 Automobiles, Trucks and Pickups 


One of Missouri's largest automobile and truck 
dealers. 


Write, phone, or wire “Hi Dollar Joe” at the Joplin 
Automobile Auction Co., at the Cross Roads of America. 


We have the best market in the world today. Every 
Friday, we sell an automobile every minute. 


Saturday, Sunday, Monday, Tuesday, Wednesday 
and Thursday, they go mighty fast. 


If you have a new car or truck to sell and you don’t 
contact us, we lose a little and you lose a lot. 


Should you phone, always ask for “Col. Joe H. 
Burtrum,” owner and operator and manager. We keep 
six buyers in the east at all times. There is probably 
one in your territory now. You contact us and we will 
have them contact you. 





JOPLIN AUTOMOBILE AUCTION CO. 


1610 East 7th St. Phone 4600 Joplin. Mo. 





POSITIVELY THE WORLD’S 
FINEST GIGANTIC AUTOMOBILE 


-AUCTIONS- 


(FOR DEALERS ONLY) 
Every Tuesday at 10 A.M. 
If it’s low mileage, clean cars you want, you can “load up” at 
ED HOUGH’S 
AUTO AUCTION SALES 


Shipping Arrangements 


Made Request 
3900 North Broad St. Philadel 


phia, Pa. 














ENERGETIC AUTOMOBILE MAN 


preferred, Wanted to 


College background 
ACCOMPANY TRAVELING EXHIBITION 


Of High-Grade European Cars Visiting Princi U. 8. Cities 
With Object of Awarding Dealer Foabaines: 


Also Require 


WHOLESALE MANAGER 


For New York office, and a few top-notch 


SALESMEN 


Submit resume and snapshot to: 


THE HOFEMAN MOTOR CAR CO., INC. 
487 PARK AVE. NEW YORK 22, N.Y. 


JAGUAR DISTRIBUTORS and Officially Appointed ROLLS-ROYOE 
and BENTLEY Retailers. 


NEW SUBSCRIPTION ORDER’ 


Send Automotive News to Address Below 
for One Year $6 [_] or Two Years $10 [] 
for which check is attached [_] or send bill [] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 





| 
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Su OF AMERICA’S PEOPLE are the kind 
who never get enough of the “why” 
and the “show” that make their world go 
round. They want to know all there is to 
know about everything that affects their 
jobs, their lives, their future, and their 
country. 


People with hungry minds! But not high- 
brows, remember. On the contrary, they’re 
mighty regular people! They’re the ones 
who put the nourishment between a nation’s 
upper and lower crusts... the people who 
can’t be fooled even most of the time—by 
products or by politicians! 


O THESE PEOPLE, mere news is not 
Ticak They want to know what 
makes the news. They don’t read just to 
relax. They read, as they eat, to /ive—better, 
happier, more useful lives. 


That’s why so many millions of them, men 
and women, read THE AMERICAN MAGaA- 


BUD SCHIRMER (Detroit Manager)—H. A. PATTERSON ° 


ZINE—hungrily! Each month, this maga- 
zine sits them down to a full meal of food 
for thought; information that pulses with 
the lifeblood of authority; articles on 
every subject of social, economic, political, 
and personal significance. 


Yes, THE AMERICAN MAGAZINE is planned, 
written, and edited—every issue—from 
cover to cover—for people with hungry 
minds. It’s their magazine as no other can 
be. Warm, nourishing, and under-the-skin! 


People with hungry minds are the kind 
who also have the healthiest appetites 
for new and better products—and the 
means to satisfy those appetites. To 
automotive advertisers who want to 
develop a multimillion quality market 
the pages of the American Magazine 
offer unmatched values. 


* 
ALL-AMERICAN .. . No other 


magazine can.match the forty-year 
record of THE AMERICAN MAGa- 

Y ZINE in selling America’s men and 
women on the American way of 
doing business and the American 
way of life. 


IMPORTANT... . Quoted 
more times per issue than any 
other magazine—in the press 

/ and on the radio— because its 
articles are by important people 
on important subjects. 


POWERFUL... All the advan- 
tages of long life and continuity of 
impressions inherent in a_ great 
\/ monthly—plus the timeliness and 
news interest of a great weekly. 


PENETRATING ... Re- 
quests received for 250,000 re- 
\/ prints of many different articles 
appearing during the past year. 


COMPLETE ... No serials, no 
/ warmed-up leftovers. Everything’s 


complete and fresh in each issue. 


EYE-CATCHING ... Deft 

arrangement of editorial con- 

tent gives each advertisement 

(/ maximum visibility—in any 
section of the magazine. 

WIDESPREAD . Reaches 

nearly 2,500,000 substantial Ameri- 


can homes every month ...a million 
through the newsstands. 


MAGAZINE 


merican 


FOR PEOPLE 


jhe American Magazine e 


WITH HUNGRY MINDS 


THE CROWELL-COLLIER PUBLISHING COMPANY, 250 PARK AVENUE, NEW YORK 17, N, Y., PUBLISHERS OF THE AMERICAN MAGAZINE, COLLIER’S, AND WOMAN’S HOME COMPANION 
General Motors Building ° 





[Detroit 2, Michigan 
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